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ADOS YEARS To BALLAST 


FLUORESCENT 
LIGHTING... 


Years of diligent research and _ testing 
have resulted in the development of 
ADVAN-guard . . . the first major develop- 
ment in |fluorescent lamp ballast design 
since the} introduction of the fluorescent 
lamp. 


ADVAN-guard . . . a thermally actu- 
ated automatic reclosing protective de- 
vice, adds years to ballast life by prevent- 
2%)—3 YEARS ing ballast operation at abnormal tem- 

a peratures. ADVAN-guard is sensitive to 
voltage and current as well as tempera- 
ture and protects against excessive voltage 
1Yea—1_ YEARS supply ... internal ballast short circuit- 
ing ... inadequate lamp maintenance . 
improper fixture application and elimin- 
ates the need for individual fixture fusing. 


10—12 YEARS 


5—6 YEARS 


Full ballast life depends on maintaining normal in- : 

ternal operating temperature of 105°C. For each To assure maximum protection for 
10° C. increase in temperature ballast life will be cut fluorescent lighting installations provide 
in half. ADVAN-guard prevents abnormal operating 
temperatures and assures full rated ballast life. ADVAN-guard Fluorescent Lamp Ballasts. 
Write for detailed literature. 


ADVAN-guard is listed by Underwriters Laboratories, Inc. 


The Meant of the Lighting Industry 


TRANSFORMER CO. 


7950 NO WESTERN AVE CHICAGO 18 HL USA 
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The only Fuse with the HEART 
GIVE COMPLETE PROTECTION 


ECON-ALLOY makes the difference! 


The heart of this unique fuse is made of exclusive Econ-Alloy. 
When current overload is continued beyond the safe, pre-deter- 
mined time, Econ-Alloy breaks the circuit by changing directly 
from solid to liquid. The usual plastic stage is eliminated, 
insuring faster, more accurate protection against overloads. 


DUAL-ELEMENT 


ELECTRICAL WHOLESALERS 


are telling your customers to see you 


ECONOMY FUSE & MFG. CO., 2717 Greenview Avenue, Chicago 14, Illinois 
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~ which are you? 


WHOLESALER oF DISTRIBUTOR - 
Any one of your suppliers might ask you that question. 
you must know the differences 
there's 


answer 1 
but actually 


Refore you can 
ound simple 


between the two. That may 
a lot of confusion oF the subject. Let me try to explain 
the differences, as we see them. | 
A Wholesaler might be described as one who obtains goods from | 
a manufacturer or from another wholesaler and resells | 
these goods to his customers. There is no attempt to pete 
encourage customers to use the specific make or makes of “T 
products which he has been authorized to distribute. The | 
wholesaler acts solely aS @ puying agent and makes no attempt imi 
to influence the customer's puying habits. He renders no a 
service over and beyond his purchasing function. CI 
A Distributor is a special type of wholesaler who makes an — 
organized effort to influence his customers to purchase the TT 
makes of products which he 15 authorized to handle. He rT] 
promotes the advantages and benefits of these products over ++ 
competitive products. He refuses to participate n "split te 
commission” deals which tend to water the distribution T 
channels of any manufacturer's products. ie 
A Distributor is a wholesaler who selects the lines of | 
products he believes he can most profitably merchandise. | 
Once he has made his choice of lines, he gears his + 
gation to 4 continuing effort to sell them. | j 
as we see them, between : 


d 


organi 
aifferences, 
Our selling 


akably clear 


philosophy an 


the basic 
we ‘re for 


salers and dist 
make our choice 
1tors, all the way: 


Those are 
ributors. 


unmist 


whole 
policy 
distrib\ 

sincerely, 


w. J- Moriarty 
Distributor Relations Specialist 


wJM:mbw 


4 

OM 

SQUARE J) COM” 

reinitY® | +++ + 

TT] 
| 

‘ 

4 
@) 

T 

’ 

+-—+ 

j 

+ 


THIS MONTH IN 


ELECTRICAL 


NOVEMBER 1957 


How are you 
fixed for 


know-how? 

What's your 
“community 
quotient?” 

They found 


the happy 
median .. . 


answer to your 
growing pains? 


Looking for an 


See how you 
measure up in » 


your area... 
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WHAT \ 


STOCK GENERAL ELECTRIC 
BALLASTS. This can mean 
bigger profits for you. Give 
ballast 
he needs when he needs 
it! G.E.’s full-line stock 
plan can help bring quick, 


easy sales to you 


your customer the 


boost 
your sales dollars. Your 
local G-E Apparatus Sales 
Office can tell you how you 
can meet most ballast re 
quirements by stocking as 
lew as 10 ballast types 
Call today! General Ele 

tric Company, Section 


4101-50, Schenectady5,N-Y. 


GENERAL ELECTRIC 


ELECTRICAL 


Wholesaling 


GEORGE GANZENMULLER, 
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Credits and Collections 


—that’s 


“Something for Everyone’ 
the theme dramatized on 
cover. 

Ot course, that our aim in every 
suc, but we thought this Novembe! 
ial order” cover would highlight 
fact that this magazine appeals to 

onnel nside and outside—the 

door 

Here are a few 
vou'll find inside this issue: 

e Bothered by customers who go 
mad because you cant answe! 


samples of what 


away 
thei 
terbury's Starbuck Sprague Co 


counter questions? So was Wi 
until 
thi distributor developed a neat 


tem for turning even the most 
technical questions into sales. For 
details, see page 16 

e To move or not—that’s a poser 
popping up continually in this’ busi 
ness Ihe decision may take 
yet still be i latel 


& Supply made such a move 


years 
lec tri 
but first 


ramble 


used scientific management to max! 


mize calculation and minimize risk 
For the happy results, see page 50 

e In this day of tight money all 
around, the credit function gains im- 
portance almost daily in the electrical 
Hawkins EFle« 
thinks it ha: 


a not-too tough not 


vholesaling picture 
tric, out in Decatur, Il 
a good answer 
too-sott credit system that has lost just 
helped 


firm 


$100 in years and has 
make businessmen out of the 
customers. For more on this policy 
check page 56 

e Getting around your territory is 
problem enough for the guy with 
even a 20-40 radius to serve 


160-mile 


mile 
But how would you like a 


route sheet? See page tf 


Speaking of salesmen covering vast 
territories, we're reminded of a story 
about a young tellow working out of 
drum 
tech 


nique used by the rattler-riding sal 


Baltimore in the days when 


ming wus the most effective 
ploneers 

This fledgling’s assignment: 
14 cities in II states over a stretch of 
14 days. Itinerary in hand, he happily 
headed for the station; two weeks 
later, he staggered into the office— 
worn, weary and bedraggled. 


cover 


I see you've been busy said the 

“Fine! Let's see the orders! 
“What orders?” shouted the wild- 

eyed youngster. “I just had time to 


make train connections!” 


boss 
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BREAKERS 


A DEFINITE RATING. 
unaffected by temperature. A 20 
ampere rating means 20 amperes 
of safe, usable capacity. There is 
no de-rating of Heinemann Cir- 
cuit Breakers. 


INVERSE TIME DELAY 


prevents nuisance power inter 


ruptions permits starting in 


rush and harmless, temporary 


overloads. Gives maximum pro 


tection without inconvenience 


TIME ELEMENT 


varies time delay, not the rating or 


INFORMATIVE BooKLet: ‘What You Should Know 
About Circuit Breakers’’...Send for your free copy 


instantaneous trip point, to allow 


more time to make cold starts or 


to shorten delay under dangerous 


heat conditions 


HEINEMANN ELECTRIC COMPANY 
152 PLUM STREET 
TRENTON 2,N. J. 
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NEW! 


Still Boiling 


nated. There’s no doubt about it as 
lar aS we are concerned 

Consignment on seasonal items 


, might be all right, but with standard 

PORTER SINGLE-PAK a supplies, it should be eliminated. And 

(% in. x 6671) t the sooner it happens, the better off 
QUIK- STIK the industry will be 


QUIK-STIT I. G. LEARY 
ELECTRICAL TAPE COGHLIN ELEC, CO 


VNORCESTER MASS 


At the moment, I hesitate to 
iazard a guess as to the effect of the 


vithdrawal of consigned stocks of con 


duit or the possibility of the extension 
of this practice, and to other items 
h a NITE Ot course, additional 
ipital will necessarily have to be in 
ed which is a litthe rough right 
this time as tight as money is 
J. M. PAassaitaicut 
P. & W. ELECTRIC SUPPLY 


COLUMBIE GA 


Training Specs 
ar Su 
We would like six copies each of 


reprints of parts one and two of 


—remains flexible in cold weather 


George D. Farley, which 
the May and June issues 
Now you can offer your customers a fine plastic tape that - ct Wholesaling 


J BUTTON 
will save money for them and make money for you... ‘ 


, MANAGER POWER APPARATUS SALI 
Porter Quik-Stik Polyethylene Tape! 
GRAYBAR ELECTRIC ©CO., INC 


7 It's one of the most outstanding electrical tapes on the EATTLE, WASH 
market today! As a one wrap primary insulation, its dielectric 
strength is more than 10,000 volts ‘nd us two reprints of the 
twent four uve special report 
@ New Porter Quik-Suk Polyethylene Tape has outstanding Training Tomorrow's Salesmen 
resistance to acids, alkalis, oils, solvents, fungus, bacteria oda 
and gases BERNARD GOLDSTED 
LIGHT CO., 
@e It has high abrasion resistance and remains flexible from \ VILLE, OHIO 
10°F to +200°F' In addition, it has low moisture trans 
mission and high corona resistance. It won't corrode, stain | Ney ' Reprints com 
Or support galvanic action! . and two are available 


cE) It can be used for all types of underground or overhe ad 


wiriny It ideal for electron aucraft auromottlve and 


Key Markets 

Sis 
@ Get the whol proht picture Call your Quaker repre iVallabl hall very much ap 
sentative today about new Porter Quik-Suk Polyethylene reciate | ving tearsheets of the 20 
Pape! For free brochure. write rticl n you Spotlhighting Your 


factory wiring! 


JOB-PAK K. Porter Company, Ini WitttaMm R 
(% in. x 20 ft Ouaker Rubber Division, Philadelphia 2 
12 rolls) . 


MAKAT I ANALYSI 
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WHAT’S YOUR LINE? 


You Need More Than Prices 


Sh 
eet June 1957 


Ger 
Clear illustrations 


Adequate descriptions 


WIRING DEVICE 
Comparative Bester 
Switches 


é 


NET prices 


TIVE Gra 


Zone information 


TIVE Gea 
tun 


‘AL GRaoe 


Quick indexing = 


TODAY'S prices 


IME Saves 
ur 
Lite 


accuracy 


Line 


> 


Extreme 


Doub le 


1995-0] 
= 1995 
| 
| Doub le } 
Wey | 
“PRE 


Lim 
INTERMEDIATE Coane | Sin 790 


Wherever possible NATIONAL PRICE SERVICE 


provides comparative catalog numbers to CORP DEPT 87!) 
13601 Euclid Avenue, Cleveland 12, Ohio 


facilitate the substitution of your lines for 
those you do not handle. 
Think of the convenience and the time they 


immediatelyno obligahon 


would save you - and your customers. 


Mail this coupon while you re thinking about if lore 
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NEWLY 
DESIGNED 
HOOD 


gives more wiring Toom 
~in height , width and 
radius 


SET SCREW 


Fitting embodies a cad- 
mium-ploted, certified mal 
leable iron body, with a 
pressure cast 
hood, for 

strength and protection 


aluminum 
maximum 


HARDENED 
HEX-HEAD 
SET SCREW 


(with screw’ driver slot) 
prevents head from turn- 
ing, by direct condvit-to- 
hub gripping action 


FORMED THIS NEW HEAD 


Sczea; is designed for either 


sizes from '2 


Sizes |'2 


Available with slip hubs 


standard conduit 
4 through 2” 


and 2” equipped 


two set screws 


STEEL 
ADAPTER 


equipped 
with formed steel adapter 
for perfect centering on 


Fitting comes 


thinwall installations 
Adapter is discarded wien 
head is used on rigid 


rigid or thinwall application. It provides 
easier and faster installation, because no 
threading or external clamping is required. 
Set screw fastener assures firm and posi 


tive head support 


Here is another Midwest development in providing quality fittings. “Quality” 


iS just a 
with the 
neering 


electrical 


MANUFACTURERS OF ELECTRICAL 


condensed way of saying 
most inexpensive combination of material and manhours.” 


and producing quality 


“Getting the total job done 


right 
Engi 


fittings to meet the highest standards of 


wiring requirements, is our objective at Midwest 


WIRING PRODUCTS 


1639 W. WALNUT STREET 


Chicago 12, Vlinocs 


t 
vith 
> 
WMidumest Electric 
igs 


NEW PRODUCTS 


Bus 
Circuit Breaker Co., Phila 
le [phia Pa 


Announced as a new development 
in bus structures, 4.16, 7.2 and 13.8 
kv 1200-3000 amp non-segregated 
phase bus is completely sealed with 
cork neoprene-gasketed split half 
round covers The bus is completely 
insulated by air and porcelain in 
ulators without use of organic ma 
terials, Company states. Recommended 
for indoor or outdoor use, product 
is called ideal for generator leads to 
transformers, tor connecting trans 
formers to switchgear assemblies, for 
inter-connecting switch-gear assem 
blies, and for distributing light and 


power in factories or offices 


Breaker 
Square D Co., Detroit, Mich 


Low cost }-pole breaker with quick 
make, quick-break operating mecha 
nism with thermal and independent 
Magnetic trip, is said by company to 
permit use of less expensive panels 
without sacrificing safety or perform 
ance. Nuisance tripping said to be 
eliminated by additional bimetal to 
correct rating for surrounding tem 
peratures, Company claims overcente! 
toggle mechanism has five times the 
lite of I” rated switches. Available 
in I5-, 20-, 30 40- and S0-amp 


’40-v ratings 


Junction Box 
The Adalet Mf; Cleveland 
Ohio 


New explosion-proof, rain-tight and 
maintenance-free junction box for 
service station islands was designed 
at the request of a major oil company 
maker states. Box ts UI listed for 
Class |, group D and Class Il 
groups F and G According to 
designer, users can drill and tap any 
where in sides for conduit through 
thus distributors stock 
standard drilling and tapping and need 
not wait for special boxes 


Wall Switch 
Slater klectric & Co Glen 
Cove N.Y 


Company is now in production 
new Model 600 wall switch, a screw 
less, postless type, termed extremely 
simple to wire and mount. Wires are 
merely inserted through case holes 
which house spring-loaded clamps 
Switch accommodates two wires in 
each hole, simplifies running wires to 
inother switch 


Directional Signs 
UcPhilhen Mie... Co., It 
lyn, 


The 45R series now being troduced 
is designed tor recessed n 
stallation where inconspicuous direc 

tional sign is desired. Siegen 

with satin aluminum faceplat 

sizes. and color combination meet 
most local Code requirement C hon 

of fluorescent, incandescent or lum 

line lamp types, with removable wi 


compartments 


Underfloor System 
General Electric Co Conduit Prod 
ucts dept., Bridgeport, Conn 


New single-level steel underfloor ad: 
tribution system tor slab and fill or 
monolithic floor construction in com 
mercial, industrial and institutional 
buildings can be installed in floor fill 
as thin as 2 in, Company states, and 
is UL listed for such use. Complet 
mechanical separation ol the variou 
service circuits is maintained within 
junction boxes. Duct and fittings can 
be worked into any conventional la 

out without special adaptation, it 


claimed 


Pressure Lugs 
National Electric Product 
Pittshurgh, Pa 


New Wide Range 

featuring socket type s ‘ 4 are 
designed for use in entrance switche: 
service troughs, panel boards, shallow 
housings and similarly confined area 
where bolt head projections present 
an installation problem. Like 

and bolt type “Wide Range” lug 

new product line 1s available in 
models adaptable to Il4Awg to 500 
mcm. Catalog listings of both lin 
carry same number but an ‘A 
suffix identifies socket ly pe luy Am 


perage ratings are identical 
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Fluorescent Fixtures 


( \ 


vith du 


Ballasts 


lefley ; 


Comstant watlawe 

lamp operation 

ire Suitable fk r wall or pendant 
mountiny a i larve doubl Vil 
ne compartin or mstallation 
Advantag in onstant lieht 


output ma ied ; mor 


ballast ‘ r lamp out 


linn 


lamp 


Large-area Luminaire 


‘ 
‘ 
\ ) 
1 Seri Siaty-Six nt fixture 
1 ONCCUICE on cenin em 
| utilizing le type tile 
vith choice of ty lastic diffuse 
{vie Shath depth of fixture mean 
S it ch interfere work 
/ 
F SQ ic Bellwood # 
4 
q 
| 
he 
los voltage 
urges not transmitted to ind 
lowe! mstallaty ost because of 
vyiring and lower! mucity 
and breakes 
Cor ane Bre. 
Park, 
Panela offered as a large-area 
lumina designed to foll the trend . 
lo intensith of illumination 
diffu 42-ft modules); polyst 
rene louver diffuses vith 45 ck te 
meldin llow f th cor 
fortable | inyl pan diffuser 
ding to. the fj 
tions. Panelair pri mbled at 
to mstall, Ni / from te 


Look at the 
Plus Profits 


Stores, showrooms, restaurants, even offices become impor- 
tant sources of profits when you present the Virden Wondabar. 
Note how this wonderfully versatile kit lets you offer the 
beauty and sales appeal of custom-made fixtures at only a 
fraction of their cost. 


Remember, too, that Virden’s wide selection of modern, 
contemporary and traditional designs permits your pros- 
pect to gain almost any decorative effect desired. And the 
Wondabar can be used with dimmer controls for even 
more dramatic effects. 

Use the Wondabar to sell the light-conscious commercial 
market. You will save them time and money, earn plus sales 
and profit, too. See your Virden representative or write 
John C, Virden Co., Dept. EW, 6103 Longfellow Ave., 
Cleveland 3, Ohio. 


Member American Home Lighting institute 
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Liquid Lock Washer 


Sealant Co Hartford 


American 


Con 


which t with looser 


can 


Breakdowns 


ing of a threaded fastener 


lessened if not eliminated company 


indicates, with application of Loctite 


liquid Electrical ap 


plastic sealant 
plications include locking and sealin 
bolted 


bolted guy wire 


threaded terminals 


tions, splicing sleeves 


clamps Loctite can be used to secure 


threaded connections on galvanized 


conduit. after conditioning surtaces 
with Locquic activator Variou 
grades, colors, quantities availabl 
also service kits 
Hung Ceiling Box 

Arrow Conduit & Fittings Cor 


129 30th St., Brooklyn 32, N.) 


Company lists following advantages to 
Arrow Hung Ceiling Box: easy to set 
in exact Channel position; avoid 
pipe 


collars, ail 


costly 
bending: no need for extension 
16 knock-out in be used 


It ha extruded slot 
hold 


mounted on 


it once four 


which two supporting bar 
edge in pal illel po 


Oil-resistant Wire 
Continental Wire Corp Walli 


ford 
New 
cording to 
than lead jacketed rubber insulation 
With nylon jacket 


insulation, Continental 


gasoline-oil resistant 


manutacturer ost kk 
and thermoplasts« 
Petrol wire 
vithstand corrosive effects of 
and alkali ind 
tation 


said to 
most oils acids 
ugvested for use in gasoline 
ind refineries. Ul 


approved {) 
ind 60 C in air or oil it 


( in gasoline 
vatlable in colors trom 14 to 


6 Awg 


Current-limiting Fuses 
General Electric Co Lo 
Switcheear dept Philade [phia Pa 


Department announces availability of 
ts current limiting fuse Iype CLI 
vith slotted tangs, enabling the stand 
ard tuse to 
either the 
tandard drilling or the 
ing. Duplicate stocking 
he eliminated, it Claimed 1} 


iccommodate equipment 
proposed NEMA 
Pringk drill 


having 


iniversal 
ible to the S80 to 4 
tion of the complete CLF line 


Shaded-pole 


Controls Co. of 
aukee Wis 


mounting ftaciiity apy 


Motors 
Vi 


Long-life Series 402” denotes a | 
of self-lubricating shaded-pole moto 
that 
said to 


feature a new camel bearing 


hold lubricant thousands of 


of fuse vill 


longer 


Ihe 12 


hours 


than standard-life s« NEW PRODUCTS 


models in this line have 


140 product pplications re lu 
: Display Lights 
ible vhere economical P y 9 
/ { / 
operation 1 important i n Nace 
ii \ 
sible installation company 
C ol ma flood 
Floor-level Fitting h broad apy on in display hight 
Walker Bros., Conshohocken, P Sor and indoor, are avalien 
New floor-l vel fitting equil 1} ‘ llin mit fe 
ment having minimum floor cleara desl y Colort , : 
or receptacl outlets used in Xposed ad How imp 
areas. Model tor high tension PAR-38 typ 
accommodate eral t pe ol transys ent 
ceptack including a ingl i len which 
receptacle with grounded ( lot. Lo h | on 
tension fitting furnished vith a eat Rat lite 
bushed hole in bell cap ivt tion pattern Iipp 
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Compression Fittings 
/ Rox hi 


PIE-I2S) are traiht 
O-.ohm 


Pil \l 


femal on 


ima in 
Pit \l ina 
w UHI 


Entrance Caps nter-boring an 
The Thor A B ( 


Floodlight 


of an adaptabl ddle feat 


Contact Aid 
1B. Chance ¢ Ce \f 
Safety Drop Cord 


ecliminat 


Fixture Hanger haz is I 
Daniel Woodhead ¢ terested in 


i 


position and wing nut mounts fixtu f ‘ nal \ 


ecurely in desired po ition, one worr i silahl 


man doing most fixture hanging jol Coantis / 14) 
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TOP OF THE NEWS .. . and its significance to you 


Manufacturer Says 
End of Consignment Means: 


. . Strengthening of 
Distributor’s Stature 


. . « Investment in Stock 
Has Been the Bulwark 


. Some Adjustments 
For Everyone 


Distributor Opinion 
Pro and Con 


NAED Offers Plain Talk 


In response to readers’ requests, EW’s continuing quest for the why 
behind termination of consigned conduit brought out another manu- 
facturer’s statement to supplement those printed last month (page 
12). Here is what we were told in confidence 


We are all aware that no matter how worthwhile and justified a 
policy may be, it is never going to be 100% accepted, and there 
are going to be occasions where the policy itself may show up 
in a very poor light. It is my sincere belief though that elimination 
of consignment will, after we go through the period of pain and 
train, result in a more firmly established electrical distributor 
function than has been the case heretofore. Please do not feel that 
| think that the distributor function was at all on unsafe grounds, 
but | do feel that the elimination of consignment will increase his 
stature still further. 


Some of the distributors have written me to the effect that the 
elimination of consignment will at once place the big chain organiza- 
tions at an advantage over the small distributor, In return | have 
pointed out that the chains have investments in LOO or so houses, 
and their problems of controlling these investments and still having 
the proper sizes and footages of material available for their cus 
tomers is going to be multiplied many times over that of the indi 
vidual unit. Furthermore, items that required a fairly heavy investment 
for stock have for years been one of the mainstays of the chains 
\nd the service and stocks that the individual distributors have car 
ried of items such as an explosion-proof line of conduit fittings, light 
fixtures, large size wires and cable have in many cases been the 
strength and reason for the growth of the independent distributor. 
It certainly has taken chips to handle these items, but investment 
in them has paid off and I see no reason why the parallel cannot be 
carried over to conduit and EMI tocks 


Somewhat as an aside, | might say that from my manufacturer's 
standpoint, consignment did offer some advantages while at the 
same time it had its penalties. But I do not think that it has been a 
case where one segment of the industry, namely, the distributor, has 
lost everything and the other, which ts the manufacturer, gained 
from the other’s loss. In other words, | am saying that both of us 
are going to have to make some adjustments, but that the industry 
itself will probably be the better for it after we have gone through 
the changeover period 


Distributors, notoriously laggard as letter-writers, have been fairly 
voluble concerning consignment. EW notes that the following dis 
tributor letter to a manufacturer represents a converse opinion to 
that printed in EW Sept. "57, p. 6 


“It is our belief that in the long run this will be a beneficial move 
for your distributors. However, this may subject you to pressure to 
break down the 5S and 10° adders for small orders. We sincerels 
urge you to vigorously maintain the adders in order that distributors 
may continue to fulfill their stocking function, thereby saving you 
the large expense of servicing thousands of small orders 


More distributor opinion appears in this month's Letters (page 6) 


This month the special department, NAED Reports to the Industry, 
(page 100), carries comment about a memorable term bootlegging. 
How nice if the term were merely a memory. But it seems the practice 
has sneaked out of the closet again, along with raccoon coats and 
Other relics of that era. Watch for this page for down-to-earth com- 
ment on where the association stands on electrical distribution’s 
knotty problems 
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HELPS YOU GIVE 
BETTER SERVICE 


General Cable Corporation’s modern Distributing 
Center System backs up its Authorized Distributors 
with extra service and extra stocks. . . Distributing 
Centers are strategically located throughout the na 
tion to help Authorized Distributors get more business 
and better serve their customers, with lower operating 
costs. This Distributing Center System is supported by 
21 manufacturing units and a proved method of stock 
control designed to assure prompt availability of Gen 
eral Cable products. A sales organization of experi 
enced representatives is always available to serve the 
Authorized Distributor and his customers. For quality 
and service, it pays to be a member of the General 
Cable team 


for quality and service... rR A L 
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AVAILABILITY: 


If you're an Authorized General Cable Distributor, 
substantial wire and cable stocks in a nearby General 
Cable Distributing Center are readily available to 


supplement your own inventory 


LOWER COSTS: 
Special and slow-moving items of wire and cable are 
carried in the Distributing Center for you, reducing 


your inventory and costs of operation 


GENERAL CABLE CORPORATION 
420 Lexington Avenue, New York 17, N.Y.‘ 
Offices and Distributing Centers Coast-to-Coast 


CABLE 


13 


ants 
GENERAL CABLE 


SELL THE PLUS IN 
Soude LY 


GREATER CAPACITY QUIETER OPERATION 


Model 1501 Kitchen Ventilator for Hood or Ceiling 


THESE ARE THE TRADE-WiIND PLUS FEATURES 


Trade-Wind Model 1501 is the ‘‘standard’’ among kitchen ventilators. it delivers more 
usable performance with quieter operation. It's versatility permits easy installation in 


the ceiling (using the stunning new grille) or over a range hood (using the exclusive y . 

, * Guaranteed by 

slide out filter) \ Good Housekeeping 
#07 


Remember this: Trade-Wind is the one ventilator known and respected by builders, 
architects, appraisers, home owners and prospects alike. 


fol 
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Cat. #1793 


New! T&B floor box receptacle 


MATCHES YOUR CIRCUIT WIRING 
AND THE PLUG ON YOUR EQUIPMENT 


Heres a convenient money saver from T&B which re cine in recepta le 

designed to make the use of many types of recep For full information on T&B floor boxes and 
tacles easier and more readily available P&B recep receptach contact r TAB distributor toda 
tacles (there's one for every need) fit all T&B floor he will sl ni | to save money on installed 
boxes and they can be changed a matter ( t cl wid oul job with T&b 
of minutes should you later install equipment floor box receptacle combination 


LOOK FOR THE SIGN — IT’S THE MARK OF AN AUTHORIZEO T & B vistrisutor 


THE THOMAS & BETTS CO. 


Street * Elizabeth 1, New Jersey 


20 Butler 
Thomas & Betts Lid, Montreal, PO, Canada 
MANUFACTURERS OF FINE ELECTRICAL FITTINGS SINCE 1898 
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Malleabie Unilet 


Takes either 100 W or 
150-200 W adapters. 
Ceiling, pendent, or 
bracket types available 
in a variety of hub . 
sizes . Steel, with green por- 
celain enamel exterior; 
sized for 100 W, 150 
W, or 200 W lamps 
Snaps easily into posi- 


Reflector 


; 


Unit Assembly... Adapter, Globe, and Guard 

100 W and 150-200 W size globe adapter with shock 
absorbing socket. Die cast aluminum guard has two 
sealed stainless steel ball plungers which snap se 
curely into cavities in adapter. Vaportight globe in 
100 W or 150-200 W sizes in clear glass or various 
colors 


U. S. Pat, 2,749,433 
2,715,214 
2,749,435 


Canada Pat. 531,655 
511,696 


Also Manufacturers of: 


“ST” Series Connectors 


Malleable Iron Unilets & Covers 
Explosion. Proof Outlet Boxes Automatic Reelites 
Fixtures 
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V-51 Series Convertible 


Vapeortight Fixtures 


@ One trip up the ladder, a few quick twists of the wrist, and relamping or wattage 
conversion is done! V-51 reflectors with integral neoprene ring adapt perfectly to the 
grooved unilet ... permit instantaneous substitution of reflectors. For economical service 

and maintenance, it’s hard to find anything more practical than Appleton’s V-51 Series 
exclusive unit assembly (adapter, receptacle, globe, and guard). Shock absorbing socket 

cuts lamp replacement costs. Try the Appleton V-51 Series standard or shallow dome, 
deep bowl, or angle type reflectors and 100 W and 150/200 W vaportight unit assemblies 

in your plant today. Available in a variety of hub sizes in pendent, ceiling, or 


bracket type fixtures for every kind of installation. 


Maintenance man takes spare assembly to lamp requiring replacement An upward thrust and slight quarter twist engages neoprene ring with 
or wattage change removes lamp assembly screws fresh unit the groove in the unilet and snaps the reflector in position. Entire 
in place and the job is done! Higher wattages of 150/200 are inter operation of removing lamp, inserting new unilet, and positioning of 
changeable with 100 watt unit and can be used in same unilet body reflector requires no special tools no set screws no small parts 
(Die-cast aluminum guard turns counter clockwise to act as a@ tool to juggle. Absolute simplicity! 

for easy removal in relamping) 


Soild Throygh Franchised Wholesalers Only 


APPLETON ELECTRIC COMPANY 
1734 Wellington Avenue + Chicago 13, Illinois 


to relamp or convert! 
- 
“opuc> ® 
Rely on APPLETON... the Standard for Better Wiring® we 


BRA 


ND 
CONDUIT FITTINGS 


“ 
al, 
ae For years the name “Conduit of Columbus” has 
been the standard of leadership in conduit 
fitting To positively identify this quality, specify 
the brand name “Columbus” conduit fittings. 
Ask for them by name. 


LOOK FOR THIS LABEL 
‘ } WHEN YOU BUY FITTINGS. “ 
CONDUIT PIPE PRODUCTS CO., or GOLUMB OHIO 


PIPE COUPLINGS « PIPE NIPPLES + ELBOWS, RIGID & E. M. T. 
RUNNING THREAD GOOSENECKS WALL PLATES 
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Slater 600 
means 


The 


WRITE THE SLATER CATALOG. If HUNDREDS OF Timt 
AND Q@BUBLE-SAVING WIRING DEVIC! SAKE YOUR JOB 
MORE PROFITABLE 
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“In my opinion,’ says Mr. Blume Roth, 
President of the Roth Electric Supply Com- 
pany of Flint, Mich., prominent wholesalers 
of Electrical Equipment, ‘‘Frank Adam’s QP 
Quicklag P plug-in type thermal magnetic 
circuit breaker panelboards are the finest 


lighting panelboards on the market today. 


“We never hesitate to recommend these 
panelboards to all our customers for installa- 
tion in stores, offices and other commercial 
buildings, schools, hotels, institutions and 
public buildings—wherever automatic cir- 


cuit protection is desired. 


“Our experience proves that these panel- 
boards are not only the finest in safety, 


efficiency, dependability, but that they give 


Blume Roth, president 
Roth Electric Supply Company 


longer-lasting and trouble free service which 


means less maintenance. 


‘‘Another asset is that these panelboards are 
of the panel base assembly type which means 
all components are compactly packaged for 
easy stocking on our shelves and quick in- 
stallation on the job. These, as you well 
know, are big factors in today’s merchandis- 


ing of electrical equipment. 


“Sales and profit volume on these panei- 


boards has been excellent with us.”’ 


Electrical jobbers interested in faster turn- 
over and greater profits are urged to take a 
leaf from Mr. Roth’s book. Stock and pro- 
mote Frank Adam QP Quicklag P Lighting 
panelboards. 
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Frank Adam QP Quicklag P Panelboards with 


thermal-magnetic trip circuit breakers provide P 


extra safety and convenience of dependable ; 


automatic circuit protection on harmiess 


overloads and short circuits 


Outstanding features of the circuit breakers 


are a trip-free handle, preventing contacts 


from being held in a closed position against 


abnormal overloads or short circuits, an inverse 


time limit feature preventing the circuit breaker 


from tripping on harmless overloads, 
quick-make and quick-break of contacts when 


manually or automatically tripped. Each circuit 


is distinctly marked on the face of the circuit 


breaker giving capacity of breaker and number 


of circuit controlled 


Screwless assembly, (just slip the breakers in) 


one pressure type of connection between circuit 


breakers and bus bar, ana ‘‘sequence bussing”’ 


to balance the load and permit double pole 


individual trip combinations and two pole 


circuit breakers with common trip are other 


features 
Capacities 10, 15, 20, 30, 40 and 50 amps., 4 to 42 


poles 120/240 volts 3 wire single phase or 120/208 
volts, 4 wire three phase mains with main lugs or main 
circuit breaker 


Contact your nearest 4 dealer 


or 6 


) representative listed in Sweets 


for further details 


FRANK ADAM ELECTRIC COMPANY 


357, MAIN P. O.¢e ST. LOUIS 3, MO 


BOX 


makers of 


busduct panelboards + switchboards + service equipment 


safety switches + load centers + Quikheter 
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PANELBOARDS for all lighting and branch circuits 3 


MOST COMPLETE LINE 


No time or sales lost in “‘switching”’ brands. What- 
ever type of connector your customer wants, he 
gets, in the IDEAL Line...**Wire-Nuts”’, 
or Set Screw. It’s the broadest, best known line 


you can sell! 


BACKED BY NATIONAL ADVERTISING 


IDEAL’s hard hitting national advertising makes 
hundreds of every yeal 
through the leading contractor and O.E.M. pub- 
lications. Every ad is your “salesman’’, working 
for you free! 


IMPROVED BY MODERN PACKAGING 


Eye-catching yellow and red packages that your 
knows and likes 


Crimp 


thousands of ‘‘calls” 


customer Every package metal 


edged to make your stocking easier 


uffme, LIA 
CDEAL) 


CONNECTORS 
Patented, No. 1,933,555 


America’s best 
known wire 
Just 


screw them on like 


connectors 


a nut on a bolt! 
Pull-proof, shake 
proof, good for a 
lifetime 


SELL MORE WIRE CONNECTORS 


CUDEAL) 


CRIMP CONNECTORS 


with the unique 


other connectors—by a 
Patented margin of Millions! 
INSULATOR 


every joint 


SHOWN IN EYE STOPPING DISPLAYS 


Colorful point-of-purchase displays for your use 
that constant reminders and order 
boosters. 


serve as 


EXHIBITED AT LEADING TRADE SHOWS 
IDEAI 


trade show exhibits visited by your customers, 
where IDEAL men sell for you! 


“covers the circuit’’ coast-to-coast with 


GOOD PROFITS AND FAST TURNOVER 


All these sales helps, plus liberal distributor dis- 
counts are our way of making the IDEAL Wire 
Connector Line the most profitable to handle— 
through steady business and fast turnover—good 
business for you and for us! 


* Ideal Wire Connectors are 
used by MORE 
CONTRACTORS and 
ELECTRICIANS than any 


Fast, simple, sure. 
Unique ‘diaper 
wrap. 
gives perfect pre 
fabricated 
insulation, on 


insulator 


Listed by Underwriters 


Laboratories, Inc. as pressure cable 
connectors for general (600 V 
use in branch circuit and fixture 


wiring 


IDEAL INDUSTRIES, 


1047-K Park Avenue, Sycamore, Illinois 


Just insert wire 
ends in sleeves 
tighten set-screw 
and screw on high 
dielectric shell 
Permits visual 
inspection of joints 


at any time / 


INC. Ly 


/ , 
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DUTCH BRAND PLASTIC 


for every electrical need! 


From high line to cable vault Dutch Brand Plastic Elec- and construction job. Available in the sizes and widths 
trical Tape meets the requirements of the job. It has to meet every requirement 

high dielectric strength, over 1000 volts per mil of thick- 
ness, with stretch to conform neatly and smoothly to 
irregular shapes. It protects against corrosion, is weather- 
proof, waterproof, rot, mildew and fungus proof. Linemen Tap 
and electricians know the value of dependable tape Write 
and tape economy. 


Write for booklet (he marhel for 
new ideas on tape as a time-and 


money-saver’ Send for tig Four in 


today! 


Johns-Manville Dutch Brand Product 
That’s why they insist on safe, easy-to-use Dutch Brand — 7400 South Woodlawn Avenu 
Plastic Tape for every electrical maintenance produc tion Chicago 19, Illinois 


JoHns-MANVILLE 
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Revolution in IIlumination! 


LIGHTING 


For the first time . . . Fluorescent and Incandescent Lighting blended 


ud IN A SINGLE 
MULTI-POSITION 
FIXTURE... 


( 
( 


Here’s an entirely new concept in lighting quality and 
distribution! 

The unique design of the TROMBOLITE reflector makes 
full use of both fluorescent and incandescent light 
sources — to produce higher levels of illumination with 
a minimum of undesirable glare. Result: illumination 
that’s easier on the eyes, plus a light distribution pattern 
that provides complete uniform coverage over the entire 


work area. 


ARM EXTENDS by smooth G-Il-i-d-e A-c-t-i-o-n 
REFLECTOR TILTS, SWIVELS to any needed angle. 
ARM TILTS from vertical to horizontal. 

ARM ROTATES through 360°, locks at a touch. 


SPRING ACTION CORD extends and retracts with 
the gliding arm. 


Modern blue and chromium finish Choice of mounting bases List prices (less lamps) 
Model F50-.200 — Incandescent & Fluorescent Screw-Down Mounting $24.95 
Model 150.100 Incandescent only - Screw-Down Mounting $19.95 


Write for catalog listing complete range of models and prices. 


Dept. EW-1157 


am plex CORPORATION © 111 WATER STREET, BROOKLYN 1, N.Y. 
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Today the merchandising spotiight 
is on PACKAGING! Here are 


two Important CORNISH improvements 


CORNISH Portable Service Cords, 
in popular sizes, now packed 
four 250-ft. spools in individual 
containers, all in a compact 
carton that makes identification 
easier, Individual containers 
suitable for reshipping— slimin- 
ating expensive, time-consuming 
repacking. Speeds shipping, 
receiving, over-the-counter ACTION! 


No more tightly hanked cord sets. 
Now wound and labeled te min- 
imize tension and effect complete 
relaxation of the insulation. 
Uncoils without kinking .. . 
and free from OZONE ATTACK! 


Seld Only Through Accredited Jebbers Heve You Our Lotest Cotoleg? 


Support your local ADEQUATE WIRING BUREAU Program 
¢ 
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This Modern Building Has Life-time 


Wiring Protection -- Thanks to 


YOUNGSTOWN “BUCKEYE” CONDUIT 


Fifth and Boston Corporation's 
strikingly beautiful First Na- 
tional Building at Tulsa, Okla 
homa, utilizes quality-controlled 
Youngstown “Buckeye” Black 
Enameled Full Weight Rigid 
Steel Conduit exclusively, for 
protection of its all-important 
electrical wiring system 


Nationally-known building own- 
ers, leading contractors and pro- 
gressive architects realize that 
electrical systems that don’t 
function safely and efficiently 
are definitely a bad investment 
So to guard against this costly 
condition they specify Youngs- 
town “Buckeye” Conduit for its 
long, trouble-free service life. 


“Buckeye” Conduit is easy to 
fabricate on the job—easy to 
fish wires through—and_ thor- 
oughly corrosion-resistant to 
damaging elements such as 
water, moisture, vapor, dust 
and dirt 


Leading distributors in every in- 
dustrial and electrical market 
are ready to serve you quickly 
from their ample stocks. They're 
as near as your phone—why not 
call today? 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 


Manufacturers of Carbon, Alloy and Yoloy Steel 
General Offices - Youngstown 1, Ohio 
District Sales Offices in Principal Cities 
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First National Building, Tulsa, 


Owner: Fifth and Boston Corp., 
Tulsa, Okla 

Architect Carson A Lundin, 
New York, N. ¥ 


General Contractor Manhattan 
Construction Ce., Muskogee, 
Okla 

Flectrical Contractor: Western 


Division of J. Livingston Co., 
St. Louis, Mo 
Conduit Supplier: Westinghouse 
Electric Supply Co., Tulsa, 
Okla 
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experience, I's all yours! Here are some of 
stor performers to give you new ideas for 
schools, offices or stores. Specify Guth ahi, 
for better 


Over nalf century in lighting SLIMLUX 


4 4 thin luminaire to 


flatter today s low 


ceilings Luminous or solid 


ide Gratelite Louver Diffuse 


meta ross-battle t low brightness lens 


 SEELUX* SQUARE RECESSED UNITS LOOVOLITES 
“4 Distinctive, three ring open Available in a wide variety of Low-cost recess units with glass 
, bottom for silver bow! lamps Holophane and Corning lenses with * louver-lens, open bottoms ; 7 
. Efficient, totally-indirect ALZAK and > oF metal louvers. Heat ic 
lighting for schools, prismatic glass proof, breakproof 
stores, offices reflectors ALZAK aluminun da ~ 
Variety of styles * reflectors. Many 
* other round recess units 


LITE BLOX RECESSED TROFFERS V CORRIDOR UNIT 


1’ and ‘ad widths. 8 models With Gratelite louver Diffuser 
fit more than 83 sus Wall-to-wall illumination for 
pension systems wide hallways 


, 
lamps. Modular desig 


for unlimited patterns 


r FLUORESCENT AND INCANDESCENT INDUSTRIAL UNITS Balanced lighting 40%, up and 60%, down. Louvers 
f hinge at side for easy relamping and 


HIGH BAY WYTE-LINER DOME 


Incandescer luorescent Incandescent 


New louvering and diffusing improvements plus greater 


The new. crystal be tif ‘ Th nd 
latitude in layout. Flexible foot-candle 4 
capacity install two lite rows prisms « eve } Bre na 
ett 
now, add a third tater A 
fine Guth lu re 


PRISMOID 
NEW FUTURLITER GRATELITE’ 


ews OD CoO = 


The ¥,"" cubes create an 


GRATELITE 


ent rely new dimension 
LOUVER DIFFUSER ** 
ft rut 
et of beauty 
lighting wit sight 4 
saving low brightness 
efficient light and air diffusior 


For fixtures or complete ceilings ST. LOUIS 3, 


CO NAME IN LIGH 


AINLOAD OF LIGHTING IDEAS FROM GUT 
| : 
CO 
By 


Widest line of matched lighting equipment 


Outdoor lighting from one responsible source 
reduces your paperwork and selling costs 


xtra time 
ustomers, re 


minimize time 
the one source 


and paperwork spent in supplying your price structure. And ‘=r special lighting problems, the 
ults in reduced profits with each sale. To wide experience of Revere engineering is at your service 


and clerical details, why not depend on 
; Whether your customer calls for searchlights, flood 
supplying the industry's widest line of 
lights, par lights, hinged or rigid poles, Revere supplie 


matched outdoor lighting fixtures? ; 
_— ® you with fixtures that “fit” for proper installation 


By ordering from Revere 
from one catalog, with one delivery schedule 


you select your component Simplify selling, save time and offer highest quality 
and one equipment from Revere Electric Mfg. Co 


Write for catalog covering Revere’s complete line of matched outdoor lighting equipment. 


OUTDOOR LIGHTING 


Industrial © Commercial © Service Stations © Streets © Spo rts @ Shopping Centers 


Revere ElectricjMtg. Co., 6009 Broadway, Chicago « ll., UPtown 8-7100 


Available in Canada thru Curtis Lighting Ltd 1 le r to, Ontario 
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Tidewater Oil Company’s 


“Refinery of the Future”... 


The gigantic new refinery of the Tidewater Oil 


Company near Delaware City, Delaware, boasts a 


number of noteworthy features. It is the largest 


refinery ever built at one time; six of its eleven major 


processing units are the largest yet constructed; and 


the amazing capacity of this remarkable installation 


totals 130,000 barrels-per-day. 


One of the important requirements for this advanced 


refinery was electrical wires and cables of the 
highest quality. That's why Phelps Dodge bare wire, 
TW, RH KW and rubber neoprene cables paper 


insulated cable and arc welding cables were used 


On every wiring job where top-quality performance, 


expert workmanship and experienced “know-how” 


are called for, it pays to rely on Phelps Dodge and 


your Phelps Dodge distributor! 


C7 PHELPS DODGE COPPER PRODUCTS 


CORPORATION 


SALES OFFICES: Ationta, Birminghom, Ala , Bost buff le cage cinnat ove 


etrolt, Fort Wayne reensbor jack ville, Lansas ty 


Me Milwouvtee New New Yor, deipt Pittsburg? 


euttie, Washingtor 
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I-T-E ANNOUNCES 
NEW 100 amp 480 v 
“EH” FRAME 
CIRCUIT BREAKER 


Reduces mounting space requirement by 40% 


Recognizing industry requirements for an 
intermediate, compact 100 amp frame 480 vy 
breaker, I-T-E engineers have designed a 
new “EH” frame molded case circuit breaker 
which requires 40°, less mounting space 
than breakers previously employed to meet 


the rating capacity 


Phe new “EH” frame breaker ts ideal where 
intermediate voltage and interrupting rat- 
ings must be handled, and space ts at a 


premium 


I-T-E Distributors can start stocking this 


breaker now 


This is another reason to sell I-T-E equip- 
ment—the quality line that means bigger 
sales and more satisfied Customers for you 


1-T-E Circuit Breaker Company, 19th & 
Hamilton Sts., Philadelphia 30, Pa 


Ii-T-E CIRCUIT BREAKER COMPANY 


ELECTRICAL WHOLESALING—November, 1957 


“> 2 
>. 
( 
i“ 
if 
“38 
% 
f 3 
, 
30 


J mite of cling deing double duty 


Both Lighting and Aur Conditioning from one fixture 


puts Benjamin tributors ina class by themselves 


INDIANA STATE TEACHERS ASSN. CENTER 

Net 

McGUIRE 4 SHOOK AND ASSOCIATES 

J.M. ROTZ ENGINEERING CO 

r LESLIE COLVIN 


HATFIELD ELECTRIC CO., INC 


FREYN BROTHERS, inc 


... always the source of good lighting 
Now Setting the Pace in COMMERCIAL LIGHTING 
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working with the electrical distributor on today’s important lighting projects fee 
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loday, everybody wants air jit ore and more 
| 
~all of Indianap 


hottest p 


New Counter Display that actually lets 
your customers try out AYA@EE on the spot 


the 
counter display 
minute of the 


every ‘ aa 
for them 


Amprobe RS-1 
All you need do is to 
flock to 

and 
we 


istomer 

orders filled 

hi it ! i 
buy 


R 


It more in 
on 
play free 


Amprobe 
how v 


the R 


with your order of 
Representative 


e Amprobe 


6 RS-1 Amprobes 
(6th Amprobe comes on Display) ‘ 
dont guess at it AMPROBE 


me 


your 


THERE'S AN AMPROBE FOR EVERY JOB AND EVERY BUDGET 
t.VNOROOK, NW. Y¥ 


CORPORAT 
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TIMES and TRENDS 
Your No. 1 Need—a Policy 


“For the want of a nail the shoe was lost...” goes a familiar quotation. 
\nd—updated—tor want of a policy, many a distributorship will be lost. 
Phe importance of having a policy—tor purchasing, for credit, for pricing 


lor sales—increases in competitive times. Hewing to a line will lose some 
sales, but it will build business in the long run. By giving a company an 
absolute on which to base its actions, u policy can be a trump card in a 


period when expediency is corroding so many business relationships 

We are happy to note that more distributors are putting their policies into 
writing. At least one distributor has mailed his statement of policy to cu 
tomers on several occasions (EW-——June °56, p. 78) 

Another company has its sales policy emblazoned above its branch sales 
counters. Worth emulating, it reads: “Help us protect our no retail sales 
policy. To contractors—we sell only to those whose chief business is doing 
electrical work for others on a contract or on time basis in compliance with 
city and state laws. To industry—-we sell to those who regularly carry on then 
payrolls maintenance men to do electrical work or to those who use electrical 
material in fabricating their products. To utilities——we sell to public utility 
concerns and to institutions who regularly employ maintenance men and to 
federal, state and municipal government departments. To dealers —we sell 


electrical products only to those who procure them for resale in Comphance 


with city and state laws.” 

And now a distributor has posted a policy on purchasing (page 40). His 
suiffened attitude is getting attention. If others were to take a similar stand, 
their position and the industry’s would be reinforced shortly. 

IW is currently studying the whole area of policy in order to make recom 
mendations that will benefit all-—distributors, suppliers, and customer 


Small Business Gets a Hand 


Today more than ever, small businessmen believe the forces of economic 
doom are closing in on them. Man, fee! they are in the middle of a squees 
play: competitors cutting prices to the bone customers demanding greater 


concessions suppliers, deaf to pleas for wider margins, taking steps that 


narrow the spread. And astride their markets, seemingly bent on stamping 


them out, they envision the most fearsome force of all-—Big Busine 
This dark vision was dispelled somewhat at a recent conference in Washing- 
ton. Small businessmen attending came away with the feeling that they were 


not forgotten, that many minds were at work on them problems, and that Big 


Business was already helping in many ways and anxious to do more 


Dubbed the “Presidents Conference on Technical and Distribution Ri 
search for the Benefit of Small Business.” this meeting was a brilliantly or 
ganized and executed affair. Approximately 1,000 small businessmen and 
knowledgeable persons from large business, education, trade associations, thy 


business press, management consulting firms, and government participated 


In addition to focussing many spotlights on current research needs, prac- 
tices, and avenues, the conference had this aim: the creation of an “action 
program” —possibly calling for new legislation and new services—-to be pre 


sented to President Eisenhower 
We can see much good coming out of the meeting. And we shal! report 1 
findings as they apply to the electrical wholesaling field 
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One Salesman’s 


1 Make Sure Your Timing 


ls on the Beam 


“When you travel a pretty fair distance, you have to 
make sure your timing is right.” 


[That's what salesman David | Frey has to say about 
the 160-mile-radius swing he makes through Pennsylvania 
each week selling contractors on the value of doing busi 
with Philadelphia’s Lighting Equipment and Supply 


e Timing Counts—And in 31 road years for the Phila 
delphia firm, Frey has been able to get his timing down 


to sor thing approaching in exact 
e And Be On Time My regular customers,” he says 
I see them only once in three weeks know at what 


hour of what day Ill be there. [ve been serving some ot 
them for more than 25 years, and believe me, being 
punctual means a lot to them 


e Wide lerritory —brey’s territor in reality, it is three 
separate Ones—is so spread out he has to plan his travels 
like clockwork Ihe loss of an hour where it’s not 


anticipated could throw his schedule way off 

Frey arranges his trips so that he hits one of his three 
territories each week, thus seeing each customer and/ or 
prospect once every three week 
e kour-Day Week I used to work five days a week in 


the old days,” he says ut now with my bad back and 
one thing and another, I've had to cut down to four. As a 
result | have to hustle all the more 

But the veteran salesman thinks a cramped schedulk 


has its advantages, too It really keeps you on your 


toes,” he says, “when you know you're working against 
the clock as well as against your competitors 

e Likes Travel Ihe big difference between just selling 
and selling at points pretty far away from your home base 
is that you have to like not just selling but traveling, too 
Fortunately | do.” 

Ihe furthest point reached by Frey in his travels is 
Shippensburg, almost due west of Philadelphia and 160 
miles away. Other travels take him northwest, to the 
Palmyra-Lebanon area; northeast, to Reading and Potts 
town; and west again, to York and Hanover 

Though regular customers account for the majority of 
his calls, Frey always finds time to try “cracking new 


accounts.” His advice on that scor Go in with only 
the small catalog lake the big one in there and you'll 
scare the customer away. When he says he’s interested 


that's when to get the big book 

Apart from “new accounts,” Frey gets around to about 
40 customers a week—around 130 in all I wish it 
were 260,” he smiles 

Frey is one of the company four outside salesmen and 
one of its two long-distance travelers. The firm’s two 
close-by salesmen confine their activity to the greater 
Philadelphia area 
e Eflective System Sales manager L. D. Gansman (son 
of President B. F. Gansman) finds the system an effective 


FAST PACE Bie one for keeping the firm’s operations diversified and also 
, int are him p , ( mile radiu n Eastern Penr a good stop loss guarantee against a slump In any one 
mia Tin b 1 key ingredient in h ale formula area 
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Three Keys to 


2 Increase Your Knowledge 


At Every Opportunity 


“You have to keep learning all the time—it's like being 
a doctor.” [hat's the last word trom David Frey on the 
subject of Knowing what you sell 

Some salesmen,” he says, “think they can get by o 


what they've learned in the past. But i just nt so. it 


you want to get ahead of your competitors—or 
even—you ve got to keep up on new things 
e Knowledge Counts— lo “keep up” Frey talks to ma 


ufacturers) representatives at every opportunit d 
vours” pertinent literature, and attends electrical associa 
tion meetings unless he due somewhere ecls¢ 

Another point rey strongly advocate antic ipatin 


the customer's mood. A doctor has his ‘bedside mann 
and a salesman has to have his ‘customer manne! 
e Watch the Clock And another thing.” Frey hasten 
to add, “know. how much time to spend with each custo 
mer. Sometimes you have to keep it to a minimum or else 
you become a pest 

Sales resistance, Frey teels, is usually based on the 
prospect liking the source he already buys trom. “When 
that’s the case,” he says, “you have to be patient and she 
him how helptul you could be if he needed you. W 


for an opening and when it comes, be read 


3 Count Your Dollars First, 
Your Sales Later 


“No sale is ever complete until you have your money.” 
That's David Frey's credit philosophy and, in sticking te 
it, he checks credit just as closely as | can 

Frey says the Depres ion gave him a realist intro 
duction to financial problems in the electrical distribution 
field. His company had been in the busin onl 
years when the Depression came 

As secretary of the company (he founded it along with 
President B. F. Gansman) it’s especially important t 


him to know whom to risk credit with. “I can't str | 
important it 1s to collect your money before you start 
tubulating sales he adds And perce ntawe il pre 


portionate to how closely you check credit 
birst Love Although Fre has at one time or nother 
worked at just about every phase of the electrical game 
on-the-road selling has remained his first k 

When Mr. Gansman and I started the comy 
1927, somebody had to be on the road. I started and Ive 
heen on it ever since,” he says 
e Many Changes Things were a lot different bach 
then,” Frey adds,—transportation, roads, products. But 
the customer hasn't changed. He's just as tough 
easy—as your selling skills make him 
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lf he can't get the answer at the counter .. . 


it Water 


that giver 


The Customer Can Always 


It's the answer that counts at Starbuck 
Sprague, and that's why the 

firm's personnel are qualified to 

give the answers to any problem confronting 
the contractor. If the counterman 

is unable to suggest a solution, three 
servicemen are available 


to provide advice and technical knowledge 


ONTRAC TOR who comes 
into the Starbuck Sprague 
Co. with a problem leaves 
without a solution 

[hat’s the guarantee of Ed Madison 
president of the Waterbury, Conn 
firm. And his efforts have not gone 
unnoticed by his customers 

At present, about 30° of Star 
buck Sprague’s overall business is 
across the counter. Because of this 
percentage Madison insists that his 
personnel have the technical know 
how needed to help the customer 
e Trained to Sell——First, the firm's 
countermen are trained mainly to sell 
Although each has a good knowledge 
of products, his function is to take 
the order, fill it and sell up supplies 
by pushing new items or making sug 
gestions about ttems the contractor 
might have forgotten to purchase 

Olten, a customer might have only 
a general idea of a product he needs 
for a job Madison says. “This is 
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t t int 


the customer mabie t btair ar 


techr 


mer wh a t him t 


Get the Answer 


where the counterman can be helptul erviceman for assistance, probal nenes hel 
He knows his products weil enough  hecause he has worked with h i 
that he is able to tell the contractor on previous problems and | { | | { that af a 
exactly what to buy the answers to b itistact n stoch 
However, the official adds that there Overall, sales to contractor nsid { { iy 
are many times when the ustomer ind outsick mount to al t { } 
needs specific technical information ol the total 
Here is where three members of the Sprague. Fach lesman cor Personal Help) Madison 
talf are ready to back up the counter stantly take off from specification th ' { tres 
men with answers ind prepares estimates for quotation " tau TT fil 
e Specific Information —|hese sers Madison ts strongly in favor of 7 { 
icemen—through training and experi protection for the contract nd d | tant 
ence—can lay out lighting jobs ug not approve of manutactt who d i} { } { 
vest methods for wiring and control not stick to legitimate | e line H f { } m W 
systems for particular jobs or can alwa emphasize to th ntract i f WW 
suggest better and easier ways to com that price rn r rey ‘ trat 
plete a specific part of a project service or quality lin 
In addition, they also can suggest Adequate Stock—-Io back up th 1} 
substitutions of items if the contractor ontractor policy, Madison insists that | f ! 
requests it and price upphies ray rly adequat tock important t 
for the customer ucce of the pre 
“Contractors really take advantage He ivs that lequ tock 
of this free service Madison says self, is a form of service to the con if b 
“None hesitates to ask us for our help. tractor, and that it is necessary t pert 
Normally, each goes to a specific have available the supplies his qual ‘ 
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NINE YEARS PROVE THAT NOTHING EQUALS 
CURRENT LIMITING ABILITY 


AND WIDE SCOPE OF APPLICATION 


Amp-trap® Form 600. Provides back-up protection for circuit breakers, motor starters and 
distribution equipment. Prevents thermal and mechanical damage from short circuit with 
high available current. Runs “cool.” (Ask for Bulletin No. 514-7) J 


Available in Ampere Ratings of 60, 100, 200, 400, 800 and S000 Interrupts up to 
85,000 Amperes at L000 Volts. (Ask for special information ) 


Amp Form 208 For 120/208 Volt A.C. Circuits. Interrupts up to 566.000 Amps 
Inticipates and prevents build-ups of heavy fault currents and gives arcing fault protection / Amp, 
4, 
Runs “cool” because ithas very low watt loss. (Ask for Bulletin No. 514-8) 2% 
i 


Amp-trap™ Form 10] For 65/130/250 Volt circuits in rectifier, electronic and power 


appleation Built in many ratings such as |. 2. 4.5. 7, & 10. 12. 15. 20, 30, 100, 150 
250, 300, 350, 100, GOO, BOO, 1200, 1500, 2000, 2500, 5000) 5900 L500. SOOO. GOOD. 


SOOO and LO.0Q00 Avaps Interrupting tests in the highest power ranges show that Form 101 
becomes current limiting at about + times its norm il current rating. This has never been 
achieved by any other protective device, | Ask for latest bulletin.) 


Amp-trap® Form WO For A.C. cireuits up to 600 Volts D.C. circuits up to 250 Volts 
Made the 480/277 (now 460/265) Volt high power network systems possible Interrupting 
tests up to 500,000 Amps. prove that this is the only Current Limiter that meets this system's 
requirement for both inte rrupling and arcing fault protection Runs “cool.” 


(Ask for Bulletin No. 514-9) 


When you want to anticipate and prevent destruction from current or arcing faults in all 
general power or electronic circuits, « all on us here at Chase-Shawmut. We'll help select the 
right Amp-trap for your particular application There is one for every purpose, 


HAmp-trap is a registered trade name of The Chase-Shawmut Co. and refers to a current limiting device and herein is 


written Amp trap 

Amp-trap is covered by one or more of the following patents: 2,557,926; 2,592,399; 2,594,315; 2,599,646; 2,647,970; 2,653,203; 
2,658,974, 2,662,140; 2,665,348; 2,670,418; 2,681,398; 2,703,352; 2,713,098; 2,734,110; 2,7: 11; 2,734,112; 2,740,187; 2,740,735; 
2,761,932; 2,770,757; 2,777,033; 2,781,434; 2,794,095; 2,794,096; 2,794,098; 2,794,099 ; 


‘ 
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Cnot fuses) 


Available in Ratings 
from 4 Amp. to 10,000 Amps. 


PROVEN ALL 


The ORIGINAL Current Limiter with ratings up to 5000 Amperes. 


The ONLY complete line of Current Limiters. 


The ONLY Current Limiter that has been proved both in the laboratory and on-the-job 
again and again. 


The ONLY Current Limiter that can interrupt 200,000 Amperes symmetrical over the 
entire Ampere Range. 


The Amp-trap is a true Current Limiter because it stops dangerous short 


circuit currents before they become destructive. buses can not do this on 


high power circuits, 


wy Pewertite Devices Led 


THE 
373 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS 


© 1957 The Chose Shawmut Co, Svbsidiory of |-T-£ CIRCUIT BREAKER CO., Philedeiphie, Ponnsyivenia 


39 


November, 1957—ELECTRICAL WHOLESALING 


| 
t ® L& 
® q 
™ 
ic 
Set 
4 
te > 
aes 
A 
<P 
RY: 
= 
4 


POINTING OUT infield Supply purchasing policy to a tributing firm is not interested in doing busine with manu 


{ Manager Dick Shortell. This di facturers wh ell contractor lirect ndirect 


| WHOL 
Pare hasing isa TULESALE 0 
Waking Joh NLY 


a 


THIS SIGN points up another facet of the STILL ANOTHER spells out the company 


philosophy behind the firm's purchasing policy thinking on sales to consumers 
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4 Purchasing Starts with This Policy 


At Canfield Supply Co., Kingston, N.Y., purchasing is viewed 
as a most important function. While protecting their customers, 


the firm's officials now insist they be protected by the man- 


F a distributor is going to have any 
kind of a purchasing policy—and 
he must have one tor successful 
business——-he must make his stand and 
then stick to it 

That is the opinion of Dick Shults, 
president, and Dick Shortell, sales 
manager and buyer, of Canfield Sup 
ply Co., Kingston, N. Y 

Both believe that good business 
starts with legitimate protection, right 
down the line trom the manufacturer 
to their own customers 

With some manufacturers, the situ 
ation has become worse,” Shortell 
says. “We first felt it some time ago 
when we saw one of our suppliers 
making deliveries to one of our custo 
mers. And he was making no pretense 
about it.” 
e States Policy—That's when Presi 
dent Shults began to get irritated. He 
immediately sat down to formulate a 
purchasing policy, and posted it in 
Shortell’s office for all manutacturers 
representatives to see 

Ihe policy (left) says: “There are 
just too many good, clean manufac 
turers looking for our husiness for us 
to hother with horax guys who sell 
contractors ‘direct’ or even ‘indirect.’ 

Generally speaking, we should pre 
ler to buy from companies that only 
call on US in Kingston 

That, in a nutshell, is where our 
purchasing policy — starts Shortell 
ays. In other words, we do not want 
to do business with any manufacturer 
who sells to our customers 
e Bad Tendency—Shortell adds that 
some manufacturers have no policy 
ind that they do not deny these 
charges. He explains that since the 
end of World War Il. manufacturers 
have had a tendency to change policies 
because they say they find no lovalty 
imong distributors 

Manufacturers, who should be 
keeping things clean, are often guilty 
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facturer—or they'll discontinue or refuse to take on the line. 


ol making ethical practices impossible 


tor the distributor,” Shortell says. “It's 
entirely up to the manufacturer to 
clean up the situation. If they find 
anyone in the trade who ts not pro 
tecting the distributor, they should 
inform the distributor 

However, the word ts getting 
around, Legitimate distributors are not 
voing to take too much more trom the 
manutacturer. We dont care how 
much the suppliers sell to our com 
petitors, but when they start selling 
to our customers or to Competitors 
who call themselves distributors, the 
line has to be drawn. And when the 
line is drawn, there can be no excep 
tions.” 
e Policy Noted—-Since the purchas 
ing policy of Canfield was posted last 
summer, many manufacturers’ sales 
men have commented about it. Some 
have agreed 100° with it, others have 
agreed partially ind still others have 
ittempted to give reasons why they 
do not protect the distributor 

Shortell explains, however, that ons 
thing has definitely been accom 
plished: the manutacturer 1s taking 
notice that Canheld has a definite 
about the situation and that 
the company will not waver from it 
stand 

One major supphes manufacturer 
sent a representative to present hi 
ompany's viewpoint on the subject 
Shortell says. “We told him we would 
not talk with him and that he knew 
our policy and knew us well enough 
that we would not relent 

Ihe representative not only rr 
pected our viewpoint but he decided 
that maybe it was time for the manu 
facturer to review its own policy to see 
if some changes should be mad 
e Purchasing Important — antield 
Supply is very particular about its pur 
chasing setup As Shortell say 
Purchasing is 4 profit-making jot 


Ihe ability to have a smoothl 


running Operation depend wou reul 


extent on how the purchase ane 
made he add: And many thing 
govern What should be purchased 

e Determines Need — Ihe sales man 


ager says that need for an item ws one 
of the most important factors in de 

termining whether or not th firm 
should take on a line. Hf Cantield 

customers are interested ina particular 
product, then Shortell take teps to 
see that they get it 


Many of our contractor custo 
mers he says read extensively. At 
least, they read advertisements in track 


magazines, They will then come in and 
ask us for a particular product they 
saw advertised. If we don't have the 
product, then we attempt to take on 


the line «if they are really interested 


inal 

Dont see us, well see you is the 
philo oph ol C anteld Although 
many manufactures representat 


ittempt to sell the firm their line 


Shortell retu to mak purchase un 
le he first knows there is a need f 
the product wea or until 


investival the 1 putation of the man 


ulacturer 


e Checks Would-be Suppliers [hi 


on of heckiny to ee how 
the manutacturer adverts his prod 
ict ind what kind of a distribut 
policy the suppher ha 

Our ustone we important 
i Shortell i I he ine 
peopl who Keep u im It 
up to us to protect them a ! up 
the manutacturer to protect 

When more distributo le n tl 
mportance of purchasing and 
legitimat ellin ind protection f 
the manulacture ima 
then will the situation down th 
line become tole | nd workabl 


Only then will the distributor re 7 


his importance in the ele 
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One sure source of supply 
for all your wire and cable needs 


The Circle wire 
tart 
high in the 
America 


you use 
away 
in South 
de Pasco’s mine 
rie 
and many others are proce 
hipped North... 


cy 


wer, 


, smelters 


and 
out thousands of 
Peruvian 
There, in 


and 


uch metals as copper, lead, 
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PLANTS: Maspeth and Hicksville, N.Y 
RUBBER COVERED WIRLS & CABLES © VARNISHED CAMBRIC CABLES © PLASTIC INSULATED CABLES © NEOPRENE SHEATHED CABLES 


SALES OFFICES 


TO circLe! [Extensive manufactur- 
ing and testing facilities enable Circle 
to produce one of the broadest lines 
of building wire and cable. Through 
a large network of responsible dis- 
tributors and well-stocked nearby 
warehouses, Circle provides un- 
matched service and deliveries 


WIRE & CABLE 
a subsidiary of 
CERRO DE Pasco 
CORPORATION 


In all principal cities, 


TO you! Though one of the nation’s 
largest producers, Circle avoids “red 
tape’’ — makes every effort to give 
all customers immediate attention. 
That's why your Circle distributor is 
your best assurance of dependable 
supplies. Circle Wire and Cable Corp., 
5500 Maspeth Ave., Maspeth, N. Y. 


Send today for this 
useful wiring aid 
Gives conduit sizes, 
amperage capaci- 
ties, and motor 
running data. Write 
Dept. c.1! 


| 
tee 
° New Wiring Calculator — FREE! 
A —— 
see 
. 


more 


alert distributors 


Only from CLARK can you get the revolutionary 
“PM’ line of heavy-duty relays featuring 
SECTIONAL POLE CONSTRUCTION 


You can increase your sales of machine control relays the front without removing relay from panel, Contacts 

and win more steady customers with the Clark Type can quickly and easily be converted to normally open 

“PM” line. or normally closed 

The revolutionary sectional pole construction of these Range of models provides relays with 2 to 12 poles in 

relays means that each individual pole is contained in the greatest variety of combinations and pole arrange 

its own melamine housing and can be removed or replaced ments available in a single 10-ampere line, and with a 

separately without disturbing the others. A short circuit minimum of different parts to stock. Extra pols | 
is confined to a single pole. Exclusive design allows more assembled either normally open or normally closed are j 
contacts per square foot of panel space available in kit form Z 
Wiring terminals are on the front. All service inc luding A FEW OF THE MANY OTHER OUTSTANDING ze 
coil changing and magnet replacement can be done from PRODUCTS IN THE CLARK LINE 


| With the Clark Line you havea iepanal 
Control Specialist on your stoff STARTERS 
| Always available for help in SIZE 0-4 
! selecting and applying the 
| proper controls, CLARK fac 
1 tory-trained field men not only 
give you the benefit of their 
own “know-how”, but can call 
on specialized experts in our _— 
| home office for unusually =A 
complex jobs. fa 


tf! f) For more information drop a line to our Manager of Merchandise Sales 


CLARK (@) CONTROLLER (Company 


Everything Under Control i [ J 1146 East 152nd Street . . Cleveland 10, Ohio 


IN CANADA: CANADIAN CONTROLLERS, LIMITED . MAIN OFFICES AND PLANT, TORONTO 
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Lewis & Reif's .. . Scranton’s . 


latest acquisition: Chrysler tank plant 


1 of partner Edmund Reif and the lighting Consolidated Molded Products Co., ninth major in- 


Pre lent Dane eV tanding fustry brought into Scrantor n the past 2 year 


A City and a Distributor: 


Scranton, Pa., was having its economic problems |2 years ago when its declining coal 


industry and declining population seriously threatened the city's future. But a group 


of energetic Scranton businessmen started their city on the comeback trail. One of 


those businessmen was distributor Daniel Lewis, of Lewis & Reif, Inc., who parlayed 


community spirit and hard work into a successful wholesaling operation. 


By John Martin 
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Up by Their Bootstraps 


USINESS prospects in Scranton e Iwo Fronts 
Pa., in 1945 were almost as dark on both the vi mal 
as the coal that comes out of this fronts, Lews s been 
key anthracite region. It was probably ipate in the ‘-conomi 
the last place anyone would look with Scranton Plan is fost 
i view to setting up an electrical Reit 1 lling suppl 
wholesaling operation. The coal in the lan brought to 
dustry itself was slumping badly, and from Varchouse 
i declining population added to the moving omme! 
city’s woe vhich have been or at 
But one businessman did decide t vated 
try his luck with a new venture in omy of the area 
those dark days That distributor Here are some samp) 
Daniel Lewis, is today president of building with — the 
and partner in Lewis & Reif, Inc., a paid off for Lewis & Reif 
fast-growing firm one year younger e Period relight 
than the movement Lewis helped to Scranton 415-room 
get underway: the “Scranton Plan which h undergor 
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Up By Bootstraps (cont.) 


'Scranton’s better: so is our business.” 


in the now-diversifying area 
Sales ot 


equipment to the 


and switchgear 
million 
terminal building now under construc 


fixtures 


new 


tion at the joint Lackawanna County 
(Of which Scranton scat) 
and Luzerne County Airport 

And this has by 
In Lew! words 
all of the 


It's not alway 


county 


no means been all 
We've 


business 


heen in on 
almost that’s come 
in here possible to get 
hecause some of it's 
like to 
tick to smaller jobs where our margin 
But we least 


pickup con 


the big contract 


highly competitive and we 


iS preater always at 


one busine such as 
else 


& Reif 


service for ts 


Witt even if 
of the 
ha dom 


duit of 
Core 


nothing 
industrials Lew; 

consi rable 
Elizabeth, N. J.. a 
computer gunfire 
high speed calcula 
tors. Daystrom recently built a branch 


Daystrom, Inc., of 
manulacturer of 

mechanisms and 
plant in Seranton 
Mutual Benetit 
War 


waiting to move in to their 


During the Kor 
recalls they 
new 


ean CWIS while 


plant they were 


Living a course to 


cadres of employee » on naval artillery 
uses of their products and they were 
our basement as a classroom 
had a 24-hour around 


place and meanwhile walled off 


using 
They 


our 


vuard 


their section of the basement, leaving 
us access to the furnaces and parking 
truck 


Wis 


As it turned out 
mutual 


room for our 

the benefit 
Thi tory behind these stories oes 

hack to 1945. that 

Scranton’s history 

Up—Not Down 
lhe way things 


had fo vo 


crucial year in 


As Lewin 


were in 


tells it 
Scran 
took a 
rather than 


somewhere. It 
lot of effort to make it up 


down Iowa 


fon 


just a cause of some 


thing having to be done and some 


that's 
initiative 


body having to do it. [ guess 


where necessity ended and 
began 

The initiative began with the sale 
Of $1,200,000 in first mortgage bonds 
to the people of the Scranton region 
An immediate 


the $7,000,000 


result; acquisition of 
Murray 


of America bomber-wing plant 


orporation 
pur 

from the yvovernment and 
leased back to Murray 

e One Drive — The non-profit organi 


initiating the 


hased 


mortgage bond 
Scranton Plan 


and was the first of sev 


ation 
sules took the name of 
Corporation’ 
eral such organizations dedicated to 
Scranton’s redevelopment 

e then Another 


drive, it 


One good mortgage 


bond turned out, deserved 


46 


right behind came the 
Scranton Lackawanna Industrial 
Building Company (SLIBCO), which 
a much-needed $1,300 
sales. Area banks chip 
ped in another $1,000,000 

Out of these combined funds were 
built 11 
tracting out-of-town 
even before their completion 
And Donations“ These two drives 
worked so well and got the people so 
Lewis, “that they 
another $1,300,000 
for the creation of Lackawanna In- 
dustrial Fund Enterprises (LIFE).” 
e Revolving Fund——-the LIFE fund 


a perpetually revolving one; 


another 


rounded up 


000 in bond 


new plants, which were at- 
manufacturers 


enthused Says 


donated outright 


became 
from it, older 
fact,’ 

first 


into it 


loans are made 
paid off In 
build the plant 
worry about someone moving 
later. So far it's worked to perfection.’ 
lotals to date: 26 plants, $13,732, 
167 expended for them; 7,500 
provided. (This 
especially significant when compared 
with Scranton’s overall population 
132,000 itself is more 
7,000 increase since the 1945 


as new 
ones are Lewis 


ays, “we and 


new 


jobs last Statistic is 


about which 
than a 
low) 

e Business Grows—And Lewis 
Reif? This firm, which was still in the 
pipe stage when the Scranton 
Plan clambered up from 
a limited-capital into an 
operation serving eight counties and 
grossing more than $600,000 a year 
and it’s now quartered in a $128,000 
paid-for-as-they-go 


and 


dream 
was hegun 


investment 


building being 
according to Lewis 
While building his business along 
with partner Edmund Reif, Lewis was 
simultaneously working tooth, nail and 
the Scranton Chamber 
industry-attract 
which ultimately 
helped to earn an “All-America City” 
award from Look Magazine 
e Helps Civic Work——A 
the Chamber's 


then some for 
of Commerce tn its 


ing efforts, efforts 


member of 
hoard of directors, 


Lewis also served on its distribution 
and marketing and membership com 
mittees and 
topped off his civic efforts by serving 
the Cham 


campaign, 


its industrial council. He 


as general chairman of 


1956 membership 


100 


members 
contribu 

rehabilita 


which netted new 


Chamber of Commerce 


tions during Scranton’s 


tion” period included securing two 
operations. ‘The first 
the previously mentioned U. § 
Hoffman Machine Co., an artillery 


shell producer, which moved into a 


big povernment 


was 


converted railroad repair shop, 450,- 
O00-sq ft in size 

fhe second big Chamber effort 
was getting the Army to set up a 
$35,000,000 U. S. Signal Corps Depot 
at nearby Tobyhanna 
e Men First—-Employment at these 
other Scranton Plan plants has 
a novel—but “We 
unusual about 
Lewis 


and 
necessary aspect. 
stipulation 
Says 


have an 
our employment setup,” 
“We make the industry we at- 
tract will employ an 80% male payroll 
It's the unemployed male household 
heads we want to help. 

‘The way we look at it,” Lewis 
continues, “is that many more families 
move away if only the ‘Mrs.’ 
were employed. Also, you'd have a 
lot of cases where both the man and 
wife in one family would be working 
families where neither one 


sure 


would 


and other 
would be employed.” 
e Room Created 
Scranton resident, 
ally of Scranton’s 
position as the anthracite 
but adds realistically: “Its a 
had something to of 
underground. At 
were something like 
40,000 miners employed. Today the 
figure is 5,000. There had to 
be somewhere to go and where there 
wasn't, we had to room.” 
One bright example of where room 
created the Murray plant, 
first industry to be secured under the 
plan. A manufacturer of such items 
as bathtubs, kitchen cabinets and 
plumbing fixtures, it employs 750, 
including the required 80% male 
An estimated 250 of the 
miners 
room 


lifetime 
speaks nostalgic 
pre-eminent 


Lewis, a 


once 
nation s 
capital 
good thing we 
fer besides what's 
one time there 


under 
create 


was Was 


complement 
men former 

And room 
being created at Lewis & Reif. It is 
not a large firm (16 employees, 16, 
O00 sq ft) 
ally done with small contractors 
the customer list is growing rapidly 
e Relighting Key——“By using relight- 
key, we've been able to open 
doors to profitable supply 
“Even though our 
only $200, 
a lot of other busi- 


are coal 


growing is also 


basic 


but 


and its business is 


ney asa 
a lot of 
sales, says Lewis 
yearly 
O00 


lighting gross is 
it brings us 
ness.” 


Both 
(his 


and the Reif 
the firm’s lighting 
specialist) are unreservedly optimistic 


lewis senior 


son Cy 1s 
about their firm’s future 
e Optimistic Outlook “The 


things are going,” Lewis says, “Scran 


way 


ton figures to prosper for a long time 
ahead. We hope tO prosper with it 
aus we've done so far 


‘You 


something 


have to be willing to put 
community if 


you want to get something out.” 


into your 
And that is just what this distribu- 

tor did to build a growing business 

in the face of a then-bleak future. 
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IT WITH 


Built-in connector 

clamp. For EMT or 
rigid conduit. No 

threads or fittings 
needed! 


Stock your shelves with sales -— sell the 
complete WEAVER line! Write for catalog. 


2110 HOWARD ST. 
ST. LOUIS 6, MO. 
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thick from end to end. Rigid steel core, 
; 
ENTRANCE ELBOWS SEC ENTRANCE HEADS GROUND ROD 
for 
_ for permanent grounding 
use of makeshift plu 
a7 


Built last house-time 


THE NEW 
BRYANT No. 6001 
“T”’-RATED WALL SWITCH 


m 
a 
Include the new No. 6001 in your next 
stock order. It fills the bill for most res- 
idential installations. 
COMPACT — plenty of wiring room t 
STRONG built to last a house-time 
“4 HANDY captive mounting screws make 
x installation easy No. 5242, 5262 grounding du- 
SAFE — fully enclosed operating parts plex ovtlets. Bryant's exclusive 
design solves breakage problem 
STURDY large yoke with more ex on grounding terminals. Made of 
posed ploster-ear oreo sturdy plastic in brown or ivory. 


Available now for quantity shipment. NEMA and ASA Standards. 


—— 


the new switch 


from 


SUPERIOR 
WIRING DEVICES 
e 
Bryant introduces the newest addition to needs of contractors and electricians on 
its complete line of moderately priced every job. Greater versatility . faster, 
wiring devices, It’s the new Bryant No. easicr installation . . . highest quality 
6001 wall switch. Available with brown or And Bryant not only meets but exceeds 
ivory handles . . . single pole or 3-way. Federal and Underwriter Laboratories 
This new switch gives you the Bryant Standards. Make Bryant first choice 
name ... Bryant quality at competitive there's no need to change brands from 
prices. Now — more than ever — you can job to job. 
wisely use Bryant on every job you wire. Ask your Bryant Sales Engineer for a 
Bryant’s broad, complete line of wiring sample of the new No. 6001 let him 
devices is designed to meet the specific supply a// your wiring-device needs 
Recommend the complete Bryant line . . . BUILT TO LAST A HOUSE-TIME a 
No. 6142 duplex ovtlet. Floot- No. 9303 three-wire polarized No. 9306 heavy-duty three. wire No 3830 three-wire polarized 
ing double-sided contocts grip connector lamp-lype pressure flush-mounted polarized con cord sets. Rated 50 amps, 250 v. 
both sides of cap blades. Spring terminals make fost, sure contact nector. Pressure-type, recessed Flat, molded cord with two No. 6 
grip terminals make hook-up For dryers, built-in range a terminals give fast, sure contact and one No. 6 wire. Non-remov 


eosy. Rated 15 amps, 125 v nercial cooking. NEMA and ASA Accommodates No. 6 wire, mounts able molded plastic cap. Ideal for 
Mode of sturdy plastic in brown tandards. rated 3 ymps, 250 v in single gang box. Rated 50 major appliances, Perfect match 


or ivory amps, 750 v for No. 9306 connector 


BRIDGEPORT 2, CONN. ® CHICAGO ® LOS ANGELES cy 
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By Robert S. Bush 


OU CAN right 
business if you don't keep up to 


date, William A 


grow industry 


out of a ury to be located near 
We believed that if 


many of our customers 


we were neat 


Link, sales man we could serve 


ager of Louisville's Tafel Plectric & them easier and quicker,” Link says 
Supply Co., says This would enable many of our 

That's exactly why we moved from alesmen to spend less time traveling 
the downtown area,” he adds. “Before and more time with the established 
ve moved the first of this year, our customer. It would give them more 
firm had been located near the business — time to make contacts with prospects.’ 
district since 1914 For several years prior to the move 

As the city grew, so did Tafel company officials had considered mak 
Hlectric, But the company growth was ing a major change Although it was 


a litthe more peculiar. We noticed this desired that the firm be located neat 
peculiarity several years ago when the the customer, officers were also try 
operation was contained on 11 floor: ing to find a location convenient for 
in three buildings the customer who came into the supply 
Face  Obstacles— Although the house 
umount of space was suflicient, Tafel Eventually, a new location was 
officials were unable to cope with found which not only was near many 
operational difficulties which arose — industrial accounts, but was also neat 
from handling business from scattered a new expressway. By this means, 
offices and warehouses customers could easily reach the 
This was an important reason for supply house 
the move, but there were others e Project Started—Plans for the new 
Industry, for instance, was increas building were put into operation. The 


ing im Louisville, and was being lo firms own engineers, headed by 
cated away from the downtown area Arthur Gi. Tafel, Jr., began designing 

Otlicuils decided that for better the building, which would be con 
ervice to the customer, it was neces structed on a 3'% acre tract 


SUPPLY 
pany 


ELECTRIC 


located for 


FACING EXPRESSWAY, th 


customers 


fhice 
Dock areas include a platform leading into the 


and 


warehouse 


new mnveniently 


warehouse 


Why Did Tafel Move 


Since 1914, Tafel Electric & Supply Co. of Louisville, Ky., had been grow- 
ing with the city. But one day it started to bulge at the seams. Industry was 
moving to the outskirts and the downtown area was becoming crowded. That's 


when officials decided to render better service through a move. 


Ihe new 277 x 235-ft. brick and 
aluminum-veneer building, which was 
completed the first of this year, has 
approximately 50,000-sq ft of ware 
house space and 13,000 additional sq 
ft of air conditioned office space 


Facilities 


include a railroad spur 
and accommodations for unloading 
three freight cars and eight trucks. 


In addition, a ramp for trucks makes 
it possible for vehicles to drive straight 
into the warehouse for deliveries 
and pickups. Parking for 100 


cars and trucks ts provided on the site 


space 


Our new operation is quite differ 


ent from the old,” Link explains 
Instead of being located in three 
buildings, we are now located in one 


Instead of having 11 floors with 
which to contend, our entire operation 
is now spread over one floor.” 

e Better Operation—Several features 
were incorporated in the new building 
the 


of the operation 


to increase speed and efficiency 

In addition to the counter salesmen, 
for instance, a staff of telephone sales 
men are constantly busy taking orders 
Immediately after 
a copy is sent by 
the order-filling 


and quoting prices 
is received 
tube to 


an order 
pneumatic 
department 

This system saves the time of sales- 
men, who formerly had to carry the 
order 

In the shipping and receiving de- 
partments 
for 
Lexington and 
this 


placed 


separate areas are reserved 
Tafel’s 
Nashville branches. In 
not mis 
made 


orders to be shipped to 
manner, supplies are 
and shipments can be 
quickly and easily 

Each area of the supply company 1s 
lighted differently. Link explains that 
the entire building is a showroom, and 


that customers interested in fixtures 
can see actual installations of items 
in which they are interested 

“Instead of growing out of the 


business, we are now growing up with 
it,” Link “We 
a position to vive 
ers service.” 


explains are now in 


really our custom 
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1. Tafel occupied old 
buildings located near 
river on north side of city 
for 35 years. 


2. Downtown business 
district was only a few 
blocks from supply house. 
Area was congested. 


3. New one-floor opera- 
tion is on outskirts of 
Louisville southeast of 
downtown business dis- 
trict. 


4. North-South Express- 
way passes in front of 
building providing con- 
venience for firm's cus- 
tomers. 
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From Downtown? 
For pictures of the inside operation, turn page 


Why Did Tafel Move? (cont.) 


An Inside Look 
at Some New 
House Features 


SHIPPING department imclude areas cde 
oted 1 item ing ent to Tafel 
branch operations in Nashville, Tenn., an 
Lexington, Ky. Iter to be shipped 
lin these area o they will not 
among shipments t customer 


kup wder 


FLEXIBLE SHELVING d through 


product number in 


ATTRACTIVE receptior 


f lighting are u 


a 


ut warehouse 


master 


catal 


CABLE REELS are stacked neatly against one side of ware 


house. Ree 


COUNTER 


tered thre 


ugk 


are 


tc 


fre 


kept off floor, can be replaced quickly 


the right f receptior wd can be en 


nt door om waret 
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| DEPEND ON 
| ROYAL RuBBER 


JACKETED CORD 


No doubt about it, the trusted name in portable cord 
and cable is ROYAL. Give your plant maintenance 
customers the brand they like best and ask for most! 
Stock up on ROYAL . . . the one source for all types 
of Rubber, Neoprene, and Plastic Jacketed Cords 

Machine Tool Wire and Heavy Duty Powr-Kords’ 
and Extensions. Take advantage of Royal Quality 
Products and Quality Packaging, for faster selling, 


easier identification, and simpler stocking 


Talk with your local Royal 


{ iF \ representative about the 
me. sales and profit potential of 
‘ the full R 
efu oyal line 
Np Made RIGHT to be right on the job! 


ROYAL ELECTRIC CORPORATION 


an associate of 


one and Telegraph Corporat 


PAWTUCKET ~- RHODE ISLAND 


AN ASSOCIATE OF 


& 


/ 


is appearing in leading electrical publications to 
help distributors sell more Blackburn products. 


Connectors may look alike 
but it’s PERFORMANCE that counts 


BLACKBURN CONNECTORS OUT-PERFORM THEM ALL 
Because They Are... 
BETTER MECHAWICALLY 


* Made of high strength duronze, a silicon bronze alloy stronger than 
structural steel 
Machine cut threads, *CFC treated, provides more thread engagement 
reduces friction and increases thread efficiency. *Chemical Friction Control 
Rigid inspection of each production operation assures uniformly good 


connectors 


BETTER ELECTRICALLY 
High clamping force — the result of greater thread efficiency breaks down 
oxide on the conductor improving conductivity. 
Higher initial conductivity, actually greater than an equal length of 
conductor is maintained permanently. 


REUSABLE 
Selection of proper high-strength, corrosion-resistant materiala— plus 
precision workmanship and inspection -means Blackburn connectors 
may be used over and over 


JASPER BLACKBURN CORP., 1525 Woodson Rd., St. Louis 14, Mo. *« WYdown 3-9430 
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Sell this Sylvania reflector lamp that gives all 


downward working light...no upward wasted light 


. ee R-52 reflector lamp has grease and smoke. Its sealed-in aluminized available in SOO- and 750-watt sizes, 
helped industrial plant management to reflector is 100°, dirtproof elimi Demonstrate it iperiority as a highly 
effect important lighting economies, and nates the need for costly, time-consuming eflicient light source that dehes light 
achieve greater lighting efficiency fixture cleaning and provides your dimming dirt and grime... saves time 
* The R-52 reflector lamp isa “high-bay” customers with greater efficiency through and dollars by eliminating costly fixture 
lamp particularly suited to overcome out the life of the lamp care and helps increase working 

efficiency with more working light 
many of your customers’ plant condi- As an integral part of the Sylvania 
a: tions of severe dirt, R-52. the reflector is anvled to concen For complete information, call your 

oe — trate a maximum of usable working light Sylvania Representative or write; 

ae downward ... helps increase productive SYLVANIA ELECTRIC Propucts Ine 
- efficiency . and provides more useful Lighting Division, Dept 1-271) 
light tor the same wattage. (0 Boston Street, Salem, Ma 
In Canada 
y Take advantage of sales opportunities Sylvania Electric (Canada) Lid 


LIGHTING 
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Ma. Nered by the Sylvania R 


SYLVA N IA ... the fastest growing name in sight 


2 lamp 


ELECTRONIC® 


TELEVISION 


Shell 


wer Building, Montreal 


ATOMIC ENE 


RGY 
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Sylvania’s R-52 lamy caled-in reflector tha ever din produces more 
light where your customers want it make tly fixture care unnecessary ees 
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Credit manager B. D. Toney (left) and branch manager B. F. Toney take time out with a customer to 


assist him with problems and to explain the value of .. . 


A Middle-of-the-Road 
Credit Policy 


In the past, ELECTRICAL WHOLESALING has published credit stories on 
"tough" policies (EW—Mar. '55, p. 36) and "lenient" policies (EW—Dec. 
‘55, p. 48). Here, in his own words, Credit Manager B. D. Toney of Hawkins 
Electric Co., Decatur, Ill., explains his successful middle-of-the-road policy. 


N ELECTRICAL distributor ts 
yoing to lose money through ex 
tending credit to customers no 


matter how careful he is. But he can 


control the extent of his losses, and 
profit from his mistakes 

In the past Il years, 
$100 in 
How have we done it? 


very careful 


I've had Jess 
credit 
First of 
about 
You 


giving some 


than losses through 
risks 
all, we've been 
taking on border-line accounts 
can't run a business by 
thing away deliberately 


A distributor must be able to choose 


wisely the customers to whom he 


wants to extend credit It ws better 
to lose an account than to lose money 
with him as a credit risk 

e Credit Program—Ihere are three 


methods by which prospects can ob 
tain credit from us 


1. If the 


in business, we 


contractor is just starting 
that he 
Alone with 


require 


financial statement 


us a 
this, we check his rating with the 
local credit association, and obtain 


credit references from him, which we 


check thoroughly 


2. When a who already » 
in business wants credit 
check Dun and Bradstreet 
see how his firm has met credit pay 
If this information 


is not sufficient, we then ask for spe- 


pe rson 
with us, we 


reports to 


ments in the past 


cial reports on the firm from Dun 
and Bradstreet 
3. With a prospect who is just 


Starting in business and who has never 
made purchases on credit previously, 
with the con 
tractor heart-to-heart talk 
with him and then use our own judg 


we merely sit down 


have i 
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ment as to what steps we should take 

This, of course, can be a gamble on 
our part, but then we take a few 
After talking with businessmen many 
years, it's not hard to tell whether or 
not they are sincere or if they have 
the intelligence to develop into good 
businessmen, and consequently, good 
accounts with us 

We work on the theory that a dis 
tributor can't be too tough or yet too 
lenient on a contractor who seeks 
credit. In a sense, the distributor must 
be the business manager for the cus 
tomer, and he depends to a great ex 
tent on the contractor for the survival 
ot his business 
e Overall Picture—Many things must 
be taken into consideration regarding 
credit. Normally, bills are due on the 
10th of each month for accounts who 
already have established credit with 
us 

Occasionally, the customer might 
fail to pay on time. This doesn't 
necessarily mean he is a bad credit 
risk 

We will go along with an account 
when he fails to pay on time if we 
know he is O.K. For instance, he 
might be working on some large job 
where he ts unable to draw his money 
until after his bills with us are due 
When we know this is the case. we 
vill cover his indebtedness 

On the other hand, we watch 
closely those who continually fail to 
pay their bills on time. Many bid 
low on jobs consistently. They usually 
rob one job to pay another. These are 
the ones against whom we take ac 
tion, by either warning them or cutting 
them off completely 

We mail statements to accounts each 
month. Jf the bills are not paid by 
the second month, | will add a nota 
tion in red ink indicating the bill 
should be paid immediately 

If it is not paid then, | refuse to 
extend further credit privileges to the 
account 

I alwa take into account any cus 
tomer who comes to me_ personally 
to explain why he can't pay his bill 
on time If the reason is valid, then 
there usually is no reason why I can't 
wait for his payments without taking 
action 

The accounts we don't like are 
those who ignore monthly statements 
or who promise to make payment: 
and then don't These don't retain 
their credit rights with us very long 
e Visits Customers—— Poor busine 
methods used by contractors account 
for many of our credit headache I 
always make it a practice vusit 
ontractors who are behind in thei 
payments. I discuss with them prob 
lems concerning both of us, and ex 
plain that they depend as much on us 
as we do on them 


Then, | look over their account 
books. Nine out of 10 times, | find 
that they are unable to pav us because 
they have not collected bills from 
their customers. Month after month 
they have mailed out statements, but 
have never made an honest attempt 
to collect them bills 

Many contractors do not even send 
bills They wait for their customers 
lo send them money without attempt 
ing to hasten the payments 

It’s human nature tor a person to 
forget about a bill if he doesn't re 
ceive a Statement regularly This as 
vhat I stress to the contractor on my 
visits. Most of them listen to me and 
n their beliefs that | am 


are sinecre 
attempting to help them fulfill thei 
own obligations as efficient business 
men 

e Profit Necessary We are in this 
business to make noth 
ing new, because most businesses are 
based on that tact Untortunate! 

however, there are too many companys 
official who lack incentive or know 
how to make profit. That vhy ther 


ie sO many tailures 


Our credit policy is neither tough 
lenient It might be called i 
middle-ot-the-road policy Credit 
must be backed up with experience 
ind that why our customers get 
consideration belore hart a plan 


of action 


We want to assist our customers in 
every way in helping them to become 
good busin men Their actions af 
fect rreatl mothe vholesaling 
track 

However, there are limits to credit 
risks. We want to assist any customer 
vho we think 1 vorth helping, We 
dont want the other We have to 
tuke a lot into consideration in making 
decision Sometin our decision 
ine not rivht but they have to be 
made one way or anothers 
e No Giveaways binancimn 
credit ime extremel mportant in 
busines You int run a company 


by giving something away. That's why 


we try to stay away trom customer: 
vho don't give u olurne hbehleve 
that if something is to be given vil 
it should be given to the good a 
counts 

Because our compan in provide 


ustomer, We 


a lot of service for the « 


an hoose our account to a larg 
extent jut belo ve take on an 
rccount for credit ve make ure he 
has something solid in back of him 

Wi int iflord to lose mone’ 
through credit because it come out 
of the net profit. And there just isn't 
enough profit in the distribution busi 
ness for i vhok iler 10 lose 

Ihe entire readit tem 1 oung 


We ill need mo 


then, we are learning every day 


experience But 


For salesmen’s views on credit reporting, turn page 


Credit Association 
Information Helps 
Determine Policy 


Several months ago, B. F. Loney 
branch manager of Hawkins Elec 
tric, Was instrumental helping 
to form an electrical association of 
distributors in central 

It wasn't long after we started 
our monthly meetings until we dis 
covered that one of the most com 
mon problems facing us involved 
credit the son of B. D. Tones 
suvs 
We believed that by working as 
i group, we could help solve our 
common problem better than by 
working alone 

Members of the association be 
heved that was necessary and 
possible to formulate a good cred 
policy which would benefit every 
one They beheved that by pooling 
then redit information from 
month to month, each would be 
ible to determine a better course 
of action with his own customer 
e Lists Compiled—A committe: 
contacted a credit association in 
ind asked that wt handle 


Branch Manager B. F. Toney 


Saves headaches and money 


ill the details tor the distributor 
bevery month each distributor 
ends the organization a list of hi 
credit accounts together with all the 
information required about each 
i ount 

the name of the 
ontractor the length of time hr 
bills have been past due, if any 


ind the amount of money he owe 


1 dit ociation make “ 
omposit ol thes reports 
ends the o ill information to 
wh listributor I hese reports 

leur indication is to 


vhether or not the contractor 
making progre in paying his bill 

report ime alway ul 
rent loney explain By check 
ing them, we in tell quickly if we 
hould deal with a contractor It 


ives headaches and money 
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SALESMEN’S IDEA EXCHANGE 


Now that you've read Toney's views on credit (pre- 
ceding page), here's a chance to scan the salesman's 
side of it. As a special feature for November .. . 


WE ASKED , . , Do you believe its your job to be a credit reporter, and if 


so to what extent? 


THEY 


“Its my job... 


Yes. I think it's my job to work 
with or rather coordinate with the 
credit dept But collection is their job 
and passing final judgement on credit 
is their duty. I just try to get facts 
for them 

If a man owes your company, he 
does business with other firms. So I 
try to keep my accounts paid up close 
as possible. Often I discuss financial 
Standing with them 


Kansas City, Mo. 


Yes. I believe it is very much a part 
of my job to get as much credit 
information as | can from any new 
customer or new account that I get 
for my company. | am also a firm 
believer in the old saving that a sale 
is not a sale until my company has 
received payment for merchandise 
delivered on my orders 

Our bookkeeping department keeps 
me posted on accounts of mine that 
are in arrears paying their bill 

If they get too far behind, I try to 
collect and [ also ease up on selling 
them merchandise. [ found that the 
older a bill gets the harder it is to 
collect 


Denver, Colo 


Yes. If I do not keep my customer 
in good standing financially, | lose a 
customer 


Little Rock, Ark. 


I definitely believe that is is the 
responsibility of the salesman to keep 
a close tab on a customer's credit 
standing by keeping his credit depart 
ment informed at all times and col 
lecting when necessary 

It is only common sense that a firm 
with thousands of accounts cannot 
possibly know the financial standing 
of each customer at all times unless 
the salesman keeps management in 
formed 

The salesman sees this customer 
every week or two weeks and no one 


ANSWERED... 


should know better what he is doing, 
how much stock he is carrying, etc 

My first few months as a salesman 
were very trying ones when it came to 


opening new accounts and questioning 
a man about his financial condition 

I took the position that because the 
customer was in business and doing 
business with other firms, his credit 
must be all right 

It was embarrasing to question a 
man about his credit especially when 
I was trying to get my foot in the 
door. After all, he didn’t have to do 
business with me as my competitors 
were already selling him 

It didn't take me long to find out 
that even though the customer looked 
prosperous, he was often in a_ bad 
financial condition; and the only way 
he was operating was by buying from 
several suppliers, letting some of his 
bills ride each month and paying only 
a portion of others 

A person can operate a long time 
in this manner but experience has 
shown that it eventually catches up 
with him and the results are law suits, 
bankruptcy, ete 

Many times the credit department 
can cause a lot of embarrassment or 
even the loss of an account for a 
salesman if he has not kept them 
informed 

For instance, a contractor gets a 
yet he 
cannot pay for the materials until the 
job is done and he collects his money 
The credit department probably does 
not know this and the average con- 


housing job and buys heavy 


tractor will not, in most cases, inform 
them 

It falls the lot of the salesman 
when selling the materials—to find 
this out and advise his credit depart- 
ment. In most cases the credit depart- 
ment is happy to go along with the 
customer on this—if they know why 
he hasn't paid his monthly bill. 

fo sum it up: a sale is not a sale 
until the money has been collected 
and good credit relations among the 
customer, salesman and company can 
result in prosperity for all. 

Birmingham, Ala. 
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I firmly believe that as a salesman 
you should follow your customer's 
credit very closely. If you don’t it 
could be very embarrassing to you 
and your company in case you are 
offered an order and upon your return 
to the office you find you cannot ac 
cept it because of credit problems 


Rockford, 


It is definitely advantageous for 
sales personnel to be interested in 
their customers’ credit rating. I believe 
a salesman should work closely with 
his credit manager at all times 

After all, if a customer's credit is a 
chronic problem, sooner or later the 
salesman will find himself short in 
sales volume—and  naturally—short 
on commissions 

In summing up: it would appear 
that the credit rating of a salesman’s 
accounts reflects the earning potential 
of the salesman at all times 


Dallas, Tex. 


“Its my job—but... 


I try to give our credit department 
the facts as my customer gives them 
to me. But I do not attempt to get 
statements or figures. That is the 
credit department’s job, 

I try to give them my interpretation 
of his chances for success so far as his 
business and estimating know-how 
seem to me. I give our credit depart- 
ment my customer’s views concerning 
his credit 

I think the credit department should 
have a personal representative, as 
well as the salesman, talk personally 
to the new customer. 

St. Louis, Mo. 


“Not my job, however ... 


No. It is not my job. However, if 
my credit manager asks me—then I 
am glad to get all the information. 

Los Angeles, Calif. 
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FASCO’S FIRST with the smart new look in power J here a fre sh look at Fasco 


range hoods to fit today’s trim modern trend in 


kitchens . . . crisp, sharp styling featuring a 


sparkling gold instrument panel gives this hood FASCO INDUSTRIES, INC. 


North Union and Augusta Streets 


the wanted look of tomorrow. 
Rochester 2, New York 


Featuring built-in light, easy to clean filter, 
and quiet, powerful ventilating fan, this new Fasco Please send me full information on the new Fasco power 
power range hood is the perfect finishing touch range hoods and ventilators. 
to any kitchen. 

Lustrous copper, sparkling stainless steel or Nome 
gleaming white finish fits any kitchen decorative 
scheme. Matching splash plates also available. 

For full information on this and other Fasco Street 


Company 


power range hoods and Fasco ventilators use 


the handy coupon. City 
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Announcing —the new, improved 


New sturdier construction! New heavier jacket! Im- 
proved Sealtite* E.F. offers new superior performance 
in equipment... new installation ease. No extra cost! 


Sealtite the original flexible liquid tight 
conduit, first to meet J. LC. standards—is now better 
than ever. New design has made it stronger, tougher 
more durable in service CUSict to install 


Over-all construction is improved. Heavier extruded 


PVC jacket offers greater resistance to abrasion, cut 


ting and tearing greater oil resistance... greater 
holding power for fittings 

It is more flexible—permits smaller bending diam 
eters. New convenient markings save time prevent 
waste. Length is indicated by arrows at 1-foot inter 


vals Trade Size in ini hes is also shown on cover 


Available in handy cartons, or nonreturnable reels, 
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STRONGER. Over-all construction is stronger, TOUGHER. Thicker PVC jacket resist MORE OIL RESISTANCE. [icniidl-ticht jacket 


more durable sion, cutting, and tearing keeps out all foreign matter 


GREATER HOLDING POWER FOR FITTINGS GREATER FLEXIBILITY maller bending di. NEW MARKINGS 


easier attachment smoother oo whe tort af 1.6 


Sealtite E.F. flexible, liquid-tight conduit 


it no extra cost. Reels simplify handling and cutting Insist on the conduit marked 


reduce s¢ rap simplify storage, have handy charts for 


a running inventory 


Sealtite types E.F. and U.A. (U.A. is approved by 
Underwriters’ Laboratories ) in both black and ma 
chine tool light gray. For information, write: The 
American Brass Company, American Metal Hose Di 


vision, Waterbury 20, Conn eTrademark *Pat. Applied Vor 
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THEN As in so many American communities, Fitchburg’s street lighting system was inferior, ranging from .3 to .7-ft c 
Here is Newton Place, looking south. Upright reflectors illuminated buildings and sky not street 


Fitchburg’s Relighting: 


A Distributor-Serviced Job 


Service Electric Supply played an important role in helping its hometown 
shed more light on its streets by doing a five-year-long, top-notch servicing job. 


AST WINTER, Fitchburg, Mass., Bussiere is proud, too, that his firm 
became one of the first cities contributed from a service standpoint 
in the country to complete an Orders for all equipment—fixtures, 

overall modernization of its street lamps, poles and necessary under 


2 lighting ground equipment—were placed with 
ra One of the key figures in this sale, the Fitchburg — distributor Service 

which was carefully programmed Electric followed through with the 
over a five-year period, was George manufacturer to get all material de- 

Bussiere, president of Fitchburg’s” livered to meet tight installation 


Service Electric Supply Co. He — schedules. This was somewhat difficult 
worked closely with city officials, the during the Korean War period 


Fitchburg Gas and Electric Light Co., Many distributors steer away 
and the General Electric Co. to com from street lighting,” Bussiere com 
plete the sale, delivery and installa ments. “It seems to us that there was 
tion of the 2,450 units involved. an obvious advantage to the city and 
e Source of Pride—‘Everyone in the utility in having a local distributor 
Fitchburg is proud of the results,” handle the order. A local organiza- 
Bussiere says. “The ft-c readings at tion, with a sure knowledge of local 
Teoh street level throughout the city have people and local needs, can do a top 
been doubled——and in some areas, in- job of servicing such orders.” 
KEY MAN in street relighting sales wa cluding the shopping district, readings e Step-by-Step Fitchburg’s re- 
George Bussiere, president of Service are up over seven times that of the lighting program was planned in de- 
Eiectric Supply Ce old street lighting system.” tail back in 1951. Many officials were 
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Intensity of light on streets + 
y 
boast multiple elf ntaine 


involved, including Fitchburg’s mayor, 
the city council and engineers of the 
utility. Important in the aims of the 
project were reduction 
and of crime. 

At that time, prior to the modern 
ization, the city’s street lighting sys 
tem, while admittedly inferior, 
comparable to that found in many 
communities. Both city and utility of- 
ficials had had modernization in mind 


of accidents 


was 


for some time. Incandescent upright 
units were mounted on old _ trolley 
They were wired in series, and 
light on the roadway 
erably 

Ihe only area that appeared to be 
somewhat adequate was Main Street 
where the ranged from 
3 to .7 ft-c at ground level. With the 
old units, the upright reflectors sent 


poles 


varied consid 


illumination 


about 60 per cent of the light up 
wards, lighting the sky and building 
walls—and only incidentally, the 
streets 

e Needed: A Plan City officials 


were aware of this problem and asked 
the utility to submit a relighting plan 
The utility’s suggestions were backed 
up by “exhibit Four 
separate areas, each requiring different 
amounts illumination to be 
Each blocks 
long, with competitive manufacturer's 
lines on the 
for test 

The city agreed, and the test units 
installed. In one shopping-area 


installations.” 


of were 


set up one was two 


either side of roadway 


purposes 


were 


more than doubled and ir 


unit with electroni cor 


20,000-lumen 
were used 
lumen 


mereury vapor units 


third 


a secondary area, 3 


units. A 


in 


mercury vapor 


feeder street area, involved a 6,000 
lumen enclosed incandescent instal 
lation. The fourth area, strictly resi 
dential, was set up half with 2,500 
lumen open incandescent reflectors 


and half with 1,000-lumen open incan 
Special 


was also given to meeting place areas 


descent reflectors attention 


including churches and auditorium 
sites 

[he tests were carried on during 
the entire program as it progressed 
After a firm decision was made as 
to which units would do the various 
jobs, utility and city officials set up 
a relighting schedule programmed 
over a five-year period. The busines 
areas, where the relighting need was 
greatest, were done first. [hen the 
decision was made to do the feeder 
highways and the meeting areas and 


to conclude with the residential areas 
All 


delivery 


materials 
and work could be scheduled 


work was paced so 


ind so that the city could 
financing diffi 


well ahead, 

handle 

culty 
Once Service Electric got the order 


the without 


delivery became Bussiere’s prime con 


cern. “We did lots of expediting work 


he says Ihe orders were placed on 


a yearly basis, and we followed cach 
one through until we were satisfied 
that the delivery had been made 


wanted 
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Newton Place n 


enience itlets for Christmas lighting 


he 
shortages 
Wi 


with 


Tey alls, 
the 
had particular trou 
with 


One big adache he 

the 
War 
times 

hut 


them out without trips to the factory 


Was caused by 
Koreat 
bles at 


4 able 


fixtures and 


we managed to straighten 
\ big help was the cooperation we 


vot trom concerned and 
the fact 


enough 


everyone 
that 
in 


orders were placed fat 
to 
( hance at getting deliveries as nee ded 
e Results—Overall street 


tion, under this program 


advance vive US a good 


illumina 
was increased 
lests made 


substantially in Fitchburg 


by the utility show that “the intensity 
of light on the streets was more than 
doubled, on the average, and in some 
cas increased six Or seven time 
Ihe program didn't stop there; the 
latest in modern and flexible design 
wus also included in the installation 
so that the system can be continually 
upgraded as new equipment become 
available All units are multiple and 
self-contained with individual elec 
tronic controls. Most of these control 
which are geared to natural light, are 
ingle-unit ly pe [here are also con 
venience outlets, primarily for Christ 
mas lighting. Floodlights furnishing up 
to 40 ft an be connected for trafly 
control and other specific tasks 
Ihere have been lots of good com 
ment Bussiere i We feel that 
the exhibit installation sold itself, When 
uch installations go up and citizens 
have hance to what good 
lighting means, the sale is made 
63 
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Our business 


is communications 


You can rely on Spert Faraday to speed the flow of goods and 
SsecTViCe in ill lave ol production and in all walks of life Pio- 
neers in industrial, commercial and institution il signaling systems, 
laraday precision engineered products meet today’s need 


for maximum efficiency in audible and visual communications. 


For information on how Sperti Faraday engineering can help 
increase efficiency while lowering your cost of communications, 
write to Sperti Faraday, In Adrian, Mich. In Canada, write 
Sperti Faraday, Ltd., Montreal. 


From t whi peri 

horn Sperti Far 

flexibility in 

every need 

strument ‘ exclusive 

adapter plate is as Plugging in 
an applianes You can ilway look to 
Sperti Faraday for the latest develop 
meets in proce control and protective 
ignaling systems to meet today’s re 


quirements in commerce and indu try. ; ; 
Inquire today about these Sperti 


Faraday engineered products, 


Fire Alarm Systems e Electric 


Designers and Producers of Visual and Audible Signals Since 1875 Clock Systems © Hospital Sys- 
tems, Visicall @ Audible Signals 


Adrian, Michigan Cord Sets @ Synchronous Clocks 
Transformers Contact De- 


Offices in 36 principal cities in the U.S. A, and Canada elees. 
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This Safety Switch is Built to 
Match the Performance of the 
Finest in Motor Control Jy installs easier 


vy works better 


A Safety Switch Worthy of its Name 
Cutler-Hammer 4105. Type A. 30 to 1200 Amp. 


Engineered for “‘heat-proof"’ dependability. New design for mini 
mum internal heat generation; new materials for heat immunity 

Automatic pressure fuse receivers; no screws to forget to tighten 

. no screws to loosen in service by alternate expansion and 
contraction. 

Visible blades for quick and sure inspection at all times. New 
double insulated steel operating hook. Safety is important in 
safety switches. 

Panel mounted mechanism of the Cutler-Hammer 4105 Safety 
Switch is readily interchangeable with that of the Cutler-Hammer 
4101 to permit replacements without case and conduit work 
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yy lasts longer 


Cutler-Hammer Three-Star Motor Control 
performance has proved sensational wherever 
and whenever it has been compared with any 
other control equipment. A kaolin processing 
plant in Georgia, for example, reports: “‘Be 
cause of the hard service we give motor control 
in our plant, we have always had to replace 
contacts every 30 to 60 days. Our first Three 
Star Control has now been in daily use for 
thirteen months and its original contacts still 
look and perform like new.’ A lumber mill 
in California says: ‘“‘Control contacts have 
always been a problem on our drive of the 
feed chain going to the trim saw. We had to 
replace contacts every few weeks. Your Three- 
Star Control is now in its twenty-fourth month 
of continuous daily operation with the original 
contacts still in service.” 

Such control equipment brings important 
dependability and savings to any job. But it 
should be matched with a safety switch de 
signed and built to equal the performance 
That is exactly what the Cutler-Hammer 4105 
Safety Switch offers. It is loaded with ad 
vanced design features. See it. Try it. Prove it 
Order from nearby Cutler-Hammer Distributor 
today. CUTLER-HAMMER, Inc.,1827St. Paul 
Avenue, Milwaukee 1, Wisconsin. Associate 
Canadian Cutler-Hammer, Ltd., Toronto. 


— 
Cutler-Hammer Three-Star Motor Control can now be obtained in every needed form Pty. 
J 
Cutler-Hammer A ved Dintrit ‘ i eauls 
ypes of « sree to mee lard wh equigue CH Three 
wed pret tte M & 
os 
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Electric Supply Co. are now spoken of 


only in the past tense. The reason: 


two new office machines 


that prevent bookkeeping bottlenecks 


UNIQUE office accounting sys 


tem-—involving just two account 
ing machines—provides North 
land Electric Supply Co. with a 


complete day-by-day progress picture, 
including 

e A running 
receivable and payable 

© Age analysis data 

Salesmen’s selling activity 

And that’s not all, Office manager 
Donald G. Peterson finds it’s a road 
map to future company planning. 
e Growing Pains—— This Minneapolis 
firm was faced, as many wholesalers 
are, with growing pains. Its 12 sales 
3,000 active 
Midwestern 
lowa, Wisconsin and 


record on accounts 


men were serving ovel 


accounts im five-state 
urea (Minnesota 
the Dakotas) 

In 1951 the company moved to 


new quarters, which provided 52,000 


sq ft of office sales and warehouse 
space, But this didn't solve all the 
problems. Sales volume had out 


stripped the distributor's capacity to 
handle paper work 

This constant growth forced North- 
land to investigate its accounting prac 


2 New Machines, 
2 Big Benefits 


Accounting problems at Northland 


and eliminate billing backlogs. 


have 


machine 
had been used before by Northland, 


tices. Although accounting 
it lacked the modern touch. ‘The an- 
swer: two new accounting machines 
(Burroughs Sensimatic). 

With the machines, Northland was 
able to develop a simple but sound 
system. Here's how it works: 


(1) Salesmen prepare a_ four-part 


order, noting everything but price 

(2) Three order copies are for 
warded to the office, where they are 
edited and consolidated with back 


orders from the same customer. 
(3) warehouse clerk completes 
the shipping information on one copy 


of each order when preparing the 
shipment 
(4) This information is transcribed 


on both the accounting office copy 
and the customer's copy and the order 
is then priced 

(5) The accounting office copy and 
customer's copy are separately ex- 
tended and checked for accuracy 

(6) The accounting office copy is 
then forwarded to one of the machine 
operators who posts the total sale on 
the customer's statement and ledger 


AT THE HEART of the 
Lillian Skillings post records ¢ 
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yperation, clerks Barbara Narog and 


n the accounting machines that 


speeded bookkeeping and billing operation 


(7) Here, the machine 
enters an old balance to the account 
and the new charges 

(8) The machine automatically 
dates the posting and computes and 
prints the new balance to the account 
on both the statement and ledger 
e Fast, Sure Machine-accumulated 
reflect all accounts receivable 
activity at the end of the posting run 
Credits and payments are posted with 
the same speed and accuracy, with the 
machine operator merely indexing the 
old account balance and the payment, 
arriving at an automatic machine 
proven balance to the account. Here 
again, machine totals provide a total 
of all money received 

Once the accounting office copies 


operator 


totals 


of invoices have been posted, they 
are immediately used again to post 
salesmen’s distribution journals. This 


run is divided into two groups of six 
salesmen each. 

City salesmen’s sales are listed first 
with the machine operator merely 
indexing the sales from each invoice 
and automatically arriving at a total 
sales figure for the day for each sales 


| 
| 
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{ } 
4 


NORTHLAND ELECTRIC SUPPLY COMPANY 


NTS MECEIVAGLE 


IN THE NEW NORTHLAND SYSTEM statement 


and ledger wre ple 


perat 


man. He also computes a grand total ment is then inserted in the machin operators. In this posting, the machine 


of all sales for this group and a total and these new balances are entered operator enters any old balance to the 
of direct shipment sales. at the top of the new statement account and the amount of the new 
By using “push button accounting” A journal of the age analysis post invoice, with the machine dating the 
Northland finds it’s no longer nec- ing is prepared in three copies as a posting and automatically computing 
essary to sort invoices by salesmen by-product of the statement run. One and printing the new balance 
Instead, the company can merely run copy of this journal is referred to the A machine accumulated total of 
through all invoices at one time, in company treasurer, a second copy is the day's accounts payable posting | 
dexing a register selection key fos sent to the credit department for re iutomatically printed on the account 
‘ the particular salesman involved in view while a third is retained by th payable journal that is prepared as a 
the sale. This run is then repeated cashier. He is also the accounts r by-product of the posting 
for the six country salesmen. Daily ceivable bookkeeper. Machine totals On payment dat hecks are ma 
average: between 375 and 400 in reflect activity on each of the four hine-written from the last line of the 
3 voices age breakdowns and the _ current voucher to show the cash discount 
e Daily Check—Following the distri- charges are checked to agree with taken and the total payment. A check 
bution run, totals are checked to agree the total of all accounts receivable register, prepared with the chech 
with the total of accounts receivable postings for the month writing, carries an accumulated total 
postings for the day e Old And New-—On accounts pay of all checks written for the period. A 
At the end of the month, all re able, Northland uses a ledger balance carbon copy of the check-voucher 1 
ceivable statements are “aged” for system. As manufacturers’ invoices are attached to the invoice paid and filed 


30, 60, 90, or over 90 days collection received, they are stamped with a by manufacturer's name 
data. The machine operator checks form to carry the distribution account e Now One—formerly, both check 


the age analysis at the top of the number, date of payment, date of writing and salesmen’s distribution 
statement that was posted at the end receipt of material, and okay of price runs were separate operation 

of the previous month, notes any discount and transportation charges Northland’s new methods not onl 

payments on the account and lists new All extensions are checked and the produce the efficiency and speed de 

balances to the 30, 60, 90, or over invoice is posted to the vendor manded to keep up with a growing 
90 day posting lines at the bottom of — ledger and voucher section of a check business volume, but also provide up 
the statement. The next month's state voucher by one of the Sensimati to-date totals of all busine activity 
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IDP relay center in Ambridge, Pa. When 
the order is received IDP automat ally 
routes information to service, pricing 
Shipping and traffic departments for 
appropriate action 


Speed in providing information and in 
furnishing the product sometimes makes 
the difference between getting or losing 
an order... often makes the difference 
in bettering customer relations. 

National Electric has just installed a 
whole new information network of pri- 
vale wire circuits and automatic record- 
ing equipment to further improve NE 
service. It’s called IDP (Integrated Data 
Processing). 


National Electric Products 


PITTSBURGH, PA. 


2 Plants * 12 Warehouses * 41 Sales Offices 


One ofa series 


of advertisements showing what National Electric 


iS doing to make the sales job easier 


Here's what IDP means to NE customers: 


¢ Field inquiries on availability or status 
of an order answered in 30 minutes. 


¢ All NE District Offices, Branch Ware- 
houses, and Factory Facilities are tied 
into a single unified marketing outlet 
for better service. 


¢ Orders immediately checked and han- 
dled in the customer’s best interest. 


¢ Future inventory needs can be estab- 
lished . . . production scheduled to 
maintain full warehouse stocks. 


¢ Prompt accurate handling of invoicing. 
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which 
connector saved 
a customer 
$50,000.00 
in one year? 


The connector designed and made “the Ilsco way’! And ity and low heat rise. Each is compact, light weight and 
it's a fact. One of our customers actually saved $50,000 will withstand hard usage and abuse. All are U/L and 
in one year through IIsco's exclusive seamless tube con CSA tested. Copper is cold worked to retain its natural 
struction method on this particular lug. This tremendous qualities 
saving was realized because the Ilsco lug is smaller Our engineering staff is ready and willing to work 
stronger, lighter . . . requires less material and therefore with you on your specific replacement or development 
is lower in price problems 

All Ilsco connectors are made of 1007, pure electro For your free copy of Catalog #50 and samples, 
lytic seamless copper guaranteeing maximum conductiv write Dept 


CONNECTORS © FABRICATED TUBES * NEUTRAL BARS 


SOLDERING LUGS * STAMPINGS TERMINAL BLOCKS 4720 Reed 
SHADING COILS «© WIRE-REINFORCED FUSE CLIPS 
IIlsco of Canada, Lid , 25 Carson St, Toronto, Ontario 
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TIPS ON THE CODE 


Designed to help you backstop customers on... 


Article 510—Specific Occupancies 


This installment pinpoints safeguards essential to certain occupancies and 


discusses in detail new Code revisions on determining hazardous locations . 


HIS ARTICLE of the Code sup fitting must be located where the vision, and also calls attention to the 
plements the provisions of Article conduit leaves the hazardous area type of conductor required in the 
S00, covering hazardous locations and enters the non-hazardous area example shown 

by treating specifically with certain According to the 1953 Code, a seal 

types of occupancies and establishing would be required underground at Sec. 5120-e. 


the classification of the hazardous the points marked * on the illustra 
areas and the safeguards essential to tion. This rule provoked considerable 


According to the 1953 Code, a 
circuit supplying equipment in or on 
a dispensing pump was required to 
be controlled by a switch which dis 
connected all of the conductors of 


the particular occupancy discussion since a seal so located 
Several revisions have been made would nullify the principal objective 


in Section S120 which will tend to of a raceway—-the removal and re 


clarity various misconcepts of the in placement of wires the circuit, including a grounded 
tent of the rules In order to remedy the situation, ; 
2 5 ) words 
5120-b-2 y won This provision raised a question 
ec. — which shall extend at least to the 
Hhustrate () asi ‘ree i ate 
cs t ft hazare or emergence nection of the conductors, and the 
nsing the to install a seal fitting status of other electrical equipment 
4 Hed on the island, and any circuits which 
4 () urea are ‘re j ve sti 
oh ire ul must be ta might feed through the island to sup 
i ASS Visto i Ww “ Tees ig 
core 0 ectiot Cu ntends te inf this ne ode pr standards. etc. I ig ? illustrates the 


1956 revision of the Code which clar 
ified the status of such questions in 
the affirmative 


Sec. 5120-f. 
The 1953 revision of the Code pro- 
Z4 ees voked several questions with respect 
wed to the use of seals at a dispensing 
4 1] y island. This 1953 Code required a 
seal where a conduit run entered a 
dispensing pump or other equipment 
Pe on a dispensing island, and the status 
of a conduit leaving the pump was 
vague. A question also arose concern 
ing the cavity under the pump 
housing, and the location of seals 
with respect to unions and couplings . 
located in such cavities 
The 1956 revision of the Code has 
clarified such questions, and we have 
endeavored to bring them to your 
aliy fror attention by the illustration in Fig. 3 


5120-b-2. Hazardous Areas. itsice ny are 


ent-pipe, shall be lered to be a Class |, Div 2 locat General Comment 
h shall extend upw { » leve none ybove driveway Past field experience indicates con 
1 level. Electrical wirina mmeant. a port siderable confusion with respect to 


Code rules governing the wiring of 
an island containing gasoline pumps 
As a result, seal fittings have not been 


j used as required, and in some cases 
(Underscored words are new.) the question has been ignored 
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in a series by B. A. McDonald 


NOTED AUTHORITY ON THE CODE 


The use of the nylon jacketed wire, 
developed and approved by U. I 
for exposure to gasoline or its fumes, 
has likewise been disregarded by 
many. In the old days, lead sheathed 
conductors were used, and our con 
duit sizes were increased consider 
ably. 

Regardless of the fact that our 
manufacturers have spent consider 
able time and money in the develop 
ment of a conductor which may be 
exposed to gasoline, there are some 
who believe that an ordinary TW in- 
sulated conductor is sufficient for the 
job 

The wholesaler salesman, who is 
familiar with Code requirements, is 
in an excellent position to correct any 
false concept of Code rules, which 
tend to discount the importance of 
the proper fittings and conductors, 
designed to assure the degree of 
safety intended by the Code 

In a sense, he shares this responsi 
bility with others, not only in his own 
interests but in the interests of his 
customer and the people he serves 


COMING NEXT MONTH: 
Article 300—Raceway Fill—Cov- 
ers two fundamental concepts of 
safety which must be satisfied 
when installing conductors in a 
raceway. (Updated with tentative 
interim amendments). 
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5120-e. Circuit Disconnects. Fac! } equipment 
nail pe ¢ ea wit wit the Table ea 
nnect multane juct + the, the 
of supply 


(Words in brackets 


deleted. Underscored words added.) 


5120-f-1. Sealing An approved seal shal! be led in ¢ 
run entering or leayv pf 
ther « ure ere re 
if g, box fittir netwee @ 
ne ¢ at wr n ne erme if me 
therew + 
(Hu ords in hrac kets delete d { nderscore d words added.) 
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COST CUTTING 
TIME SAVING 


electrical fittings from Blackhawk 
4 Installation of the exclusive Blackhawk slip- 
\ fitter service entrance head ts easier and faster. 
There are no threads to cut, no extra clamping 
devices to use. Just slip it on over the conduit 
and tighten two set screws. It’s that fast... 
that simple. Contractors have reported saving 
$5 to $10 per installation with the Blackhawk 
slip-fitter service entrance head Cc 
Pat. applied for. on" 
Pp 
m 
fi 
‘ 
Available in a full 
range of sizes from i 
through 4". 
Snap! It’s on to stay. Blackhawk Installed in seconds. Blackhawl 
snap strap has the exclusive | ©ne piece box support is in- 
“hold bump.” Ribbed bracket | serted all at once. Tabs are 
adds to the snap, provides rigid |! bent around wall edge and the 
contact support of the conduit. ! box support is ready to receive 
the switch box. After insertion 
Pat. applied for. ' of switch box, tabs are bent to 
fe, holding the box fi 
; inside, holding the box firmly. 
Patent No. 2518912 


Specify when you buy 


BLACKHAWK INDUSTRIES 


[asestries Dubuque, lowa 
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CONTRACTORS upgrade installations INSPECTORS welcome the over-all pro- BUILDERS find these nationally adver 


. provide maximum protection and ca- tection of these full housepower panels. tised panels pack real consumer appeal 
pacity for future needs, Factory-installed All circuits are easy to identify. And one It's easy to sell push-button convenience 
mains require no field wiring. Trouble- main disconnect for every 100 amps of maximum over-all electrical protection 
free operation eliminates callbacks. service meets any code limitation. and full capacity to meet future needs 


Important news about Pushmatic Electri-Centers.. . 


° New main disconnects assure 
over-all electrical protection! 


Here's good news for you and your customers. Now you'll be 
able to offer one push-button main disconnect for every 100 
amps of service . . . meet all 70-, 100-, 140-, or 200-amp 
service requirements with just eight compact and easy-to-stock 
panels. Factory installation of main disconnects means less 
handling. And you can sell these high-quality Electri-Centers 
at competitive prices. 


wins New DIFFERENT server 
Check what the new circuit-breaker panels mean to your 

customers, too ... and to their customers. That's where acceptance 8 U ” L DPD O G 
and sales begin. You'll see in a hurry that these new Pushmatic 

panels are loaded with advantages—for everyone! Get the ELECTRIC PRODUCTS COMPANY 


complete story from your BullDog field engineer. BECO 
A DIVISION OF LTE CIRCUIT BREAKER COMPANY 


BullDog Electric Products Company, Detroit 32, Michigan. « A Division of I-T-E Circuit 
Breaker Company. + Export Division: 13 East 40th St., New York 16, N.Y. In Canada: 
BuliDog Electric Products Company (Canada), Lid., 80 Clayson Rd., Toronto 15, Ontario 
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THE SALESMAN’S TECHNICAL NOTES 


SPEAKERS may be paralleled SPEAKER CABLE vs 

tor simultaneous operation, hurt usually unshielded 

when many speakers are nvoled, #718 or #20 AWG, 

cables are brought back cerr- 

Tra! cabinet for sekective swith- Clas 
outer 

(09. Long cable rans are prortecr- 

ed by raceway. Plastic 


SPEAKERS 


Where simultaneous Use of 
than ene device desirable, 
fue or more amplitiers may be “sed. 


TUNER 
JZ 


AMPLIFI mi 


Am plitiers, Tuner, phorie, Jape 
and suwrtehes are riorn7- 
ally mounted 17 cerlra/ 


MICROPHONE 


Eruided tinted 
copper Shiela 


bber- or plastic- 
Signa/ 


CONNECTORS widely used /achude MICROPHONE CABLE /s or 
the plug-in latch-type (rop) Jowrmpedance shielded cable, 
and the screw-on depending uport of 
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Pinpoints the Information You Need on. 


Sound Systems-lII| 


By J. F. McPartland 
and W. J. Novak 


commonly 


ICROPHONES are 


used us input devices for sound 


systems providing public address 


paging and announcing 


Types of Microphones 


Microphones may be classified ac 
cording to ther 


the impedance of their outputs (high 


sensitivity pattern 


or low), principle of operation (cry 
stal, dynamic or velocity) 

e Sensitivity Pattern—— Micro 
phones can be classified as uni-di 


reciional, bi-directional and omni-di 
recuional 


as might be expected, ts 


uni-directional mucrophone 
sensitive to 
from one direction 


sound coming 


frequently fos 
work. One ol 


only and is selected 


stage and auditorium 


these is the cardioid microphone 


which enjoys tremendous popularity 


in might clubs and theater work be 
cause it rejects noise coming from the 
audience and provides pickup pri 
marily from the performer or speaker 
Its use is also indicated when acoustic 
feedback 1s a serious problem 


2. The 


will accept sound from both the front 


bi-directional microphone 


and back; it is, therefore, a logical 


choice for interviews, dialogue work 


etc 

phone does iot discriminate against 
sound any direction and | 
widely employed for group pickup 


round-table discussions, etc 
© By Output Impedance 
Low)—A_ high impedance 
phone (which could be a 


(High of 
micro 
crystal or 
dynamic type) must be operated with 
in SO-ft of Also, high 


impedance microphone lines pick up 


its amplifies 


hum and noise from nearby power 


devices, appliances and their associ 
lines. If the 
tween the microphone and the am 
plifier than SO-ft 


low impedance microphone, low im 


ated power distance he 


must be greater 


pedance microphone cable and suit 
able amplifier should be employed 
Low impedance microphones ma 
be operated over lines well in exc 
ot SOO-ft of sig 
nal level, and hum and noise pickuy 


power 


without serious los 


from adjacent appliances and 


lines 18 considerably reduced 


November, 
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e By Principle of Operation — lher 
ire three basic typ of microy hon 
arbon crystal and dyvynam« he 
carbon microphon me 
used in commercial sound tem 
Ihe crystal microphone is alw 
high impedance ty} economical and 
apable of excellent performance 
Ihe dynamic microphone 1 on 

tructed like al miniature dynam 
loud-spe ike! Because of it ruvved 
m frequency resporns« mod 


erate price and availabilit with ecithe 


high or low impedance output, it is the 


most popular type in use toda for 
commercial sound tems. Some high 
impedance dynam microphones are 
isembled with a small switch at the 

ir of the instrument hich | it 


the selection of high or low impeda 


Other Devices 


Phono and mechanisms 


common 


tape 
other input device Since 
the advent of the microgroove reco! 
it has been possible with the 
matic record changer to provide 

program of music distribution through 
Which runs to s ral 


requiring ittention 


factor 
without 


out a 
hours 
hanism a 


Lape play back me 


ible todas with peciall prey | 
tapes to provide suitable mu il pro 
ramming for period up to eight 


hours 

Radio tuners differ trom AM and 
AM EM) radios that) the 
ind loudspeaker ha 
Ihe radio tunes pel 
broadcast program 


implifier ection 


been omitted 
mits election of 


vhict 
implifier through the 


may be introduced into th 
phono or tune 
input 
lone 
used in the larger console and vertical 
abinet rack issemblic nstalled in 
factorn lator m 
he easily connected to the time clock 


yenerators common! 


pi il tone « 


the tactory so that a steady tone of 


ind termination of in period 
hift et 


Hardware 
Special types of ‘ il 
onnect ! u 1] int in 
ne the ious elements of 
tems. C onductor nd inect 
used po nad hel 
in re nsatistact is 


‘ | if 
Im tit ti oun 
ten iw i 
\I i il 
le proy 
tron of micropt kk 
nput terminal two ty] 
im hivh mpedan 
ma mped } ily 
High impedance microphone 
hivt mpcadaunes 
t! h of th 
t! phone wate 
| 1c) n lia tranded on 
kk braided (or spiral) 
| protect mal ou 
thi ompl mbi hi 
| hal rit mal 
i tor return 
na ted io th 
the amplil type of cabl 
il i hort run 
do and not pulled 


Low impedance microphone cable 
ised th | mpedance micro 
juired 
ill 
nal tect heath 
th wt nal 
| | | ound 
hicl | th hicld A 
ted 
! 1 for hon 
feet 
| pulled i nduit to 
Phono leads | n t 
pl | ! i 
1) } i} } 
( } } 
Hed it 
| uns! lal 
i ites Kel 
! 
mn } 


Next Month: Relay Switching 


7s 


BAN 
<4 
duration will be distributed to th 
loudspeakers throughout the facto eats 
al evular nter | nal tart 
4 
J 
: 


Diamond “Red 


WIRE and CABLE 


‘ c che 
as {th best 


eceptt his re} 
have earne 1 th | res 
pros ad 


tr } 
yram 
ent 
deve lopm 


immediate 


stato 


Your ord 


maximum 


eon any 


IAMOND DUF 


first portable i re 

plant use designed with tou | Type MD eted non-metallic sheathed cable Diamond 
resistant Type MDD° neoprene (Mill Duty) Ketards flame and has excellent re DUF 
sheath in Todustrial Red for read . 


sistance fo moisture, Corrosion, 
Identification. “(Mill Duty) RED-D-Prene fungus, abrasion. Listed by Ul Type UF 


Thermoplastic insulated and jack 


Flexible steel armored cable ideally 
Non stic king, smooth and easy to Diamond DT X suited for general lighting and wir Diamond ABC 
pull, Diamond DIX wall not flake Non-Metallic ing in non-fireproot homes Armored 


off. Moisture and tlame resistant, it White Sheathed — in two, three and four Bushed Cable 
conductor 
Cable 


is clean to handle ind Strips casy 


Type SE 


May be used without conduit from Service 


t 

pole to building and down side of Diamond wire 
» ‘ ong ru 

building m places subject to Entranc € able sets are 


olded cap oldex n rubber an ord 
mechanicalinjury Listedhbyt oder (Armored and m Idle ip, m Ra ge Cc are 


icketed cable ire complete with S 
} et 
Unarmored) steel strain relief. UL approved 


WIRE and CABLE Company 
Sycamore, Illinois 


WAREHOLLSE BIRMINGHAM, ALABAMA 
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V SAVES TIME 


SERRATED NAILS ARE 
PRE-ASSEMBLED TO THE BAR 


for immediate installation 


Read 


No huntung for nails 


V EXTRA STRONG 


RACO Adjustable Bars have been vast! 
improved. Note these extra advantages 

pre-assembled serrated nails for easy in 
stalling ... self-gauging lugs for fast posi 
tioning friction stop-lock that prevents 
bars from accidentally slipping apart. High 
quality electro-galvanized finish W rite 


today for new bulletin describing these 


superior Raco Adjust ible Bars 


RAC 
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You Can Always Rely On RACO 


ADJUSTABLE BARS 


y QUICKLY POSITIONED 
Vv EASILY INSTALLED 


Permut 


bar tre 


separati 


SELF-GAUGING 


on 


THE ONLY BAR ON THE MARKET WITH 


lippu ipart accadentall 


NEW STOP-LOCK 


i if desired 


DEEP OFFSET 


RIGID CONSTRUCTION 


ONLY 4 BARS DO 


tin 


THE WORK OF 16 


requires 


ALL-STEEL EQUIPMENT INC. Aurora, Illinois 


mvestment 


ee 
_ 
AA 
j 
© 
SHALLOW OFFSET 
Place ypauging | ia Straighten gauging 
ol place cdge of ratter or joust 

in inventor Iwo sizes fit most every job 


A MESSAGE TO AMERICAN INDUSTRY © ONE OF A SPECIAL SERIES 


BASIC RESEARCH 
More Practical Than You Think 


This editorial, one of a special series on the im- vestivator the freedom to follow the lead of his 


portance of research to the American economy, curtosil The sctentist in baste research. in the words 
deals with an aspect of our research program of Glenn VT. Seaborg of the University of California 
os that may have serious consequences in future is not concerned with “utilitarian goals. but a search 
years the lag in basie research. lor deeper understanding of the universe and the liv- 
An earlier editertal in thi erties noted Phe heen ing and nomena within it 


Impractical as basie research may seem in its 
jr ind of initial purpose, it is an essential prerequisite 


i prosperity based on deliberate creative to applied research and product development. 

~~ \ resultol the dramatic tnerease in tidusts \ few examples will show how some of the greatest 

earch expenditur mere new products will by technical advances of recent years have come from 

introduced in the year than in any pr basic research projects that had no immediate prac- 
hour year pertod 


tical objective 
\ stead of mey product Hew proce ‘ 


Radar an important military development 

loo md lower costs tor 
ol World War Ul with broadening commercial ippli 

eatiotis thre ouls rowth ol a research 


| eneral thal cle fue thre old law ol 
| | ial project Whose purpose was to obtain information 
od bust. Bat, as we look further ahead, there is 
about the height of the ionosphere, the layer of air 
a danger that the stream of research discoveries 


that lies some 25 miles above the earth's surface 
may run dey because of our neglect of basic 
research. @ Transistors — the miniature devices which are 
lhis danver is described by John Jay Hopkin ilready vital components of hearing aids, pocket P 

late founder and chairman of the General Dynamic radios and a wide variety of industrial equipment 

Corporation L le there 4 a revolutionary ce were invented at Bell Laboratories (research sub- 

elop ent Ajnerica of pure. not applied scence sidiary of the Americar lelegraph and Telephone 

there will come a day when there is no use in tradi Company following universily investigations into the 

because the new one is no better. The electrical behavior of solids 


only difference between this year television set and 


Neoprene i synthetic rubber was devel 
the cabinet 


vill be the apy 
oped by duPont with the help of basic information 


cientife progress will be replaced by scientific stag provided by Father Nieuwland of Notre Dame, who 
nator discovered he could control the polymerization (the 

linking tovether of molecules) of a certain class of 
What Basic Research Is organic Compounds 


or pure research has been characterized @ Nvlon — the first of the noncellulosie svatheti« 
is the pursuil of kKnowledve for its own sake rather fibers that have revolutionized the textile industry 
than to fulfill some practical objective. [tis generall rew out of fundamental research by Dr. Wallace 
carried out in an environment which allows the in Carothers on long-chain polymers 
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Only 8% of All Research and Development 
in the U. S. is Devoted to Basic Research 


$3,870 
million 
$970 
Applied million 
Research 
and 
Develop 
ment 
$460 
million 
$70 
Basic million 
Research 
jucted by dustry Federa Colleges & Other 
Government Universities Institutions 


Industry’s Stake in Basic Research 


Industry traditionally has relied upon colleges and 
universities and other nonprofit institutions for basic 
research: and the | S. has long benefited from the 
vreatet emphasis placed on basi h in | 
It is conventional to think that business cannot, and 
should not, do much about “ivory tower’ projects 
which do not have immediate practical application 

However. there is not so much in this idea as is 
supposed Phe examples above illustrate what Cary! 
Haskins president of the Carnegie Institution, has 
called “the widespread paradox that the most por 
tant practical consequences are commonly the least 
sought after.” Furthermore, it is certain that, without 
adequate basic research, industry's efforts to produce 
new and better products will become progressively 
more difhieult. And our national defense. in an age of 
breathtaking military applications of science, will be 
come increasingly precarious 

In the past, our economic growth came largely 
through expansion into new lands or through dis 
covery and development of ri h deposits of natural 
resources. Such opportunities are re latively limited to 
day, The great opportunities now lie in discovering 
new materials and new properties of the materials we 
already have. This is the job of basie research, 
and industry has a vital stake in it. 

The chart indicates the tiny share of research efforts 
in the U.S. that is devoted to basie research Only 
16% of all research by industry, and only 8% 


of all research in the U.S., during the year 1953 
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(the latest for which information is available) rep- 


resented fundamental research to add to over- 
all scientific knowledge. in colleges and 
universities less than hall the research pe rlormed ts 
baste research least tie Nobel Prize winnet hus 
expressed the belief that we need and should work 
toward a doubling of the proportion of out total 
research effort that is devoted to basic research as 


us possible 


What Business Can Do 
Without anything like a stageveri increase in the 
total cost of its research programs, midustry could do 


much to expand our basic research effort, OM panies 


with big research programs should, as a matter of suc 
cessful survival, be devoting a share of the eflort in 
their own laboratories to basic research, Significantly 
companies that are already dou i notable job of 
basic research have also made an outstanding record 


of translating such research into 1 products flor in 


dustry and the consumes 
Smaller may rightly reeard the conduct 
ol research proyects with uncertain prospects of mw 


ward as a luxury ome basic research, indeed, never 


results in any tangible payoll But, with modest con 


tributions, small companies can still have a part in the 
tdyvance of basic research, They « in join together with 
other On Cooperative propects They can 


support basic research through trade associations 


and technical hie can help research 
Arrangement ie available in some instances whereby 
business firms can pa i fee to have access to work 


done by university researcher 

One way or another, it is up to private busi- 
ness firms to see that basic research moves 
forward. By doing so they will be laying the 
groundwork for the development of the new 
products and technology on which their growth, 


and the growth of the economy, depend. 


This message ts one of a serte prepared hy the 
VUeGraw Hill Department of to help 
increase publi knowledge and understanding 
of important nation-wide development Pe 
mission ws freely extended to newspapers 
kroups of individuals to quote repriud all 


or parts ol the lexrl 


PRESIDENT 


McGRAW-HILL PUBLISHING COMPANY, INC. 


— 
VE. 
iat e jo’ Funds te 
io} Research in the nited States 
. 
‘ 
if 
j 
‘ 
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MEN RESPONSIBLE FOR 


| | POWER DISTRIBUTION KNOW... 


From Aerial to Underground Wire and Cable 


Over a period of 67 years Paranite has steadily built 


—— 
j , \\ i reputauon for quality wire products and depen lable 


Overhead or idergr there a 

Paranite cable specifically engineered to perform in 

| \ exce of your requirements. SUPER-PARARITI 

AY 

4 y rubber insulations have ecn pe 

|| ' to withstand conditions in your area. Copper or 

{| \ \ aluminum bare or weatherproof cable ACSR 


\ \ %* \ | | or line wire (formerly products of Midland Wire 
Corporauon | vatlabl 


| 
| “omer” | 


PARANITE WIRE AND CABLE 
DIVISION ESSEX WIRE CORPORATION 
FORT WAYNE 6, INDIANA 


MANUFACTURING PLANTS ‘Birmingham, Ala; Anaheim, Calif. Jonesboro, Ind; Marion, Ind; Tiffin, Ohio 


Warehouses’ and Sales Offices 


Rochester, New York 
Chicag Detrow, Michig Angeles, forma *Portland, Oregon *Saint Louis, Missouri 
Cleveland, Ot Hartford, Connecticut "Newark, New Jeney Upper Darby (Philadelphia,) Pa *Son Francisco, Califoriia 


Dallas, Texas Indianapolis, Indiana Omaha, Nebraska Phoenix, Arizona Springfield, Ilinois 
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MAKING NEWS wherever used 


‘g 


Introduced in in indispensable to thousands 
of members of the 


“READY To VER GO 


worm and rin 
ble motor, hovred 


A GREAT NEW PIPE VISE 
AT THE RIGHT PRICE 


TOLEDO 
other Quality Chee 


in ‘57. The 


mean longer service and hardene 
steel jaws make the tightes 
Two models available 
2°) and to 4), 
TOLEDO distributor will be 
| you more about these 


ality prody 


THE TOLEDO PIPE THREADING MACHINE CO. 
TOLEDO 4, OHIO 


Chale (de CLA PIPE THREADERS + PIPE WRENCHES » PIPE MACHINES. 
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-- 
TURNING POWER —FOR DOZENS OF Joes 
ise 
THE WRENCH WITH “HEFT APPEAL" pe Vise is an 
nd handle, for or left hand use. Acme threads 
24 ond 3 \ | | 
BUILDERS OF THE WORLD'S FINEST PIPE TOOLS 
= 


Now you can operate two H-1 400-watt 
outdoor mercury vapor lamps froma 
single Sola Constant Wattage Ballast 


Operating advantages embodied in the Sola Constant 
Wattage Mercury Vapor Lamp Transformer have 
proved so desirable and practical that this type of ballast 
is fast becoming the generally-accepted standard for 
mercury vapor lighting installations. Now constant wat 
tage operation plus the economy of two-lamp ballasting 
is available in a single Sola CW Mercury Vapor Lamp 
‘Transformer, 


This new design is specifically for two-lamp, outdoor 
service ino commercial and industrial applications of 
H-1 400-watt mercury vapor lamps. Its famous Constant 
Wattage Principle of operation offers users the follow 


SOLA 


ANSFORMERS 


ing performance feature 

@ Low starting current surge 

e Regulated lamp wattage and light output 
Open circuit protection 


Elimination of need for primary tap 


© No extinguishing on line voltage dips 


Extended lamp life 


For additional information on your particular appli 
cation, contact your sales engineer listed below. He's 
one of a nationwide organization maintained by Sola 


Electric Co. to provide you with prompt service 


Write for Bulletin 27K-MV-244 


SOLA ELECTRIC CO., 4633 W. 16th St., Chicago 50 


r CONSTANT VOLTAGE TRANSFORMERS © LIGHTING TRANSFORMERS © CONSTANT VOLTAGE DC POWER SUPPLIES 


SOLA ELECTRIC CO., 4633 West léth Street, Chicago 50, Illinois, Bishop 


2-1414 © BRANCH OFFICES: Boston, Moss.; Cleveland, Ohio; Kansas City, 


Mo.; Los Angeles, Calif.; New York, N. Y.; Philadelphia, Pa.; San Francisco, Calif.; Wallingford, Conn, © Representatives in Other Principal Cities 
ee ” Sola Electric (Canada) Ltd., Torento 17, Ontario: 102 Laird Drive, Mayfair 4554 
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3401° 
16 AMPS 120-277 Volta A.C 


3421°"* 
7 Volta A.C 


a more palsies opportunity to cash in on the ville switch market than 
CIRCLE NO-KLIK™ Quiet Switch. Contact your local Circle F 


- 
a golden : . 
Phe CIRCLE F NO-KLIK* Quic 
F NO-KLIK® Quiet Switch is a superior mechanical switch 
end 3403 — 15 Amps — 120 Volts / 
Identi Quiet Switches for Indi 


THIS SALES-BUILDING«COUNTER DISPLAY 


with your initial Closet-Lite order 


conductor 
“8 wire 


E 


eplaces 
cabie on 


switch jeg 


a complete line 


opucTSs 


Ask your REMCON representative for details, or write 


PYRAMID INSTRUMENT CORPORATION, LYNBROOK, N. Y. 
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Sell Republic E.M.T. because 


THE BEST COSTS LESS INSTALLED 


You can show why when you... 


SELL SELL | 


EXCLUSIVE "INCH-MARKS” “GUIDE-LINE”’ “INSIDE-KNURLING” 

They make quick measurement a cinch. It extends full length of tubing. By It reduces triction, thanks to inside ball 
In the popular sizes, every length of properly aligning with calibrationson | bearing surface—makes wire-pulling as 
Republic ELECTRUNITE® E.M.T. is like Republic Bender, bends are kept in the muchas 40% easier, FLECTRUNITE 
a 10-foot rule—marked off from end to correct plane, thus avoiding costly is made to lt aderwriters’ Laboratories 
end in feet and inches. Helps avoid the “wows. Both “INCH-MARKED'* and Standards—ts approved by the National 
clumsy problem of a flat rule on a round “GUIDE-LINED" features come in ’ Hlectrical Code tor concealed, open and 


tube... eliminates guesswork. M4”, 1” and 1%" sizes concrete Construction 


SELL 
UNIFORM DUCTILITY 


UNIFORM CONCENTRICITY COMPLETE INFORMATION 


Every foot of Republic ELECTRUNITE It provides a truly round tube for snug is found in colorful sales aids and ad 
E.M.T. has it to assure smooth, accurate fitting connections that completely : reprints. They're yours for the asking 

bends every time—with no costly kinks. shut Out moisture and concrete | will be imprinted free at your request 
Welded by the famous Electrunite protect against fire. Lasy-to-use com They'll make your salesmen’'s job easier 
Process, this quality conduit is 100% pression fittings that make sturdy, mean more profits for you. Write us of 
Republic—from ore to finished product. watertight joints are available in a | call your Republic representative today 


complete range of types and sizes 


REPUBLIC STEEL 


STEEL AND TUBES DIVISION 
2165 EAST 131ST STREET CLEVELAND 8&8, OHIO 


REPUBLIC 
STEEL 
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“Bm” #100 
Cutter for ‘2, % 
and 1” E.M.T. 


Insulated 
Connector 


#1000 
Holder for ‘A, % 
and 1” E.M.T. 


“BM" # 600 


Changeable Jaw Indenter 


Red Throat 


Cross section 


THE NEW BM607 INDENTER FOR 
Pocket Size—Only 10” Long! 


Y" FITTINGS 


Briegel Representatives 
from Coast to Coast 


A. Lee Clifford 

1801 West 18th 
Indianapolis 7, Indiana 
Phone: Melrose 6.4449 


Herbert L. Jones 
745 Ohio River Bivd 
Coral Gables 46, Florida Pittsburgh 2, Pennsylvania 
Phone: Mohawk 7.3864 Phone: Linden 1.6684 
Herry C. Andrews Co. Allevin & Associates, Inc. 
5440 Gravois Avenue 1200 So. Peters Street 
St. Louis 16, Missouri New Orleans, Lovisiana 
Phone: Hudson 1.7373 Phone: Tulane 8480 & 6489 


4. Akerman 
613 Sistina Avenve All B-M indenter Fittings are UL. 
Approved as concrete-tight and 
all Compression Fittings as rain- 
tight os well as for general use 
(File Cord £10863). Also comply 
With Federal Specifications 
W.-F.-406. 


Walter Nash 
2101 Tulo Street, N.W. 
Atlanta, Georgia 
Phone: Elgin 8071 


Rutkin Electrical SalesCo. 
935 Stanford Avenue 


Crescent Electric Sales Co. 
1800 N. Humboldt Blvd 
Chicago 47, Illinois 
Phone: Albany 2.2600 
Cunningham Electric Co. 
843 Sovth Front Street 
Philadelphia 47, Pennsylvania 
Phone: Lombord 3.3660 43.3109 


3. Crews 
1725 Arlington Rood 
Richmond 20, Virginia 
Phone: 4.2273 

Curtis Sales Corporation 
3231) Warrenville Center Rd 
Shaker Heights 22, 
Phone: Skyline 2.0225 


HM. A. Maggiore & Son 
15 Carleton Street 
Cambridge 42, Moss 
Phone: Kirkland 7.4954 


Hauch Co. 
1282 Folsom Street 
San Francisco 3, California 
Phone: Hemlock 1.1828 


R. C. Handy Sales Co. 

4811 Excelsior Blvd 

Minneapolis, Minnesota 

Phone: WAlnut 6.2939 

D. Hood Sales 

1133 West 8th Avenve 

Denver, Colorado 

Phone: Acoma 2-800} 


Los Angeles 21, California 
Phone: Tucker 12244 5 


Valkus- Kissel 

1711 Kelly Street 

Dallos |, Texas 

Phone: Hamilton 86-7388 


W. W. Wheet & Son 

2219 4th Avenue 

Seattle 1, Washington 

Phone: Seneco 6222 


Arnold J. Young Co. 

12600 Hamilton Avenue 

Highland Park 3, Michigan 

Phone: Townsend 9-508041 


J. Martin Company 
150 Nassao Street 

New York 38, New York 
Phone: Worth 4-6270 


GALVA, 


ILLINOIS 


METHOD 


SOLD ONLY THROUGH ELECTRICAL WHOLESALERS 
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NEWS FOR THE INDUSTRY 


Forecast for 1958 


Business Faces Real! Test 


@ McGraw-Hill economist envisions 1958 as another year 
of general prosperity—for those who can really sell. 


@ Competitive circumstances will provide a real test for 
business management. Gold in consumers’ pockets. 


another very good 


258 shapes up 


business year, It won't be a rip 


roaring boom year; but it should 


most of bus 


very fast 


satisfactory sales-wise for 


ness, and it could move 


toward the end of the year 
this 


Hill 


Ihe cogitators responsible lor 


utterance reside in the MeGiraw 
Dept. of Economics 

They that the yvross na 

tional product for the year 1958 will 

probably run around $445 billion; this 

with about $435 billion total 

busines for 19 


estimate 


COMpPares 
volume of and 
that 


wondertul 


means instead being 


will just be very good 


ke 


it 


A second 
dicted tor 
competitive year ince the 
War 


money 


characteristic pre 
one ol the 


end 


will he 
most 
ot World 

Third 


research 


more will be spent on 


and development 


products than in any year in | 
history 
Fourth 


plant 


business expenditures for 


new and equipment which 


large part of coonomn 

down a little from 

high I hes« last 


previewed im a 


provide a oul 


lite blood 


this year 


will be 
all-time 
conditions were 
( apital Spending Plans 
(EW June 17) 
Investment — It 
the e 
whole 


two 

report) on 
1957-60 

e Let-up In seem 


reasonably clear onomist 
that, as a 
ment in 
will be 


perhaps as 


out busines invest 


new plant and equipment 
few notch next yea! 
h as 


will be 


down a 
mu Manutfa 


turing probably down even 
more 

would be the fi t-up im 
nvestment in new 
three Ci 


oOnom 


producing 
since 1954. For now thi 
I 
heen ris » im the 

it hit a A 


jumped agai the 


high pressure 
all-time 
tremendou wure ol now 
look is though 1957 bu 
ment will be up another 
last 

tapering-off next 


busine investment 


high rate in terms of only 
if New 


plant and 


November 


equipment spending inp 19958) should 
more, physical 


Here a 
helps keep current 


put im place | 


volume, than in long 


memory happen 
ings m= true 
e Capacity and Competition 


ipal 


perspechive 
reason wivesti 


new manufacturin hacuilte 


lown iderahbly next vea 


con 


lot of industries have huilt 


capaci than they now 7 
Dept ol 

Substantiating th Ince the 
McGraw-Hill 
apacity imdicate a 
of about 50 


only 38 


Economics declares 


index Of manutacturing 
ipucily mecreas 
industrial production 
higher 

I he production Capacity ratio Va 
ana 


imadustry 
mothe: 


industry to 
imdusts 


from 


ries 
from om ecyment to 
bor 
probably at /U of capacit 
electrical 
vith utility 


running 


industry 
while 


maker 


example the 
machines 
expenditure till 
at 90 of cay 
more 

Thats the ideal tor all 
department urve 


manttactu 
ing malustric 


indicat but the present 


let-up in install 
thon capacit duc With 
manufacturing al 


imple 


most everything, and 
fivurativel 


the binld-up ol ipacit nia 


running out of our ea 
another 

important nin the one 
i Ji w | a ke 

akine 19 most ru 


peut el hla had 


hice War 
the « ical 


whol 
middk 


i 
nviable 


ure on 


And the clectrical 


thus find himselt 
way than on 
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ers and resistance fo same among 
customers 

e Research and LRP The 
lo 
ecord-break 
and de 


spokesme 


Increase 
in competilive pressure is 
ther “Na 

research 

pment department 

Research ina 

by all 


about 


development 


penditure business this 
This ts 
fuct 


dec lare ‘ 


vill be billion 


far the most dramatic about 


American business today 


ID. M. Keezer 


tall 


director of the 
Bul iS that the 
Kpenditure mn will be 
higher 


ecu) 
clear 


even 


lowing for the 
that 


lag between 


assumption 
cumented) there 
starting re 
sending the 


“a project and 


roduct to market in profusion these 
iking RAD 


ire. Clearly) paving the 


ecord-bre expenditure 
wil for 
omvest 


inother tremendou 


ment on new plant and equipment 
down the road a w Vears 
Kees 


plannin 


r predict 
long-range 
iment (90' 


ith 


ol urveyed firm now estimak 


their investment at least three years 


head) may he mother sign of in 


ny tabilit 
Important as its the ecconomusts 


investment does not go 


i Vacuum Ihere a 


othe ! 
bellwether 


of interaction with parts of 


And 


yovernment expends 


onom Iwo 
‘ich ar 
ind consumer spending 

Despite the 


cuts in na 


e Defense on the Fence 
ent talk about drasts 
defense expenditure there 1 

olf whether or not the 
will tually be mack \ se 
pomted out by the 

the yvovernment cul 

actually 


olurn 


question 


ecom 


enditu it 
on lerabl 


lling ontra 
ip expens 


igreement 


and 


roment that in reduction 


nat dctens 


fully 


expenditure 


that 
line mn vernment 


enditu will not exercising 


on busine 
Consumers onsume: 
«penditures——which normally 


sbout ol 
dup in the pa t few months, 


e Lift from 
tor two-thirds 
have perk 


ontinued oan 


poge 


: 
Even 
even-ve 
n sear 
will he | 
ij 
) 
rag 
trie 
tur 
increase th 
lor tine 
mist miple Tir ts mn 
es hea vind a cul 
. 
In try. the lhere is apparcnt 
itchword wa ompetition’ W tween economist 
Busine Manageme | he offset com State 
from sever les competition——that 
lownward ret inal | 
pr 
if on ost from in 
wh! 
i few ye with price suppl 


Introducing 
THE LATEST ADDITIONS 


for both & 
Heavy wall Conduit 
SIZES 


ALL SIZES 


from 


2 


COUPLINGS 


ALL SIZES 


from 


2” 


INSULATING BUSHINGS 


LL SIZES 


from 


6 


For 23 
SEU and SEA 


For 1° “EMT.” 


BOSTON, MASSACHUSETTS 


CHUCKLE OF THE MONTH 


SELF 


= 
-WHOLESALING 


Boy, isnt Harry putting on a lot of weight lately? 


Business Faces Real Test thi ubject One side says that the 
Federal Reserve 1 keeping the lid on 
Continued from page 87 rrowth by its tight-money policy (pet 
haps due for some relaxation as this 
ind total consumer expenditures issue goes to press). Federal Reserve 
shout ihove last year now are iuthorities respond that tight money 
brewing. The pot could boil over in is needed to stop inflation and get 
1958, if durable goods were to match rowth, because inflation kills growth 
the streneth of non-durables. The con So, the slowdown tn growth will be 
umer has the money, the department watched for signs that it’s simply part 
conomusts declare; the salesman (in of our approaching national maturity 
luding everyone back to the designer) or a deficiency that needs diagnosis 
must do a better selling job. (Turn to ind treatment 
the Industry-wide Programs section, 
yage LOK, for what the electrical in- 
actin is doing to capture a_ bigger Congress May Be Asked 
share of the consumer dollar.) For New Curbs on Unions 


e Not Idyllic Dr. Keezer discounts WASHING, LON—Current discus 
the possible impression that every ion around the nation’s capital tends 
thing is idylle economically. He cites toward belief that the administration 
one major cause tor concern Our vill ask C onegre when it meets in 
onomy hasnt been growing any January, to pa tough curbs on labor 

vhere faust in real terms UNIONS 
in the last couple of years as it did One of the chiet proposals, of pat 
before He equat real terms with ticular interest to electrical whole 
physical term alers (EW Aug. “57, p. 45), would 
Since the end of 19 the national he a law to regulate organizational 
econom ha been vrowing it oan picketing picketing aimed at forcing 

¢ rate of about 1.6 “a year employers to recognize a union 
the decade betore that the rate As a Wall Street Journal report put 
rowth was, roughly, 4.2 a year it, Labor Secretary Mitchell “wants to 
puently the rate of growth be able to prevent union officials from 
lust couple of years may be blackmailing small businessmen into 
lightly less than half of that signing contracts by using pickets to 
previous decade frighten litthe entrepreneurs or their 
ire obviously heading Suys unorganized customers or to scare off 
Keezet into a great debate on would-be customers 
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CLAMP-ON ENTRANCE CAPS an 

= 

114” - 2” « | nore 

V2 | 4 fed 

— 

SERVICE CABLE PLATES 

J Atuantic Conouit 


WIRE, CABLE, CONDUIT 


By WALKER BROTHERS 


CONTROL 
CABLE 


SERVICE 


ENTRANCE 


| Type Description Oper Type Description Oper. : 
emp. Temp. 
RH rae heat resistant rubber 75°C Dry NMC Tyflex—thermoplastic type, corrosion Si 
Locations resistant non-metallic sheathed cable 60°C 
| RH-RW Braided; moisture and heat resistant 75°C Dry ond underground feeder cable ir 
rubber insulation 60°C Wet 
Braided; Walkerzone (buty! rubber) 75°C Walkersyn — thermoplastic insulation 60°C 
RHW superior moisture and heal resistant . 
insulation RHL RHDI 
| Heat resistant rubber insulation and 75°C 
| RHMI | lead sheath 
RHH-RHW Ditto (Sizes 14 fo 6 only) 75°C Wet | 
1. Walkerzone insulation with neo 
RH-RW Walkerine insulation and neoprene 60°C Wet prene sheath on conductors, neo- f 
Style RR sheath—for conduit 75°C Dry prene jecket 
CONTROL 2. Walkerine insulation with neoprene 
sheath on conductors, neoprene 
RHW 
Wolkerzone (buty! rubber) insulation 75°C | CABLE jocket 75°C ¢ 
Style RR | and neoprene sheath—for conduit Wet or Dry 3. Pol a! 
yethylene insulation and PYC 
jacket 60°C 
c . Walkerine insulation and neoprene : 4. PVC insulat d PVC jacket 60°C 
USE—60°C sheath—for direct earth burial | i 
| 
Walkerzone (buty! rubber) insulation POWER F 
c FR or voltages up to 5000. Walkerzone 
USE 13 C and sot choath— 75°C i (buty! rubber) ozone, moisture and p | 
for direct earth burial i CABLE heat resistant insulation 7 | 


Service cables for entrance and drop 75°C | 


W G | Portable power cables, flexible strand- 
= Welkerf H ing, heat and moisture resistant rub- 
. 
NM ac. | 4 ber, neoprene jacket 
sheathed cable 
. Dualcote Rigid Iwice protected against corrosion—by a layer of zit 
Steel Conduit by the Dualcote protective coating. Highly 1 tant to acid 
and alkalies, and salt spray Ver mooth interior inf ¢. EMI 
Dualcote E.M.T. sizes from 42” to 2”. Rigid from to ¢ 


WALKER BROTHERS 


Conshohocken, Pa. 
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of Conshohocken 

| 

| 
RH-RW | = 

> RHL 
4 
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Undaunted by opening day 
bad weather, many Lake 
Michigan Club members like 
distributor Bud Eiseman 
(putting) completed 18 wet 
holes. This positive attitude 
made the 28th annual meet- 


Relaxing—But Provocative 


HIS YEAR'S Lake Michigan Club 

meeting may have started on a dis 

mal note, but it didn't wind up that 
way 

Ihe 28th annual conclave (and golf 
tournament) began Sunday, September 
fine 
Tuesday, the 


in 60 degree weather and a 
12-hour 
4th 


bers 


rain. It ended 


skies 
thoughtful on 


under sunny with mem 
relaxed—— but 
uch subjects as the manulacturetr 
distributor relationship, how to sharp 
and what 


en operating efficiency 


utomic power may mean to the future 
of the electrical industry 

e Bovine Caddies? 
souking rain fell 
hard to find 
hanging bags on the horns of a passing 


Though the cold 


and caddies were 


(someone suggested 


yoke of oxen), several of the hardier 


members teed off undismayed 
The club's 


spirit was there not only on the cours 


traditional daunth 


HAPPY HUDDLE 
Anixter econd tr 
W arrer 


retary 


treasurer 


zech 


90 


but in the dining room, manutiac 


turers’ suites and even among. the 


Lick 


and 


brench 
Relaxation 
the rule a 


wicker rockers on the 
Sheraton 
pointed conversation were 
this key micdwe 
the thought 

heard 


porch 
tern group discussed 
provoking talks they 
starting Monday morning 

e Plain Talk leadoff man wa 
Square D's vice president, Frank H 
Roby. Huis talk Customer or Part 
ner?” placed manufacturer-distributor 
relations in a new trame of reference 
He said to his 


manufacturer in good and bad times 


a partner is “married 


has an obligation to know his manu 
make rec 
stick as he 


with his own 


facture! products and to 


ommended price levels 
runs his busine 

ipital 

Ihe next speaker, R. D 
Commonwealth Edison 


the Dresden, I 


Maxson ot 
of 


nuclear plant to give 


d 


BIC PRIZ 


Butler 


club members a concise and dramats 


inalysis of what’s in the tuture tor 
atom powe! 

Windup man on Monday was bus 
iness consultant FP. Lee H. Wendell, A 
I. Kearney & Co., Chicago. His talk 
Profits,” furnished plenty 
of ftood-for-operating-thought as he 
pointed out what hi 
taught him to be the 
pitfalls of electrical 
efficiency ind the best 

Concluding 


Points on 


experience hus 
most common 
distributing in 
olutions 

speaker on Tuesday 
morning was Kendall Bo DeBevotse 
of Breed Abbott & Morgan 
to NAED. He 
laws and what they mean to the dis 
tributor Hi that these 
laws are your laws not 
veren t look 
ing and suggested that 


counsel 
examined the antitrust 
mph isized 
omething 
foisted on you when you 
distribu 
tors ubseribe 


Amer 


to ther uniquely 


in philosophs 
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=e 
‘al 
wig 
4 
04 
¥ 
a New chairman, Englewood Electric's Eddi WEEE Golf tournament and trophy winner was Cor 
ght urrounded by ¢ ew ne center nm Ele Flanking him are t v 
Greene Middle tat -lect committeemen Pau Ke y, t hairman joe 
i Cm and past chairman W. Ro Smart, Ge mons, Jr and low g winner John We e-Hind 
the 


EE Lane: 


ELECTRICAL TE 


TESTING 


Mr. EL. Git 
Manager of 
Anaconda Wir 
Hastings 
Dear Mr. Git 

Herewit 
results of t 
year under y 
plants from 


& 
30 
su 
in 


Wi 
ni 


2. 


3. 
to 
me 


4. 


uality 


_on-Hudson 6, New 


$pecimens ©} 
nt 


Calibration 
throughout. 
each, were © 
red 


TING LAB IRATORIES. INC. 


2 AVENUE NEW YORK 


BUTTERFIELO 6.2600 


. . CHEMICAL 


INSPECTIONS cerrTiric ATION 


July 17, 1957+ 


tleson, 

Control 
Cable Company 
York 


e& 


tleson: 


whic 
thirteenth 
covered your 


h brings together the 
contract 
geven 


No. 366064 for 1956-1957» 
have rendered to your Company 1n this 
-e Program. As usual, our service 
d of the following: 


h is our Summary Report 
he services 
ty Maintenan 
st and consiste 


we 
our 


to 


coasy coa 


with results of 
that 


jon records at 
As in other 
ected and so 


each plant, 

years, every 
labelled, while on 
ons went 


) 


eck or taudit" of ins 
me 121,50 tests examined. 
bstandard 


evidence 
ly material 
shipping room. 


material was reJ 


full compliance with relevant the 


specificats 


tech- 
check" - 


no criticism of 
As "double 


with 
cation. 


3 operations in each plant, 


licability of specifi 


tness of testin 


que, procedure Or &P! a 


f witnessed 
with our equip~ 
f ry agreement . 


on which plant tests had been were shipped 


tests made there by our 
specifications; 


products 
nersonnei, 


t 


yuarters ard 
interpretation of 


our head 


and our resul sati 


» apparatus the seven standards 


pieces of equipment, 


of all testin 
352 testing some 5 ranges 
" 


ted 


our certi 
hed to 


rts covere i 


sat 


ree 
re 


hecked; ficate repe 


label was attac ich to ina 1 e Lian ac- 


curacy limits. 


pro 


yntences 
tiveness of your in-p- 
shipped are in full 


rize in one 


the effe 
jucts compii4 


Very truly yo- 


line Cable Ld 


‘ 
be 
4 
3 # 
: 
q 
‘ 
To nt Quality Maintens 
evidence C nee will ne reav™ 
‘ed 
foerdon Thom Thy 
af in fe 
S/ 
- 
Cc 
‘a 
Ti ALOK 


CENSUS HIGHLIGHTS-—II 


6* 
| 
} 
} 
} 
} 
} 
} 
} 
| 
} 
i 
$154 69 
1O% | 
} 
} 
| 
yvumbper oO 
4 109 
sfablisnments 
Middle 
af ‘ 


Hl regional picture of commodity 


line distribution is not radically 


different trom that of the entire 
nation 

Statist from the recently released 

1954 Census of Busine indicate the 


division of several important commod 
ity al 


ast month 
the 


totals by region, I 


portrayed various slices of 


9 billon national sales pri tor clec 


trical apparatus and supphes whole 
salers {page 82) 

This month, a look at the regional 
picture shows that although minor 
varnmitions occur trom area to area 
no great deviation from the national 


How A&S Distributors’ Sales Break Down Regionally 


$658 
| 
} 6% 
24% 
4 } j Wining & ole 
WZ f ' 
ele € quipment 
the modity e 
$38 
{ 
| ¢ 
$ 356 22% 
19% 
28%. J 
BAY 
| $i WU $74 
] 
22% 
56 “le Uy 
> 
f 5% 
4° 
$ 530% 
277% 
YY, 22% 
495 % 
639% 
60 335 4 460 
' West itt East We 
M ‘ 


© Litthe Variation —Fluctuations in the 


ratio of electrical wiring and construc 


tion supphes to total sales were small 
ranging from a low of 48.1% in South 
Atlantic states to a high of 59% in 
the Middle Atlantic region. National 


iverage Was S3.8% 


Similarly, variations in the electrical 


ipplance radio and ITV. distribution 
were limited to shghtly more than 
10! Ihe Middle Atlantic recorded 
the lowest percentage, 2] while 
West North Central was high with 
32 8 Fast South Central came 
closest to the national average of 
7.4% with a 27.7% mark 


Percentage of sales of generation 
and transmission apparatus varied but 
4, from 8.4 in East North Central 


to 12.2%. in the Mountain area. U.S 


Product Distribution—By Regions 


figure in this instance was 9.8% 
e Wide Divergence —In 
dollar 
ments, and average dollar volume per 
establishment fairly 


vergence 


contrast, the 


volume, number of establish 


showed wide di 


As shown in the graph, dollar 
volume spanned a gap trom $90 mil 
lion in the Mountain area to $658 
million per year in the East North 
Central states while the Middle At 
lant 909 establishments were 
nearly 10 times the number in the 
Mountain region 

Regional average annual dollar vol 
ume per establishment was. slightly 


less than $1 million each, ranging trom 
a low of $634,000 to a high of $1.09 
million 

e Salient look at 


Features--A the 
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salient features for each region shows ee ee 
that New England, with 243 elec < 


trical wholesaling establishments and 
a $154 million regional dollar volume 

had the lowest per establishment America most 

average dollar volume in the nation at % a? 
$634,000 per distributor 


Middle Atlantic wholesalers sold “<ATANteH”’ 


the largest percentage of wiring and 


construction supplies, the smallest 


proportion of apphances, radios and l 1er 
1\ led eee 


sets the nation in number 


of establishments, were second in total 


dollar volume, but next to last in pet 
establishment dollar volume at an 
average Of $721,000 each 
Ihe East North Central region's 
LOCK 


claim to fame lay in its top dollar 


volume— $658 million per annum. The 
number of electrical distributors in 


No. 420 


the area, 601, was second largest in 
the country Fast North Central 


wholesalers’ average of $1.09 million 


worth of sales each was tops across 


the U. S. The region was lowest in 


percentage of generation and trans 


mission apparatus distribution 
West North Central A&S distribu The “Want Books” 
tors cornered the biggest percentage 
. and ringing cash 


of apphance, radio and TV sales with 


32.2% and were slightly above aver registers...of tool sup 
ave in pet establishment sales pliers all over Americ a 
e Near Average—In the South Atlan give profitable proof of 


tic states, electrical wholesalers di 


‘ the growing sales of the 


tributed the lowest percentage o 
viring and construction suppl Channellock No. 420 


$8.1°7, but were near the national Hundreds of thousands 
average in total dollar volume, $336 


of mechanics buy this plier 


million, and in per establishment dol 


lar volume with a little more than $! every year. They like its tight 
million average per unit grip in tight places its all 
Fast South Central  distribut “2 
round usefulness. And you'll 


were nearest the country median 


1V. and like the steady profits of 


mark in apphance, radio and 


veneration and transmission apparatu America’s fastest selling plier 
sales, and slightly above average in Stock it ve catalog it display 
per establishment dollar volume 
Sales for 114 establishments amounted it... and you'll sell it. Send for 
to $125 million, an average of a bit Our new catalog. 
more than $1 million each 

West South Central's 250 A&S dis CHAMPION DeARMENT 


tributors marketed $248 million worth 


TOOL COMPANY 


of electrical products to hit dead center 


MEADVILLE, PENNSYLVANIA 


on the national average of per estab 


lishment sales, a bit below $1 million 


Low Dollar Volume As noted 
above, the lowest total dollar volume 
in the nation, $90 million per year 
was recorded in the Mountain region 

[his area also held the smallest 


number of electrical wholesalers, and 


was Slightly below the U. S. average 


in per establishment dollar volum« 


Gseneration and transmission appara 


tus distribution found it highest 


percentage here, 12.2 
Finally, the Pacific region was neat 


the national average in total dollar 


volume and slightly above in per ¢ 
tablishment dollar volume, 360 units 


distributing $387 million worth of 5 
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NATIONAL PICTURE: 


1947 -49*\00% 1947-492100% 


BUSINESS INDEX for August 1957* 


220 : — 20 — 


160 160 
+ 
20 7 INVENTORY = — 
— 100 
80 T ‘ 
60 T 


INDEX % CHANGE 


Aug. 1957 July 1957 Aug. 1956 Aug. 1955 Aug. 1954 1956 from 1957*%* 
Sales 159 169 172 158 130 —2 
Inventory 142 14] 148 133 124 — 


SALES INVENTORY 
REGIONAL PICTURE: Change) ———(% Change) 
Py From From 1957 From From 
July 1957 Aug 1956 from 1956 July 1957 Aug 1956 


NEW ENGLAND cae 10 14 it 4 | 


MIDDLE ATLANTIC 9 2 1 


i EAST NORTH CENTRAL 2 13 9 3 8 


el WEST NORTH CENTRAL 6 1 2 3 8 


SOUTH ATLANTIC 4 10 3 6 


EAST SOUTH CENTRAL 2 | + § 


WEST SOUTH CENTRAL 19 16 0 4 + | 


4 b 1 § 3 20 
~ | 
*Fer electrical apparetus supplies distributors e Bures 4 Census 1009 1004 
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our left hand knows what 
our right hand is doing 


Our left hand make 
right hand makes cables, but both 


tapes, our 
are in the same busine provid 
ing optimum circuit security. 
Stands to reason that a cable 
maker ha 
producing the most effective splic- 


the best experience for 


ing tape compounds. And it stands 


to reason that Okonite, for more 


than 78 years a leader in develop- 


ing insulating compounds for all 


methods of cable-making, would 
be particularly well equipped to 
compound splicing tapes for all 
Okonite, by the 


way, is the only cable manufacturer 


types ol cable 
that produces a full line of splicing 
material! 

That’s why Okonite splicing 


tapes: Okonite, Okolite, Manson 


and Okoprene—are the finest you 
can buy 

No matter what your circuit sit- 
uation, there are Okonite tapes 
with insulation characteristics 
equal to—or better than—the cable 
being spliced. For details, check 
your Okonite distributor or write 
Dept. WH, The Okonite Company, 


Passaic, New Jersey. 


Available through authorized distributors only 


Splicing tape 


} 
ae & 
Som 
iat 
oe 
ey, | oxours ‘ 


WHOLESALE PRICE INDEX 


Product (1947-49 100) Sept. 1957 Aug. 1957 Change Sept. 1956 °%/, Change 


( pper Wire bare 128.0 133.1 3.8 172.8 —25.9 
2. Building Wire, type RH-RW 137.4 137.4 0.0 148.6 — 75 
4. Non-metallic Sheathed Cable 76.7 85.0 9.8 102.1 —25.0 
4. Varnished Cambric Cable 153.8 153.8 0.0 168.5 — 8.7 
5. Flesible Cord type SJ 134.0 134.0 0.0 148.8 — 9.9 


Lighting Panelboard, fuse type 132.3 132.3 0.0 126.1 49 
J, Lighting Panelboard, circuit breaker type 136.7 136.7 0.0 136.1 44 
B. Safety Switch, 2 pole type A, 250-volts 163.5 159.1 2.8 165.5 — 1.2 
9. Safety Switch, 3 pole, type C, 575 volts 176.7 168.5 49 169.0 44 
10. Air circuit breaker, 250 volt 182.6 182.6 0.0 175.5 4.0 
11. Power Panal, fuse type, 250 volts 143.5 143.5 0.0 141.6 1.3 - 
12. Power Pane circuit breaker type 149.4 149.4 0.0 145.1 3.1 
13. Motor Control, ax 25-30 hp., 400-440 volts. combinatior tarting switch 182.5 177.4 2.8 160.9 13.4 
14. Motor Control, ax 25-30 hp., 220 volts 172.4 168.1 2.7 151.8 13.7 
15. Motor Contr a.c., 50 hp., 440 volts 199.0 195.9 1.6 176.9 12.5 
16. Motor Control, a.c., 75 hp., 440 vo't 172.9 168.3 2.7 152.6 13.3 . 
17. Motor Contr d.c., 110 hp., 239 volt 191.4 186.4 2.6 169.4 13.0 
18. Renewable Cartridge Fuse, 250 volt 125.7 125.7 0.0 126.0 0.2 
19. Non-renewable Cartridge Fuse, 600 volts 126.3 126.3 0.0 127.9 — 13 
20. Plug Fuse, 125 volts, non-renewable 111.4 111.4 0.0 111.4 0.0 


21. Motor, d.c., 1/6 hp., 115 volt 172.4 172.4 0.0 164.4 49 
22. Motor, a 1/4 hp., 110-115 volt 114.1 114.1 0.0 105.4 8.3 
23. Motor, a. 1/2 ng 220-240 volts 110.4 112.4 1.8 111.8 1.3 
24, Motor, a.c., polyphase, induction, 3 hp., open sleeve bearir 9 141.4 141.4 0.0 141.4 0.0 
75. Motor, ac polyphase, induction 3 hp., ball be uring 140.1 140.1 0.0 136.8 2.4 
76. Motor, a.c., polyphase, induction, 10 hp., open sleeve bearir 9 156.8 156.8 0.0 159.6 1.8 
27. Motor, a. polyphase induction, 10 hy ball bearir g 157.2 157.2 0.0 150.5 45 
28. Motor, d.c., 5 hg 189.8 189.8 0.0 180.3 5.3 


29. Fan, under 12 inches 117.9 117.9 0.0 112.4 49 
propeller type, 24.30 in. wheel diameter, direct connected 164.8 164.8 0.0 166.4 1.0 


duction line, 1/4 in 123.1 123.1 0.0 120.9 1.8 
32. Drill, production line, 1/2 ir 122.2 122.2 0.0 116.3 5.1 
33. Saw, production line, 6-8 ir 99.8 99.8 0.0 103.1 — 3.2 
34. Pliers, b-ir ng nos 186.0 186.0 0.0 186.0 0.0 


Inside-frosted 1460 


Distribution Transformer. 15 kva 143.4 143.4 0.0 140.1 2.4 
37. Distribution Transformer, 45-50 kva 134.7 134.7 0.0 131.5 2.4 
3B. Dry Type Transformer, 15 kva 143.0 143.0 0.0 136.8 45 


type D 189.1 189.1 0.0 149.3 26.7 
40. Dry Cell Battery, portable radio 'B" pack 67!/> volts 146.3 146.3 0.0 136.4 7.3 
41. Dry Cell Battery, general purpose, No. 6 type I'/) volts 164.5 164.5 0.0 152.3 


Ammeter, po fy } 191.2 0.0 179.8 6.3 
44. Watt-meter, for instrument transforme 100-150 volts 181.3 173.9 43 


4 
48. Washing Machine, non-automati wringer type 3 
49. Washing Machine, automati« 104.2 104.2 0.0 103.8 0.4 
50. lroner table mode! 7 
portable ‘ 8 | 0.0 113.8 0.0 
52. Vacuum Cleaner upright 108.4 108.4 0.0 108.5 0.1 
53. Vacuum Cleaner, tank 99.5 99.5 0.0 974 3 
54 Refrigerator capacity 7.4.9.5 cubic feet and over 91.2 91.2 0.0 98.5 74 
55. Home Freezer Chest. 8.12.4 cubic feet 97.8 97.8 ).0 98.0 
Water Heater 2 


Radio, table mode 97.5 97.5 0.0 90.3 8.0 


58. Hi-Fi Phonograph nsole 104.9 104.9 0.0 99.9 5.0 
59. Radio, portable mode 93.0 92.2 0.9 91.3 9 
60. Television, table mode! 71.6 71.6 0.0 68.6 44 
61. Television, console mode 71.6 71.6 0.0 704 1.7 


Radio-televisior phonograph combination 


changes are increases. Decreases are indicated by minus sign 
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35. Lamp, 60-watt, 110, 115 and 126 

< p, 60-wa », 120 and 125 volts 5 160.5 0.0 145.0 10.7 

4 

45. Toaster, automatic 

4 ) n, under pounds 98.3 98.3 0.0 95.5 2.9 

| 

| 834 83.4 0 76.9 8.5 
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Don’t turn this 
Dave Engel switched to. 


page until you read why 


"... noticed a considerable increase 
in the sale of portable cord” 


"... individual spool packaging gives 
me easier inventory control and 
quicker handling” 


clear marking eliminates identifi- 
cation problem” 


"...uncoiling from the center of the 


carton facilitates handling” 


whole line very well accepted” 


Profits grow when your customers know that 


® Carol SJ cords and thermostat cable are packaged ons 
spool to the carton 


® Carol S cords (14 2 and larger) are packaged in a dispensing 
box that really dispenses 


® (jauge, voltage and jacket type plainly marked on every 
foot of Carol Cable 
® Cartons of Neoprene cords identified with RED LABELS 


4 No chance of shipping Neoprene for rubber br oils ‘ine 
Write Dept. EW today for full information. stalled 


CAROL CABLE COMPANY 


Division of the Crescent Company, inc, Pawtucket, Rhode Island 


Serving Industry for more than 30 years 


November, 1957—ELECTRICAL WHOLESALING 


carol cable Company: 
sale street. 
190 pnode {sland 
pawtucket, 
Gent lemen hie incre 
a 
we nave tnese past 
5 
nave 
operatio®: by f 
¢ jden ing 
the retas for the 
The ince tre" ue wes the pos} sve cord 
same reason: © cable Company marker size if 
of the Caro4 ion to = 
@nich ne coiled al, 
lying ing crow the 
ord, * the st Ling 
carto ‘ 
yeep > be 
i 
speakine, the whole 
panufae 
poth you sy your’ 
\4 
y co 
LIGHT ELECTR suP 
SUNL 
DE: ab 
97 


now! a low cost 
gasoline/oil resistant 
insulated wire .. . 


the NEW Nylon-jacketed 


CONTINENTAL 


APPROVED BY 
UNDERWRITERS’ LABORATORIES, INC. 


Looking for a low-cost gasoline and oil 
resistant insulated wire? An insulated 


wire approved for use in wiring gasoline 
pumps and in refineries BUT at lower 
cost than lead jacketed rubber insulation? 
Then youve been looking for this NEW 
Continental PETROL wire 
Nylon-jacket over thermoplastic 
insulation, PETROL wire is not affected 
by most oils, acids and alkalis. It is 
approved by Underwriters’ Laboratories 
for 30°C in gasoline . . . 60°C in oil 


or air. 
Available in sizes from 14 to 6 AWG 
. . in-a rainbow-range of colors. For 


more information on the new Continental 
PETROL wire, outline your requirements 
in a letter and mail to us immediately. 
A Continental field engineer will be 
glad to help with any insulated wire 
problem in your area 


FREE 72-page catalog of the complete 
line of Continental Insulated Wire 
and Cable available on request. 
Send for your copy today. 


( ontinental 


WIRE CORPORATION 


WALLINGFORD, CONNECTICUT 
YORK, PENNSYLVANIA 


PETROL WIRE | 


WHAT'S HAPPENING IN WASHINGTON 


@The Confused Business Outlook 


@The Housing Outlook 


@What Housewives Want 


@Power of The Future? 


@ Military Construction Outlays 


Iwo uncertainues hang 
over Washington's estimate of the business outlook: 

One question is whether the boom is over, and should the tight 
money policy be eased by reducing interest rates, thus making it 
easier and cheaper for the businessman and the consumer to borrow? 

Ihe other is whether defense spending should be increased. 

Ihe answer to the latter seems to be: Don’t look for any more busi- 
ness from defense contractors; the administration is still sticking with 
its policy of cutting back military procurement 

As to the general outlook for business, administration officials 
would like to see credit eased for political reasons, particularly. They 
fear the political impact of a slight recession before next year’s elec- 
tions, particularly if the Federal Reserve Board’s tight money policy 
is still in effect 

Ihe bankers of the Federal Reserve Board, however, want to see 
prices come down to make sure that inflation is dead before they ease 
up on money, They wouldn't mind a slight falling off of business; in 
fact, they think it has to come if inflation is to be stopped. 


The slight strengthening of the hous- 
ing industry, which began to be indicated in the late summer, is 
hardly big enough to bring total housing starts up to the 1|-million 
mark by the end of the year. That is the cautious estimate of experts 
in Washington, based primarily on construction in the first part of the 
autumn. The most quoted estimate for the 1957 total is 975,000 
starts, which is only slightly higher than the nine-month 973,000 es 
timate from the Bureau of Labor Statistics. In September, builders 
began 90,000 units, which figures as a seasonally adjusted annual 
rate of 990,000, But starts tend to fall in the last quarter, and ex- 
perts feel the actual total will be lower 


Better Liv- 
ing” in Washington came up with some new desires of homemakers 
Design of kitchens for including washers and dryers, as well for din- 
ing and entertaining (more wiring for bigger appliances would be 
apart in 
all rooms; overhead and built-in lighting, even indirect lighting sys- 
tems. Fixup of houses ranks above new automobiles among the de- 
sires of the women delegates at the conference 


“Congress on 


necessary), more electrical outlets—not more than 6-ft 


Atomic plants have been 
sought by many areas of the country as a factor that would help 
build their economy 


powe!l 


the western states and New England, for ex- 
ample. But the day of large-scale construction of atomic generating 
capacity seems to be drifting further into the future. Reason: The 
cost of reactor-generated electricity keeps going higher and higher 
as the cost of the facilities continue to rise. In many instances, costs 
of planned atomic plants—most of them subsidized to some extent by 
AEC funds—have doubled. Some have tripled 

These massive cost factors are damping down the enthusiasm of 
private utilities to plunk down their own funds to get a foot-hold 
in atomic power. Estimates show that power reactor costs now range 
as high as $750 to $1,000 per kw of output; this compares with con- 
ventional power plant installation costs of $146 per kw, on the 
average 


The Army’s fiscal 1958 
construction allocations have been made, and many of the installa- 
tions Ought to be markets for electrical wholesalers. Get in touch 
with your nearest Corps of Engineers district office to find out what 
projects in your area will need 
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A tew wraps of Gold Seal Rubber Tape 
provide a continuous sheath with insulating pro 


dielectric strength of the original wire coverin; 

A quality tape of lasting “tack” and fusion, Go 

to a perfect insulating splice, gives complete ek 
Made by Jenkins Bros 

Rubber Division, 100 Park Avenue, New York | 7 
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NAED Reports to the Industry 


Bootlegging Manufacturers’ Lines 


Ihe appliance calls it 

ransshipping 

Ihe electrical 
Bootleyging 

What you call it, the 

attempt to 


upply business refers 


No matter 


distributor who make a 


living off a manufactures line by 


feeding other distributors not recog 


nized by the manufacturer is doing 
himsell the 


industry a disservice 


manufacturer and hi 


pee h he fore a 
Sizurd An 


lrade Commi 


In a recent 
imsociation, Commissioner 
derson of the Federal 
ion said 

We American 
like conduct in 
basketball 
cheat 


ent in business? [he 


decry unsportsman 
football baseball 
goll—-we hate people who 
Why should it be differ 
stakes in business 


at cards 


more important than the 
yame. We 
tundard where 


certainly are 


takes in a cannot have a 
doubl 


rood rule in 


opk observe 


their social hours and 


dont observe yood rules thei 
busine hours 

It seems that that quotation tres in 
directly 


booth ol 


rather with the problem we 


have om the 
turers’ lines among distributor 
Ihe bootlegging of a manufac 
raises the 

loyally to the 


manufacturers 


turer's line not only question 


of the distributor 


manufacturer and the 


iles program, but eventually places 
the manufacturer in a position where 
than to take 


distributor does not 


he ha no other choice 
an action that the 
relish 

A manuta 
distribute his products through whole- 
built a that 


company and his 


turer who has elected to 


alers ind ha policy 
both hi 
to do 


permits 
distributor wn efhicient job with 


an opportunity ty make a reasonabk 
profit allord to see his di 


destroyed by the 


cannot 
pattern 
distributors 


tribution 
actions ol who insist 
on playing the game two wa 

later the manutacturer 
distributors 


He has no other 


Soone! OF 


must eliminate the who 


weaken his program 
situation reaches a 


choice when the 


point where the evil threatens to 
destroy the good 


We will healthier 


profitable and greater electrical whole 


have a more 
sale industry when enough distributors 
realize that broke ring and hootlegging 
vuin and even 
than 


represent a short-term 
tually cost the 
he can aflord 

No manutacturer 
tolerate 
line forever 

Ihe 
will put 


distributor more 


worth his salt is 
vomnyg to bootlegging of his 
distributors are the ones 
their 
storm 


Wise 


who houses in order 


now hetore the breaks 


Simplification of Lamp Types 


Ihe great amount of warehouse 


mice required to handle a complet 
| | 


mventory of the many types of in 


candescent and fluorescent lamps on 
has for a number 


the market today 


ol years been ol concern to 
the NAED Lamp Committee 

Ihe committee has contended tor 
that 


some time lamp manufactures 


consider possible simplification 
in the number of lamp types produced 
oO as to reduce unnecessary duplica 
tion and pive some relief this 
problem 

Ihe committee pointed out just one 
Start 


mace 


toward 
That 1s 


example of where a 
simplification can be 

in the production of only one 
of 1O-watt 


operate on 


fluorescent which can 


heat and rapid 
committee, reflect 


lamp dis 


both pre 
circuits Ihe 
thinking of 
there is no 
need for the 40-watt 
the 40-watt 


Start 
ing the many 


tributors, feels longer a 
lamp 


lamp 


pre heat 


since rapid-start 


100 


performs with satisfaction on both 
ballasts 


The production of one type of 40 


type 


watt fluorescent lamp, the committee 


agreed, would be desirable for many 
in the industry 
tol ballast 


ing fixture 


contrac 
and light 
and for the 
that 
would 


distributor, 

manufacturer 
manufacturer 
well. It is 


manulacturers 


consumer as believed 


lamp also 
benefit 
tion in production and in distribution 


Ihe 


mended to lamp manufacturers 


through a greater simplifica 


Lamp Committee so recom 


“Last Chance” before 
San Francisco 

NAED 
members in 
1958 


transportation 


The Board of Governors of 
that only 
good standing as of Jan. 1 


has decided 
will 
convention in San 
8-12. Non-members 


wishing to file application for mem 


be eligible for 
bursement for the 
Francisco, June 


bership should note this deadline 


CERTIFIED TYPE W 
quality electrical Cable 
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: 
not less than 67.32% Neoprene. 
“ A signed certification is affixed to 
reel. This great quantity of 
Be name, type, size, number of con- 
} —every making.” 
life and 
{ CABLES — Bronco 66 Cer- 
Type W available n cable 
a as large as 4/0! Made in 
[Mines and acceptance for listing 
by the Federal Bureau of Mines 
meets specifications of the 
J ORDER THE LENGTH You RE- 
QUIRE. IT WILL BE SUPPLIED 
: — | AT NO ADDITIONAL COST. 
‘COUNTRY... OVERNIGHT SERVICE 
America’s fastest growing 
specialist manafacturer of port- 
: ee LOS ANGELES 58, CALIFORNIA 
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UNMATCHED 
SOURCE 
BARKED IN 
NEW CATALOG 


Ine, I 
comple 


pted 


Wire 
Dranstormes 
le 


ncts 


bon 
obviou 
dealer 

product 

ier to sell 

peaple see t 
tion Is Not An 
lo iti if ! iV 
tire excellent protection 
istributor tin by helping 
down hi i help 
callback 


tractor by toppun 


bake a look 
low. Write 
facturmg 
N.Y. for a free copy 


GESCO’s elder statesmen reminisce as .. . 


WELCOMING 


Ralph J. Brown 


WESTPORT, CONN Ihe party 
marking the retirement of Ralph J 
nas General Electric Supply Co.'s 
vr ot marketing was not the 
Ur prise ort; it was, rather, a spon 
taneou ina expression of 
teem for a man whose industry 
tutemanship is widely recognized and 
vho ha erved hi company long 
ind 
e Loyal Servant — He 
nearl il of ind out 
tundingl cllective vi to his 
ompan ording to ¢ R. Pritch 
rd, Se yeneral manager 
His knowledge of his industry and 


recorded 


his host of trends therein were at 
tested to by 
ilutine hy 


a bulging “book of letters 
retirement presented at 
the part 
About 16 persons were in the 
h feted Mr. Brown and Mrs 


MRS. R. |. BROWN expri 


tcl thank a 


tiring } 


Genera! 
J}. Lewi 


All have 


Retires 


Brown at the Patterson Club on Sept 
’% The early-evening affair was ar 
ranged by A. J. Parsons, manager-fa 
cilities, GESCO headquarters, Bridge 
port and attended by present and past 
officers of General Electric Co., the 
(sE SCO division supple rs of the com 
pany, and industry acquaintances mack 
during many years of service to his 
industry's association 

e Served NAED—Mr. Brown has 
heen very active in the National As 
sociation of Electrical Distributors for 
many vears and has served on com 
modity committees, the board of ZOV 
ernors and the executive committee 
He was chosen president of the asso 
ciation in June 1956 (EW—July °*S56 
p. 61) and serv until June of this 
veal 

e Background —-A_ native of Lynn 
Mass., Mr. Brown attended Burdette 
Business School and Northeastern 
University. In 1916 he joined Pettingel 
Andrews Boston, later a part of 
GESCO 1929 he was named 
manager of radio sales for GESCO 
at Bridgeport and = later served as 
manager ipphance ales and then as 
vice president of the supply corpora 
tion. His tithe became manager of 
marketing for GESCO when the sup 
ply organization became a GE divi 
sion in 1955 

e Ahead: Activity Mr 
plans for the future do not include 


Brown's 


inactivity. He is looking forward to 
doing consulting work for firms 
that need assistance on distribution 
problems 
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Long Island City 1, N. Y.—Prom 
that it is the finest catalog eve 
brought out. There is everything in | 
is a lot of help to me in determining | 
pore ent cost mumist pre 
ost. And the Eagle line also afford | Brown (far left) to rank f retired officials of 
: ne one responsible ource of nop! Elect if y rRanizatior eft t rignt J}. G. Johanneser fe 
R. J. uis Mt nd M. O. Williams, 
: md reduces my paper rk handling y } iien, Lou dict W 
Wholesaler interested in assurin 
themsel ipl ea feud 
Keavle catalog just issued 
On the surface, this is a catalog of 
over L500 ipp ‘ 
md electrical AY 
Hat bet Covel 
j meet wholesalers have { dan un 
equaled | | it pol thre 
incl their lowed 
Look at thi explained 
one “Tt the fastest 
: items each eur for extra ile mad 
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tor Bell er 
Weatherproof 
mal other popula pl vl 
; 
hon 
tractor 
iy the 
. 
hy tke 
| 
ile ) 
wre de. | 
| 
: Perfec- | 
3 
iS CON: | is 
new Eagle cata 
Mam sses to C. | 
ng Cit || or the occa 
: n, aS her looks on 
102 


ABC ARMORED CABLE, TYPE ACT 


With Improved Features 
EASIER « QUICKER « SAFER 


PLASTIC INSULATED CONDUCTORS are clean, easy stripping, with solid 


clear colors, and minimum diameter for easier installation in boxes 


PAPER TAPE which is tough, moisture-resistant yet easily removed, gives pro 
tection to the insulated conductors 


INSULATED BUSHING for protection against sharp ends of armor; furnished 
with each coil of cable 


BOND STRIP UNDER ARMOR is used in all sizes. A flattened aluminum bonding 
wire in contact with the underside of each convolution of the galvanized steel 
armor assures a permanent, low resistance through armor to ground 


PREFABRICATED BREAKING LINES. At intervals of every |'2 inches on 
CRESCENT ABC Armored Cable will find a small cut mark. This cut mark 
shows the location of prefabricated breaking line inside the armor 


Only a few short strokes of a hacksaw guided by the cut mark are required to 
cut through ONE outer ridge, and a bend by hand severs the armor. By actual 
test, this saves 30% of the time ordinarily required. A clean separation results 
with no sharp edge. There is no chance of injury to insulation because only one 


OUTER ridge is cut 


The prefabricated breaking lines in the armor are so made that THERE IS NO 
REDUCTION of tensile strength, bending qualities, crushing resistance or 
electrical conductivity. This armor construction meets all requirements of Under 
writers’ Laboratories 


CRESCENT 


& CABLE 
CRESCENT INSULATED WIRE & CABLE CO. 


Trenton, New Jersey 
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ANHAT 
DID You; 


STOCK GENERAL ELECTRIC 
BALLASTS toget your share 
of the growing ballast re 
placement market. As a 
G-E Ballast Service Center 
you can give your custom 
ers better service by mak 
ing ummediate off shelf 
replacement of in-warranty 
ballast failures and pave 
t he Way for boosting 
normal ballast replacement 
sales, too. Call your local 
G_E Apparatus Sales Office 
for more details about this 
General Electric 
Company, Section 401-49, 
Schenectady 5, N. Y 


plan 


GENERAL ELECTRIC 
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DISTRIBUTOR CROUP attend 


ther ipplier n Tuesday, Oct 


yntractors 
O'Leary, Englewoor 
Hill, president 

Henry Czect 


ntaedaker, Triangle 


Chicago Lighting Institute 
Opens New Quarters 


FEICIAL dedication ceremonies for 

the new quarters of The Chicago 
lighting Institute at 140 S. Dearborn 
St. were held on Oct. 3 following a 
luncheon ul the Palmer 
House 

Presiding during the 
Ole A. Hill, Ji 
stitute. Featured speaker was Thomas 
Ayers, vice 
vealth Edison Co 
entitled, “Chicago Lighting Institute 
Past, Present and Future 

He described the Institute as having 


program 


program Was 
president of the In 
president, Common 


whose address was 


no counterpart throughout the 
vorld,” the only such technical center 
ponsored and operated by a group of 
busine firms. He surveyed the pro 
ress of the 


{ opence 


ooperative venture which 
April, 1930 a4 i head 
irters for ‘ new and the good in 
iwhting pr ct Since then the tn 
titute h loomed over half 
hon per 
He t the new quarters 
vhere the 


madustry can promote and 


namic tool of business 
lighting 
sell (its) basic commodity 

He termed the Institute a potent 
influence in Chicavoland 
from the S-ft-c to the 50-ft-c era” and 
predicted the lOO-ft-c era just 
wound th orner, with the “Lighting 
Institut rea tw pl 
ts partint 


bringing 


1957 Citation Award 
was presented to John O. Kreahen- 
buehl illumination, re 
tired from the University of Illinois 

Kirk Reid, president of the Illumi 
nating I ngineering Society also spoke 

Carl W. Zersen, managing director 
of the Institute, led the tour of the 
new quarters 

The facilities available for industry 
use include a lecture hall, reference 
room, rooms 
demonstrating latest in industrial and 
a 100-ft gallery of 
latest lighting fixtures, and many dis- 


The Institute's 


professor of 


library consultation 


classroom lighting 


plays of unusual lighting applications 


Holophane Rebuilds 
Lighting Institute 


NEW YORK The Holophane 
Light & Vision Institute has been re 
built to keep this lighting education 
of the East Coast ahead of the 
ot 

Besides its function in the Holo 
phane Co.'s 


change 
research program, the 
Institute is used a demonstration 
and lecture hall, a show place and a 
center for solution of lighting prob 
lems 
Newest 
equipment 
hown as well as t masics Of Vision 


All demonstr 


developments lighting 


and methods are 


itions are 
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Protects Your Profits 


WHITNEY BLAKE DYNAPRENE and all other WB portable cords are 


sold only through established electrical distributors .. . the 


WHITNEY BLAKE line is the profit-protected line. 


WHITNEY BLAKE produces DYNAPRENE and other portable cords 


by the continuous vulcanizing process that provides a premium cord 


at much less than premium prices. 


For portable cords of good quality that will serve your customers . 


and you... best, look into the WHITNEY BLAKE line. 


DYNAPRENE FEATURES 


HIGH FLEXIBILITY 
LONG FLEX LIFE 
STRONG — — TOUGH 


STANDS UP UNDER 
<HOP CONDITIONS 


FLAME RESISTANCE 


Write TODAY for this 
complete catelag . . . 
ne charge, of course. 


Well Guill Wires Since 1899 


WHITNEY BLAKE COMPANY 


NEW HAVEN 14, CONNECTICUT 
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Jersey Leagues’ Meeting 
Attracts 300 Delegates 
ATLANTIC CITY—The New Jer- 
ey Council of Electrical Leagues held 
its 21st annual convention at the Ritz- 
Carlton Hotel, Oct. 11-13, with 300 
contractors, electricians, consultants, 


inspectors, wholesalers and utility per 


sonnel attending 

Featured speakers included Don P 
Caverly, with Sylvania Electric for 
over 15 years and now with Harvey 
Hubbell, Inc., (see page 130) who 
discussed lighting, appliance and con 


trol ideas being used in the all-plastic 
house of the future” at Disneyland 


\ 
MORE GOOD REAS 
Frank (¢ Pesveyc Public Service 


niques; and Douglas W. Quirk and 


RNAS ELECTRIC DIS RIBUTOR of Co. 


| 


Ihese various talks emphasized the 
convention theme of Let's Talk 


Housepower ind stressed the neces 
y ity for providing adequate house wir 
ing in order to supply capacity for 


new electrical conveniences and ap 


Look for these “PLUS” values in 
your motor control franchise 


SELECTIVE DISTRIBUTION —Furnas Electric is selective 
in ats Distributor appoimtments so that no two serve the 


same accounts, 


QUALITY PRODUCT Furnas Electric Motor Controls 


are designed, manufactured and tested to constantly out W. J. (JACK) MASTERS, executive 
perform all similar devices. manager of Essex Electrical League, hold 

plaque presented “in appreciation of hi 
WAREHOUSING —Furnas Electric looks to its Distributors devotion and distinguished service to the 


to warehouse its products and do it profitably. Size of stocks electrical industry William Griffith 


are based on local requirements and area served. Central Jersey League) made the award 


n behalf of the uncil, which Masters 
PROFIT MARGIN—Distributors enjoy substantial profit 

margins when selling to all classes of trade. 

ORDER REFERENCE—Furnas Electric refers not only in- 

quiries, but direct orders to Distributors for handling. pliances, present and future 


Elected president for the coming 
yeur was Reginald Richardson, Jersey 


These and many other advantages can be yours. For full 
information, write or phone today for Distributor Port Coast Electrical League, an electrical 
folio 5412, Furnas Electric Company, 1069 McKee Street, contractor 

Batavia, Illinois 


Included in the Council's new ex 


ecutive committee will be James H 


ond Stapleton, Essex County, Public Serv- 
vice G & E commercial manager; 
George Nassor, Bergen County, 
FURNAS ELECTRIC COMPANY wholesaler; and Cliff Justesen, Passaic 
County, wholesaler, the Council’s im- 
BATAVIA, ILLINOIS mediate past president 


General chairman for the conven- 
tion was James Kennedy, Harvey 
Hubbell, Inc 


SALES REPRESENTATIVES IN ALL PRINCIPAL CITIES 
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NEW P&S PIN TYPE SOCKETS 


Any time, any place, or any weather, the new 5464 P&S Pin Type 
Socket is the easy, dependable unswer for temporary decorative light 
ing. The 5464’s are applied directly to the wire. No stripping. Sharp 
pointed pins pierce insulation forming positive wire contact with 
absolutely no insulation injury. Wires are firmly held in place when 
socket cap is tightly screwed down. Sockets disconnect easily for use 


over and over again. *Pat. No, 2,751,568 


@ Long-life plastic cap and body. 


®@ Streamlined, functional body sheds @ Wire hook supplied with every 
water. socket. @ Rated 660 Wotts, 250 Volts 


@ Extra ring molded in cap thrusts @ Contact pins riveted to prevent @ Listed by Underwriters’ Laboratories, 
Inc 


wires into position. loosening. 


Write Dept. EW-30 for free catalog information. 


PASS @€ SEYMOUR, INC. 


SYRACUSE 9, NEW YORK 


60 E. 42nd St., New York 17, N.Y. 1440 N. Pulaski Rd., Chicago 514, Ill 
In Canada; Renfrew Electric Limited, Rentrew, Ontario 


7 MAKE THE COMPLETE JOB COMPLETELY P&S 
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“RA” 
STARTERS 


“28900” 
PUSH 
BUTTON 
CONTROLS 


MANUAL 
STARTERS 


“RAC” 


STARTERS 
ONE” 

MANUAL 
STARTERS 


WHEN LOOKING FOR 
GOOD PRODUCTS 


LOOK FOR A GOOD NAME 


The motor controls shown above, and all the 
other products in the complete ARROW-HART 
motor control line, bear a name that has earned 
a high rating in the electrical industry during 
the past 67 years. This fine name — ARROW 
HART — is your assurance of motor controls 
you can rely on for quality and dependability 


Outstanding service — on-the-job assistance 
from field engineers for Arrow-Hart Distribu 
tors, Electrical Contractors and Plant Engineers 

is another reason for ARROW-HART?’S fine 
reputation. This combination of a complete line, 
a superior product and superior service makes 
ARROW-HART motor controls the logical 
choice. Write for a free copy of new Catalog No 
12 to The Arrow-Hart & Hegeman Electric 
Company, Dept. EW, 103 Hawthorn Street, 
Hartford 6, Connecticut or contact your nearest 
Arrow- Hart distributor 


ARROW © HART 


189-0 


COMBINATION 


INDUSTRY-WIDE 


Such ultra-inter-industry coopera- 


tion has developed recently among the 
electrical industry-wide activities, that 
you can't tell the programs apart 
without a scorecard, it might be said. 
LW offers this scorecard. 


4,500 NEW Kits on Way 
To Industry Leaders 


[he National Electrical Week com 
mittee’s 1958 planning guide and kit 
of materials is now being distributed 
throughout the electrical industry 

Final plans for the 1958. obse 
vance, scheduled for Feb. 9-15, were 
announced at a NEW committee s« 
sion in’ New York City early last 
month 

Approximately 4,500) guides and 
kits are carrying the program plan 
to industry leaders representing distr 
butors, contractors, dealers, city ele 
rical inspector leagues and associa 
tions, power suppliers, manufacture! 
and electrical union representatives 

Ihe national committee, headed by 
Merrill E. Skinner, expects more than 
SO community NEW commitices to 
carry out local programs 

In urging distributors to take part 
or, in fact, take the lead—in torm 
ing such committees Arthur W 
Hooper, secretary of the national 
NEW committee, and executive direc 
tor of the National Association of 
I lectrical Distributors declares al 
follows National Electrical Week 
should offer a challenge to all ele 
trical distributors to organize now tol 
local observances in their area ILhere 
is no other group in any locality that 
has the trade contacts that the ek 
trical distributor has to make a suc 
cestul bid tor all-industry support ot 
a program of this type 

Kits contain general information 
ibout the objectives and benefits otf 
NEW, an outline of the national com 
mittec plan i report of industr) 
support already lined up, suggestions 
for state and local NEW committees 
ideas for individual company partic! 
pation, news and advertising copy 
Science Youth Day material, and 
list of program aids available 

Finally there is a NEW report 
form designed to enable the national 
committee to chart progress of cele 
bration plans 

Ihe address for returning report 
form by those acting as local 


spokesmen—and also for requesting 
kits is [he National Electrical Week 
Committee, 290 Madison Ave., New 
York 17 N y 
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Here’s a SOFT TOUCH 


for Greater Profits... 


PROGRAMS 


National Wiring Bureau 
Lauds Housepower 


During 1958 the weight of the Na 


tional Wiring Bureau’s promotion will | | 
be behind the Housepower consumer : 
idvertising program, and tts efforts 
directed to electrical contractors and i 
home builders 

Housepower is Salespowet the 
bureau's theme tor its 1958 program 
is designed to help translate the con i, ~ 
umer demand tor Housepower into " 
ales of modernization jobs > 
ind adequately wired homes, bureau ft 
pokesmen report 

fhe bureau is cooperating with the 
Edison Electric Institute to distribute 
Housepower promotional tools to con 
tractors. Continued emphasis on the 

ilue of Housepowel! rating sheets 
ind estimate proposal forms ts ex 
pected 

A brochure for distribution to home oH 
builder will provide suggestions for 
merchandising Housepower in the new a, 
home construction market Tr 

Also the National Wiring Bureau No. 2891-1 


will continue to encourage establish 
ment of local wiring certification bur 
euu At present there are 125 such 
bureaus 

With this emphasis on contractor 


The NEW 


nd homebuilder where 1s the ele 


trical wholesaler with regard the 
idequate wiring program? 

EW queried Lester | Barrett 
newly elected chairman of the NWB ARROW -HART | e 
ind long NAED’s representative to Il 


the bureau 
\ NWB chairman he declared 
Ihe distributor's role is to stimulate 


@ AVAILABLE IN BROWN OR IVORY, SINGLE POLE, 


LBE Medallion Homes Push DOUBLE POLE, 3-WAY AND 4-WAY 


United Programs’ Themes 
the new Live Better Electrical Write for free booklet to The Arrow-Hart & Hegemar 


the program outlined ooperating TAP 
vith local bureau where they exist ACTION WITCI 
nd if none exists, to take the initia 
tive lor new installation omoder i if ea tw 
ihe cust me if i ‘ with 
dent of Barrett EBlectrical Supply Co this newest touch in tightir ont The Quiette Tay 
Action Switch — WHICH FITS ANY STANDARD 
st lous). he remarks that “no on rOGGLE WALL PLATI wuietly ofl 
; | ha the per onal contact vith it the tap of a fi er-tip, hand or ell . . vere 
ontractors that h ource of suppl flint noh to Sof, teolea ans 
ly " el os and 
the dystributor 2 incandescent or fi 
He urge ndividual compant to 
a lop their own internal program e H&H SPECIFICATION GRADE, UL APPROVED 
to train salesmen and countermen t e 15 AND 20 AMPS, 120-277 VOLTS, AC ONLY 
teach contractors to push rew 
' @ SCREWLESS TERMINALS OR BINDING SCREWS : 


Electric Company, Dept. EW, 103 Hawthorn Street 
Medallion Home program, announced Karttord 6. Connect ON Pn ais 
month lesigned to timulat in principal citu 
truction and sak of new home 
ll price rang featuring full 
light 1 n ind | 
applian ARROW 
} m | th | \ 
/ Ae, 
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adva nced Superior lighting design and INDUSTRY-WIDE PROGRAMS 


construction plus low cost make 


recessed Atlite the value line in Continued from page 109 
li hti recessed fixtures. local aspects. Some 300 power and 
ig ing int uppliers will establish standard 


tor the LBE Medallion Homes accord 
| 


ing te need 


7 Finishes—Chrome ... Copper... ind preferenci 


Brass ... White. Grey Mill awar medallions to qualify 


Satin Aluminum Anodized.. . gy home b lers in their service 


Satin Black Anodized. 
Local » sought trom 
listributor retailer ontractors, rr 
6 Glass Designs tailers, mortgage inkers and local 


manufacturer contact 
At the national level ISO electri 
i} manuta rer ire supporting the 
r advertising and pro 
motion and in distributor activities 
While utiliti have been designated 
iS local publicity headquarter distri 
utor jomnthy have been 
irged to work with home builders on 
new home features promoting — th 
BI theme 
Ot particular emphasis in the Me 
lallon Home program will be the 
part played by the electrical distribu 
n promoting locally to builder 
ind homeowner the residential light 
ing feature of thi program 
As the he idquarter for home light 
Plus vith his facilities for 


inv equipment 


Asbest lining .. highest ind the very best 
dential | techniques—the 
efficienc y reflectors. is the most log 
spring tension lens « lip that ! ) ) | track illies to co 
cushions glass while ordinate the home lighting phase of 
the Medallion Home program 
holding it firmly in position. 

Union-made, U.L. Approved. 
EEI’s Housepower Program 
Calls ‘58 Year for Action 


Plans for the Housepower program 


Installation is easy with 
Atlite Pre-Wired Box and 
Adjustable Bar Hangers: 


innounced by the wiring 


Just pull ‘R’, ‘T’, or ‘TW’ romotion committee of the Edison 
wire directly into J Box. Flects Institute ire variously linked 
; by thought and theme to other indus 
No asbestos or slow burning 
pra ‘ram 
wire required 1} plan Ca SN the ar tor 
No additional pull boxes tion in eg rewiring and the 

ve Better les illy phrase 

first promotion is a 
$100,000 contest scheduled for launch 
hangers eliminate framing-in. ing during National Electrical Week 


3. Fibre glass gaskets 
prevent light leakage. necessary. Pre wired box 


is always accessible. Bar 


Housing is easily by 9-15 nviting contestants to 
vrite a caption for one of the typical 

centered after Hor ' 

OUSCNOWCT toons 

nailing up hangers Second onsumer booklet on 
How to Plan for Better Living with 
Housepowel! vill form the nucleus of 

il wre 
Send for the tall 19 | motion : 
ontinuing next vear \ he ‘ 
NEW ILLUSTRATED CATALOG ae ar will be House 


h contractors | ny 
of the complete ATLITE line. 
the help of distribu 


the NAFD kit stressing 

heets, and more 

ps at which con 

allies (distribu 

315 Ten Eyck Street, Brooklyn 6, New Yor« tor Cl A shown their 


ontinued on page 112 
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QuetArc has the barrier an arc can’t cross! 


QuelArc isolates each pole i: |! 
penina a phenoll parr nat ete ively ate UL Listed —600 Volts AC. 250 Volts DC 


conta even in tne essence Ol 1G 20, 30, 60, 100 and 200 Amperes 


on-explosive du 


QuelArc has insulating paths several tim 


+ thy r 


Double-action, Arc-Quenching effect is achieved by ' - 


QuelAr indem chamber 
inectors may be ipled or ur ipled a FAN 
full load with maximun ifety Post XQ 


IT COSTS NO MORE to be sure wit! irc’s exti Hb, Panelboard 
pre 2G. \ 


PYLE-NATIONAL COMPANY 


WHERE QUALITY IS TRADITIONAL 
1352 N. Kostner Avenue, Chi 


he ° ‘ Age 
Sustrie! Cap eparime 
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HIS [5 THE MARKET 


... SOCKETS 
STREAMERS 


XMAS DECORATIONS 


HOLIDAY 


@ STREETL 


Lots more than ever before if you sell UNION 
Sockets & Streamers... because NITION, the 
first and oldest manufacturer, offers a time- 


tested dependable product available for im- 


mediate shipment from convenient warehouses 


or the factory through qualified wholesalers 


everywhere. 
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Continued from page 110 


Housepower ts now synonymous 
with adequate wiring throughout the 
electrical industry,” EEI spokesmen 
pointed out, and it “has achieved real 
meaning at the grass roots level, where 
viring modernization becomes a re 
ility in rewired homes 

Long-term goal of the Housepowe! 
program 1s modernization of wiring 
in an estimated 20,000,000 American 
homes 


FEI cites 


10% of 


surveys showing that 
American homeowners now 
are familiar with Housepower and can 
identify its meaning with adequate 
viring, and also that the program has 
had tangible effects 
clectrical product 


n lifting sales of 


AHLI’s 1958 Goal: 20,000 
Light for Living Homes 


A goal of 20,000 “Light for Living 
homes for 1958 was set by the Amer 
ican Home Lighting Institute during 
its fall meeting in New York, Oct. 17 

A “Light for Living 
which meets or exceeds the minimum 
residential 


home is one 
lighting standards estab 
lished by the Institute earlier this year 
ind widely distributed among. elec 
trical contractors 
chitect 


home builders, ar 
ind electrical distributors 

fhe minimum standards require an 
iverage Of about 26 fixtures per home 
according to estimates made by a 
committee of utility and lighting fix 


ture manufacturer representatives 

[here are now only 11 lighting fix 

ture in the average home 
Described as the most ambitiou 


promotion in the history of AHLI 
the program will tie in with the Me 
dallion Home program sponsored by 
Live Better Electrically. AHLI stand 
irds are recommended as minimum 
requirement for any butlder who 
eeks to obtain the sales and adver 
tising benefits of the Medallion Me 
dallion will be awarded by local 
utilities to builders who meet the light 
ing requirements, the requirements 
for wiring and those tor electrical ap 
plances 

AHL will involve its manufacturer 
ind electrical distributor members in 
the campaign ind details of it pro 
gram are to be announced at a joint 
meeting of manufacturers and distri 
butors tentatively scheduled for Feb 

iccording to Ted Cox, the insti 
tute managing director 

AHLI will supplement the heavy 


national and local advertising of LBI 


with its own promotion program and 


robably will continue to grant its 
Living Award to builders 
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UNION INSULATING COMPAN' 

who qualify 

a 


Is your Lighting 
Fixture Department geared for 


peak selling? 


Complete this checklist and find out 


Yes No 


1. Do you buy to a basic stock plan? [ ] 


2. Do you stock the fixture styles that ] 


are the fastest moving? 


3. Have you adopted a year-round 


calendar of advertising and promotion 


effort? 


4. Are your sales people qualified to 


w ve 


ADVERTISE 


advise your customers in the selection 


of lighting fixtures? 


5. Do you display and merchandise your 


fixtures in an appealing way? 


6. Do you have literature that helps 


your customers select the right fixtures? 


General Electric’s “FIXTURE SALES 


7. Have you located your fixture de [J [] KIT” covers all these points ae ane 
partment so it will capitalize on the 
greatest volume of store traffic? then some! 


8. Is your inventory control system up 


to date? 


9. Do you keep fixtures turned on as 


an advertising and sales tool? 


10. Do you hold regular sales meetings 


where you can keep your sales staff 


abreast of the latest home furnishing 


trends and information on lighting 


fixtures? 


GENERAL ELECTRIC CO ae 
4 Large Lamp Dept EW.117, Nela Park 
— Cleveland 12, Ohio 
% 4 


Progress /s Our Most Important Product 


GENERAL ELECTRIC 
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Distributors Report 
Large Fan Overstock 
NEW YORK Electrical distribu 


tors in many sections of the country 
again are faced with a serious Over! 
stock of household type fans,” accord 
ing to the National Association of 
Electrical Distributors and its fan and 
ventilating commiuttee 

Chairman of the committee ts 
Charles O. Stoike, Revere Electric 
Supply Co., Chicago 

Ihe NAED committee reports an 
inventory of more than $1 million was 
in the hands of 127 distributors as ot 
Oct. 1. This is the second successive 
vear in which the committee has 
made a special survey of the fan 
overstock situation 


THE REACH is RIGHT AND TIGHT fhe inventory situation—attributed 


to generally cool weather throughout 
with KRAEUTER LONG NOSE PLIERS most of the nation during normally 
hot months is considered just as 
serious this year as it was at the close 
of the 1956 fan selling season by 
the committee 
Ihe Midwest and South were par 
ticularly affected, the survey reports 
Ihe Northeast possibly fared some 
what better 
Ihe survey reports on household 
fans, excepting kitchen, bathroom 
and exhaust types. Total distributors’ 
cost of units on hand as of Aug.31 
was reported as $1,012,692 This 
compares with $1,198,783 for 1956 


Fan sales this past summer are 


You can depend on reach- probably far below sales in 1956, ac 
ability and cutting power cording to the committee, because 


many distributors started the 1957 


with Kraeuter’s #1781 Long 
season with large hold-over stocks 
Chain Nose Pliers. And your und wholesalers generally exercised 
reach will be tight and sure conservative pre-season ordering pol 
for those hard-to-get-at jobs ches 

Some distributors indicate they will 


with the extra long milled not purchase fans for 1958 until they 
jaws of these pliers. move present stock Stoike’s commit 

tee states. Still others are reducing 
Buy the right line—Sell the the number of lines they stock 
right line. It’s the Kraeuter More importantly, the NAED com 
° ° mittee noted, distributors have come 
line for electronic and elec- 

o realize the need for establishing a 
trical work. Kraeuter tools closer liason with manufacturers that 


are unreservedly guaranteed. will contribute to better purchasing 
and production schedules 


Send for catalog #25 illustrat- 
ing complete Kraeuter line. Two More Wholesalers 
Gain NAED Membership 
NEW YORK-— Two full-functioning 


electrical wholesale distributors 


BUY THE FINEST 
elected to membership in the Na 
BUY KRAEUTER tional Association of Electrical Dis 


#1781.7" BUY AMERICAN , ar tributors as of Oct. | are as follows 
<< Columbia Electric Supply Co., Inc 
Brockton, Mass., R. V. Papani, presi 
dent; and 

Pacific States Electric Wholesale 


Kkraeuter &co.inc Los Angeles, 


FOR 100 YEARS THE FINEST IN HAND TOOLS 1860-1960 @ NEWARK.N. J more than 1,060 member firms 


AS MODERN AS TOMORROW 
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INSTALLATION COSTS LESS... 


with fixtures using 


ertified CBM Ballasts 


WIRING COSTS 


+ 


SAVE ON WIRE COSTS ov bactor in 
Certhed CHM Bal our customers 
from expe ‘ needed by low 
power factor eq met puards agaiost penalty 


charges on light 


KEEPS LABOR COSTS DOWN, TOO. (Liuw 
factor can boost these costs 4s much as G 
CBM Ballasts mean fewer circuits, fewer man 


hours ned cle d 


TAILORED TO THE TUBE Certihed CMM Bal 
last rovide al tig it from tubes 
which mean mm costs 


higher lizhtin Is with fewer fixture units 


ITE Fe 
PROTECTION FOR YOUR CUSTOMERS hecause (IM Ha! 

CBM BOOKLET 
lasts are nade to exacting pe rlormance spec 


then checked and certified by ETL. And they're also High Power 
listed by UJ 


Seven leading manufacturers naw make up 


EATIFIED BALLAST MANUFACTURERS 


2116 KEITH BUILDING ° CLEVELAND 15, OHIO 


Participation in CBM is open to any manufacturer who wishes to qualify 
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You'll Find More True Economy 
in Lighting Units hy 


All New Series 4000 


Aluminum Floodlights 
steber lighting units will help 


you solve your lighting problems hi ~~ 


easier, quicker, better and at low 
est COST, 

Every Steber unit is designed to 
use a variety of handy, versatile 
Steber mounting flanges and acces 
sories lets you tailor-make 
ing units for highest efficiency and 


custom appearane 


Condensed Catalog 
CTC.2 gives you 
specificaiions cover 
ing the entire Steber 
line. Send for your 


free copy today! 


Designed to meet NEMA Spec. Fl 6-210 


Lighting Units STEBER for Every Need 


STEBER MANUFACTURING CO. + Dept. 71, Broadview, Illinois 


STEBER MFG. CO. OF CALIFORNIA, Inc STEBER-WOODHOUSE, LTD 
242 So. Anderson St., Los Angeles 33, Calif 33 Ingram Drive, Toronto, Canada 


SOLD THROUGH LEADING DISTRIBUTORS 


Phillips & Edwards Corp., 
Elec. Corp. of S.F. Merge 


SAN PRANCISC O— Iwo major tt 


hit daistt 


lent ecu il 


na 


n northern California wer 
fon Oct. | 

Philly vard lectric Cory 
tric C ory ot San 
yperate from now 
Edwards Electri 
uses in San Fran 

branche One 


Stockton and 


Bit ompan VI be headed by 
A. Phillips as president and general 
el vith Duke” Imholt 
| nanagel I M 
il 
oO house 
month the companys 
msolidate its San Fran 
nto one house 
of Phillips & Ed 
mont St 
independent dis 
trib pra no dupli 
ed, the area 
erviced Phil 
ompany 
part of the volume 
ind will handle this 


nsiderabl 


NAED Completes Roster of 
Committee Chairmen 
NEW YORK Additional appoint 


nts to committe three commod 
| ire announced 


ation of Fle 


loledo Ohio 
idential lighting 


of Litscher 
Gsrand Rapid 
Mich i h i ) h lamy 
ommitt 
ident of West 
Supply Co 
of the con 
ommittes 
cCommiltes 
presi 
Wholesak Suppl 
ppomted chair 


varchousin 


Greensboro Distributor 
Opens New Building 


GREENSBORO. 
Supply & Equipn 
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{ trical Distributor 

\ Richard Cir of Th Caro Fle 
\ tric Fixture 

\ 4 haiman ti rr 

\ 

f t! Heavy gaug 
see, reflector, stainless steel lens ring and rugged 4 
hinge rir latche therma ind 

“ | hock resistant lens with asbestos gasket 

ey finned heat radiating cast aluminum neck 
st host of other special Steber extra value 
oo Yo n pay more, but yo n't buy a better 
— / floodlight! Mark y r inquiry for new litera 
er ture on the Steber Series 4000! i 
mimit 

| lormal Of its new 

| uilding at Wend 
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pioneered by 


Help Machinery Builders, 
Contractors, Maintenance Men 
Cut Costs, Time, Effort-- 


HELP YOU SELL MORE 


Every buyer of rigid conduit fitt can bene 
fit substantially by usin hese new Ideal-Sim 
plet product OOK a nen and see for 
yourself. If yo 

counts of ther 

you, handsomely 


more tacts 


lhese are par new prod development 
program 
uvo There 
released through 
do a better job than any comparable product 
ble! And tha anotm é I why 
ou can sell more by telling your customers and 
ts about th 


ou stock them! 


them nationally in lead- 
magazin at's more, there arc product 
dire mail rature and a compicte 

In addition, held WRITE. WIRE 

discount! Better take a 


loser look ; his Ideal Simplet line 


primed and ready to help you sell more 


Pioneers in conduit fittings 


ond electrical specialties 


SIMPLET 
FITTINGS, Inc. 


A Subsidiary of tdeal Industries, inc 
1047.K Park Avenue, Sycamore, Iilinow 
Telephone: Sycamore 2114 
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FITTINGS 


COVERS 
WiTH 


LOW. COST 
FIXTURE 
HANGERS 


FITTINGS 


These Revolutionary 
She 
4 
4 » 
\ 
HUB-LUGS 
ask for them, well get them to 
you fast! ‘ 
‘ 
PULLING ELBOWS 
ae 
4 
Yes 
al 
| 
sal : 
AND HOW TO GET 
Ci THEM FOR YOUR AREA , 
“4 
“ 


‘4 . » quality product 
in @ quality package 


1929 

popular standard 
duty size 


1984 
steol-hail reinforced 
screw assembly 
“Semi-fioat” section 


Steel-bail reinforced 
«rigid screw 


i PORCELAIN 


ILy 
ol 
Porcelain 
built to 


The n 


ywword for 


IAEL Conference Covers 
Appliances, Heat, Programs 
INNAII he na 
International Asso 
il Wal 


“Serer eld at th otel, Oct. 2-4 


ING annual 


from all 
Ihre 


entalive 


Stalk 


Knox 
ohmbdu where 
forming me 
New Officers 

on on Oct. 4 licers for the coming 
follow presi 

Lo le 

McDermott 

( Simy 
( hicag in ecretary —Herbert 

Immed ident Don | 
named a 
board of gov 
errno! 
following division 
M. breudigman 
Providen Water Fairmont 
\ K Harrison, Omaha 
rotty Salt Lake Cuty 
loronto 
m. D. ¢ Wid 

the 19 
for Oct. 1-3 
Ihe veneral se 
which began on Wednesday, Oct. 2 
I itured i rit ol forecast ol ce 
lopments expected in the 
field n 
Related to the 
el pre 


ury trend n 


thi new 


and 


selected a 
convention sched 
INCTIUSIVE 


e borecasts sion 


apphance 
coming i! 

ubject was a 
entation on “the revolution 
hands 


vith 


mer ing of elec 


trical appliance industry asso 


Yet inside 


produc t that reflect 


il 


cition execul ind editors as 
over 60 year 


pram list 
Ihe 


electric 


Xperience ind product reliability 
Product 
etting 


tall 


ential for residential 


wireholder are 


replacement 
that 


pace «tandard pul 


poses as well a w homes—wa 


long in ition 


custe 


ure uninterrupel 


inother topic discusse Industry pro 
itistaction 


motion of electrical 
for 


how to 


wiring Came In 
attention 


make the 


u better 


major Ihe question of 


PORCEI 


toda is for 


ALAIN PRO 


reoneration 


electrical contractor 


man Vas analyzed 
Ihe | 
devoted to a 


national 


ind dependable e liec-ins riday morning ses 


ce. Write toda 


of lectrical 


for a complete on Wa progress report 


porcelain pro on industry-wide programs 


ind plans for 1958 by program 


spok esmen 
Ihe 


Outsianding 


e Housewares Plaque annual 


award of a plaque for 


activily by in electrical league in 


SINCE 


promoting electric 
to the Electrical Association of Phila 
delphia. John A. Morrison received 
the plaque pres nted ny R H 
Williams the NEMA 
electri section 


housewares went 


chairman of 


hous¢ 
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FRICTION TAPE 


CHASE TAPE 


Like to hook more tape sales with one complete line? More and more wholesalers 


are with Chase Friction, Rubber, Plastic and Neoprene Tapes. Good reasons for it, too. 
Chase Saran-Wrapped Tapes eliminate ordinary storage problems 
assure top taping qualities in every roll you sell . . . keep customers coming back 
for more. See for yourself! Order a factory-fresh supply today 


Chase & Sons, Inc., 26 Spruce Street, North Quincy, Mass 


CABLE INSULATING TAPE * CABLE BINDING TAPE 


CHASE t& SONS INC. CABLE JACKET TAPE + NEOPRENE SPLICING TAPE 


FRICTION, RUBBER AND PLASTIC TAPE 


North Quincy, Mossachusetts LAMINATED AND REINFORCED INSULATION 


. 
: 


WHAT'S NEW WITH 


Des Moines Residence 
Has 10-kw Lighting 


ay Major feature of a ranch type home 
in lowa is the lighting and wiring 


WIRING PROBLEMS installation which will give home's 


owners over 10,000-w of fixed lighting 


IN HOT LOCATIONS including a combination of recessed 


and surtace fixtures, dimming on living 


room lights and remote control switch 
WITH TRIANGLE Des Moines 


ing. Brown & Weston 


AVA CABLE electrical contractor planned and in 
talled 


the system 


Interior lighting installation 
Triangle AVA Cable is a practical answer includes 185 recessed fixtures of vat 4 
h ious types and 15 surface or sus 
or all types of wiring in hot locations, pended fixture 
particularly if oil, grease and corrosive Ihe living room has 35 recessed 
fixtures controlled by a  4,000-w 


motor-driven dimmer switch, and 


fumes are a hazard. The insulation con- 
sists of a uniform wall of high dielectric 

three low voltage control units. Here 
strength varnished cambric sandwiched the object is perimeter lighting for 


between two walls of glass reinforced general illumination and local lighting 
: for decorative effects 

asbestos impregnated with a chemically 

Kitchen and utility rooms also fea 


inert flame retarding, moisture resisting ture perimeter lighting over work 


compound. An outer covering of glass areas, Stairways and halls have re 


cessed fixtures mounted 3-ft from the 
reinforced asbestos braid, saturated and 
floor with lenses directing light down 


finished with flame and moisture resistant ward 

compounds, is applied over all Ihe bath area includes mirror di 
rected recessed fixtures over vanities 

AVA Cable can be pulled in conduit or pull-down sun lamp fixtures con 


trolled by time clocks vaportight fx 
ure in shower stalls. Closet lights 


can be installed as open wiring. It is rec- 
ommended for power and lighting wiring 

are operated by ultra-sensitive mag 
in boiler rooms, steam tunnels, steel mills, netic sliding door switches 


soaking pits and other high temperature Exterior Lighting The roof over 


hang has 27 recessed fixtures operated 
surroundings 
by three separate master control sta 


TRIANGLE CONDUIT & CABLE CO., INC. tions. Flood lamps and post lights 


New Brunswick, New Jersey complete the outdoor lighting 


Ihe entire dwelling is wired for 
remote control, low voltage switch 
ing including &6 remote control re 


nad tation master con 


trol inel 
19 Ihe servi entrance includes a 200 
imp underground service with 50 
reuit bor the &-tons of air con 
dithoning ind two. electronic dust 
Buy Smart filters, a separate underground service 
100-amp capacity was installed 


School Alarms Should Be 
Encouraged—Editor 


Iwo new alarm systems are cur 


rently being adapted to use in school 
buildings, editor W. T. Stuart points 
oul 


Fire detection systems now are 


simple, reliable and moderate in cost 


ind can supplement the conventional 


chool fire alarm system 


Another system developed in re 


sponse to a growing social problem 


(mischievous vandalism), particularly 


acute in big cities, but likely to crop 


up anywhere is a new vandal 
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YOUR CUSTOMERS 


These items were digested from 
a recent issue of Electrical Con- 
struction and Maintenance, a 
McGraw-Hill publication. Their 
purpose: to alert you to develop- 
ments and trends reported in 
the operation of two of your big- 
gest customers — electrical con- 
tractors and plant electrical men. 


alarm. It is a sound pick-up system 
which responds to any unusual noise 
and provides direct sound surveil 
lance through a communication 
circuit to police headquarters 

Knowledge that an alarm system 
iS IN Operation can be expected to 
discourage all but the most fool-hardy 
mischiet-makers,” Stuart says 

Ihe new electrical alarm systems 
appear to be prudent investments of 
the taxpayer's money tor the protec 
tion and security of our school pro 
perties. Their application should be 
strongly encouraged,” he concludes 
Significance: The wholesaler’s sales- 
man can often play a part in seeing 
that such alarm systems are con- 
sidered in plans for new school 
buildings and modernization of exist- 
ing structures. 


Control Board Charts 
Distribution Changes 


Keeping the electrical distribution 
ystem adequate at all times bi plan 
ning ahead of requirements Is a basi 
problem for every plant engine 


Robert Hastings, manager of engineet! 


ing for the Baldwin-Hull Ce lrenton 
N J describes how his firm devised 
1 visual control system to keep pact 
vith his plant’s changes and expansion 

Qn a schematic drawing of the 
manufacturing floor space was charted 
the entire electrical system, listing total 
loads, wire sizes, the main lines of 
upply and sub-feeders A second 
drawing shows all plant distribution 
enters or “station \ breakdown of 
ircuit’ distribution throughout each 


tation was made ind labeled ! 


the part wt played in product pl 

ts total horsepower. th lad 
play helped, Hastin it im 
exact up-to-date information related t 
hange in ho cpowel il 

tation was still needed 

e Control Board Born A 3x4-11 
board with a hook to r present ea } 
motor-driven device in eve! tation 
vent up in the engineering office. On 
ich hook, a white tag ontains the 
horsepower of the device itt resent 


When a single moto rey dhe 


ved on page 122 
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ALL TRIANGLE PRODUCTS 


LOCALLY FROM YOUR 


ELECTRICAL DISTRIBUTOR 


It's smart today to buy all your electrical 
needs wire, conduit, cable, switches, fit 
tings — from your nearby distributor. One 


call shopping saves you time and money 


Your distributor's warehousing saves you 
countless cubic feet of valuable floor space, 
and assures you of a constant flow of fresh 


materials as your schedules demand 


Your distributor gives you 


Fast delivery on one item or a hundred— 
from one manufacturer, or from many 


Simplified bookkeeping. ..one invoice, one 
statement, one account 


Low inventory cost his stock is your in- 
ventory control, gives you working capital 


Lower insurance rates less inventory 
means your flood, fire rates are lessened 
That's why dependable electrical manufa¢ 
turers advise you to always buy from YOUR 
DISTRIBUTOR — THE BEST FRIEND YOUR 
BUSINESS CAN HAVE! He's the one source 


for everything electrical and he's loca 


TRIANGLE CONDUIT & CABLE CO.. INC 
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Az 
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What's New With Customers 
Continued from poge 121 
horsepower is placed over the white 
[his gives a constant visual display of 
load changes and shows incipient dan 


pots—by an accumulation of red 
THAT STANDS FOR SERVICE 
ch si 
revised to fit changes made in 
system, a new master plan is drawn 


x months, the control board 


up, and red tags changed back to 


white 
I he plan Hastings states, 1s easy for 


COMBINATION engineers and electricians to work 
DESIGN with minimizes bookkeeping, and 


Engineered so yoke keeps pace with plant expansion 


Pplace men who could help accounts set up 
wy parts a similar system should find them- 
(A to 4” or vice selves on the inside track for supplies 
versa. orders when changes were made. 


Electrical Systems for 
“Architectural Triumph” 
New headquarters of the Connect 
icut General Life Insurance Co. 1n 
suburban Bloomfield, northwest of 


POSITION 
LEGS SE Hartford, Conn., is being cited as a 


CURELY 
LOCKED terials and methods 


e Power System Power is supplied 
by two independent 22.9-kv under 
ground feeders. Fach feeder is sized 
to carry the full load of the building 
independently of the other. The out 
door master substation had duplicate 
Stand has double socket (0 §,000-kva transformers stepping util 

ity 22.9-kv to 4.16-ky for distribution 


benders for 2” and ‘ 
-LOCKI 
pipe; and slots for holding ai vise on underground to building — master 


tools. 1” tapped hole rear 
of base to allow extension 
pipe rest. Also ceiling 
brace. 


triumph of modern architecture, ma 


LEG handle formed at spot for 
carrying in perfect balance 


switchgear 
e Distribution System— Distribution 
is carried at 4,160-v to seven sub 
stations. The system is primary selec 
tive radial with secondary ties and was 
selected for maximum reliability and 
safety 
e Emergency Power—-A_ diesel en 
gine-generator plant provides 750-kva 
at 4.16-kv for emergency power and 
light. The plant is capable of carrying 
all emeregncy loads (well pump, fire 
pump, heating and lighting) through 
out the building 
e Lighting— Typical lighting applica 
| ES tions, all on 6-ft module, include 
open baffle ceiling with low bright 
ness lamps on 2-ft centers in most of 


With the ORIGINAL long 
jaws. Sizes to 14"; general office area; luminous ceiling 
Ye" to 2"; to 214"; with corrugated plastic diffusers in 
to 344"; and to 44" 

north wing; 2x4-ft troffers in 
All self-locking, with built 


in benders end pipe rest ventional metal pan ceilings in I 


brary, etc.; also incandescent lighting 
in cafeteria and lounge and dimmer! 
controlled incandescent in auditorium 


Significance to you: Architectural 

showpieces are prestige builders for 

everyone concerned with building de- 

sign or supplies’ sales. Make your 

NYE TOOL COMPANY : AS ao ee: firm known for its part in the march 


4126 WEST FULLERTON AVE, CHICAGO 39. ILLINOIS 
of architecture. 
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BULL DOG assures you 

solid profits because the 

famous BULL DOG name 

gives you fast turnover. 

BULL DOG Tape delivers 
thoroughbred perform- 

ance ,.. sticks tight and 

stays tight. Provides per- 

fect electrical insulation. 

Dozens of other use around shop and 
home build repeat sales. Complete line 
in smart packages that keep stock 
fresh and new. 


There's a BULL DOG TAPE for every purpose 
FRICTION © RUBBER © PLASTIC 


Another quality product of 
BOoOSTO fa | BOSTON WOVEN HOSE & RUBBER COMPANY 
BOSTON 4, MASSACHUSETTS 


Also manufacturers of Garden Hose - Nozzles Matting - Stair Treads 
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PAYS THE FREIGHT 


on nominal orders — quantities 


( 
\ 


PEWS 


Now you can have Quality 
Paine Products in Nominal Quan- 


tities Freight Prepaid on 


tion of Paine Products. 


% ; any $100.00 order for any combina 
> 


SCREWS 


Take advantage of this opportunity 
to maintain a complete, sufficient stock 
on these “‘little items’’ which are so 


important to the job. 


Paine is your source for all Hanging 


4 : 4 and Fastening Devices. 


STOVE BOLTS 


©. 
FLATTENED ENO 
Cc MACHINE SCREWS 
MACHINE SCREWS 


FULLY THREADED 
MACHINE SCREWS 


THREADED 


WASHERS 


the NEW 

catalog of 

PAINE 
produc ts 


| 
best craftsmen always take 


THE PAINE COMPANY, 3 Westgate Road, Addison, Illinois 


CALENDAR OF EVENTS 


Industrial Electric Exposition 
Penn-Sheraton Hotel 
Pittsburgh, Pa 
Nove mber 


National Electrical Mfrs. Assn. 
3ist Annual Meeting 
Iraymore Hotel 
Atlantic City, N. J 
November | 16 


National Electrical Contractors Assn. 
Convention & Exposition 
Netherlands Plaza & Sheraton 

Plaza Hotels 
Cincinnati, Ohio 
November 11-16 


Third Annual IRE. Instrumentation 
Conference and Exhibit 
Professional Group on Instrumenta 
tion and Atlanta Section, IRI 
Atlanta more Hotel 
Atlant Ga 


\ 


American Standards Association 
Fighth Annual Conference on 
Standards 
St. Fran 
San Francisco 


Air Conditioning and Refrigeration 
Institute 
Air Conditioning and Refrigeration 
International Amphitheatre 
Chicago, Ill 


No mber 18 


All-blectric Heating & Air Condition- 
ing Symposium 


Powe! ompant equipment mtr 


Speak 


International Hlome Furnishings 
Market 


Includ 


The Electrical Women’s Round table. 
Inc. 

National Con 

Chicago, I 

January 8 
Live Better Electrically National 
Women's Conference 

d Annu 
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\ . rach nad tel 
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write for FLATTENED END 
LAG SCREWS 
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er © 
LARGEST MANY! 


cartels 


FRICTION, RUBBER and PLASTIC 4 


ACCURATE MANUFACTURING COMPANY Gartieid, New Jersey 


— 
— RO 
| 
crot 
st 
ectt'© 
one 
M 


National 
14th 


po 


Assn. of Home Builders 
Ann il 


Convention and Ex 


Conrad Hilton Hotel, Sherman 
Hotel. Ch ivo Coliseum 
( hi iva Il} 


Janu ivy ] 

Home Improvement Product Show 
Hotel Sherman 

( hicago 


Januar 


Plant Maintenance & Engineering 
Show & Conference 

International Amy hitheatre 

( hicago, Ill 


January 27-30 


Southeastern Electrical Wholesalers 
Assn. 
Fighth Annual Industry Day 
Meeting 
Biltmore Hotel 
Atlanta, Ga 


January 29-3] 


Industrial Llectrification 
Conference 
Industrial Electrical Council-BEI 


Cincinnati, Ohio 


Heating 


February 3-6 


National Wiring Bureau 
I4th Annual Wiring Promotion 
onterencs 
Statler Hotel 
Detroit, Mich 
“a to 2° pipe, conduit; y February 20-21 


Easy Sales of this Portable blectronic Industries Assn. 


4 y 1958 Industrial Relations Confer 
2° bolts { 
4 
, 
| | lown and Country Hotel 


San Diego, Cal 


y/ 200 Power Drive February 20 


oY; with folding legs and tray First National Lighting Exposition. 
New York Coliseum 
Your customers cut, thread and ream easily when New York, N. Y 


N 9-12 
this very portable 200 turns conduit for their tools, f larch 


Capacity 


to 12° with geared 


tools; to 


Integral legs and handy built-in folding tray make 


Edison Electric Institute 
4th Annual Sales Conterence 
Chicago, Ill 
March 4-2 


it extra easy to carry and set up Speed Chueh oper 


ates easily by hand, grips tight forward, reverse. 


shipment 


Light, compact, rigid working stance. It pays you to 


stock this easy-to-sell power. Order today. Electrical Maintenance Engineers 


Assn. of Southern California 

The Ridge Tool Company, Elyria, Ohio, U.S.A. Ninth Biennial Electrical 
Show 

Shrine xposition Hall 

Los Angeles, Cal 

March 27-29 


Industry 


1958 Electronic Components Confer- 
ence 
Ambas Hotel 
Los Angeles, Calif 
April 2 


S 


mposium 
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EMERGENCY All 
ALARM PURPOSE 
STATION CONTACTOR 


ALARM INDICATOR 


QUALITY MINIATURE BUZZERS 


HEAVY DUTY FLUSH BUZZER 


a new volume market 


SIGNALING 
COMPONENTS 


Manufacturers need specialized signaling 
components to build into their products — 


TOP VOLUME SALES ARE THERE! 


This “original equipment market” means 
steady business, repeat* business. 


GENERAL PURPOSE BELL 


ECONOMY BELL 
OR BUZZER 


Edwards signaling specialization means: 


@ quality components 
@ compact, simplified designs 
@ long, trouble-free life 


- “Edwards unchanging policy of selling only 
through its distributors assures your repeat - 
business. 


For detailed information, plus sales engi 


neering assistance on standard items shown 


HEAT DETECTOR 


here or devices for pecial application 
write: Dept. EW-11, Edwards Company, Inc, 
Norwalk, Connecticut. (In Canada: Edward 
of Canada, Ltd., Owen Sound, Ontario 


| Epwarps 


Specialiats in Signaling Since 1872 


EASI-MOUNT TRANSFORMERS 


FLUSH LOW VOLTAGE PUSH 


HEAVY OUTY HIGH VOLTAGE FUSH 


HEAVY DUTY NO CONTACT BE&iL PANEL MOUNTING PUSH 
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g 
MULTIPLE 
CIRCUIT 
PANEL MOUNTING SYNCHRONOUS CLOCK 
A 
2 


aa 


‘here’ another 


. the a 


3-wire 15 


‘TYPE 


250 vour AND 125 VOLT DUPLEX RECEPTACLE 


5292 
at 


source 
olt electri 
VICE OF apphanee 
supphed from the same 
unit at the s ) vie Sketch 
it left show: ow this 
might be utili suppl 
It current for a T.V. set an 
250 volt current for an air con 
ditioner. It's economical. too 
because it eliminates the need 


for an extra box 


HIGHEST QUALITY 


075 


BRIDGEPORT 2, CONNEC 


250 Volt 


TANDEM SLOT 


for 
standard 
125 voit 


125 Volt 


PARALLEL SLOT 


Common ground serves both 125 
and 250 volt outlets 


Available side wired or side and 
back wired 


Green, hexagonal grounding screw 


Slots for 2-wire regular or polarized 
caps. 


WIRING DEVICE 
WAREHOUSE LOCATIONS 


Scarborough, Ontario, Can 


60 Birchmount Rood 


Bridgeport 2, Connecticut 


ate ond Bostwick Streets 


Chicago 7, Minois 


South Sengamon Street 


Los Angeles 12, California 


North Sante fe Avenve 


San Francisco, California 


Hudson Avenve 


Dallas 7, Texas 


Dragon Street 


Second Annval United States World 
Irade Fair 

New York ( oliseum 

New York, N. Y 

May 


National Fire Protection Assn. 
Annual Meeting 

Palmer Hou 

hi 


May 10-23 


Fdison Electric Institute 
tth Annual Sales Conterence 
( hicago 
March 24-27 


Lake Michigan Club 
Annual Meeting 
French Lick-Sheraton Hotel 
French Lick, Ind 
October 
Meetings, golf, entertainment 
National Electrical Mirs. Assn. 
32nd Annual Meeting 
lraymore Hotel 
Atlantic City 
November | 


National Electrical Contractors Assn. 
C onvention 
Dalla lex 
November 19 


PROMOTIONS CALENDAR 


Fall Electric Housewares Push-EFI 
No ember December 
Give Electric Gifts 


Operation Snowflake 
November-Decembet 
U.S. Steel Corp 

Say Merry Christmas . . . Electrically 

November 1-30 

Electric 


thon 


Housewares Sec 


Electric Housewares for Home Enter- 
tuinment 

December 1-31 

NEMA Electr 
tion 


Housewares Sec 


National Electrical Week 
lebruary 9-15 
ARI, ERI, IAEI, IAEI 
NARDA, NAED, NECA, 
NEMA, NISA 
public 


IBEW 


lo enhance appreciation ol 


electricity and the contributions 
of the electrical industry to the 
nation’s progress and economy 
National Radio Week 

May 4-10 

RETMA, NARDA, NARIB 


Ifo promote the sales of radios 


RAB 
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Rome’s new service entrance cable is 


designed for modern 100 ampere service 


one black 
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Rorne new and improved Type SI ore 
Neat neutral gray ervice e cable cat ill ‘ ‘ tor acentiheation 
finist er glass quire ent yr pore se et ( 
an meed if her! { 9 a 
cable: 1. Ft pole to mete 
ia meter to electric nue. clothe 
Other feature nolucde ‘ ‘ 
1. Vhe thi cotton braid tit xl eaurest 
Saturated glass cotton braid ished t the cable a neat appe e Cal entative to more 
moe without sacrificing flare format te to Department 
rubber insulat > The | cotton bral ¢ } j ew Yor 
co 8 OR A TF t 
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PEOPLE IN THE NEWS 


YOUR SOURCE 
FOR REVOLVING 
CAPITAL FUNDS i{} | LAWRENCE CG. MAECHTLEN 


ident f Square 


airec 


r. R. Fuller, new general sales 
manager of Thomas Industries Inc., 
has been sales manager of the I ight 
ing div. of the Loutsville-based firm 
for the past two year He joined 


Ihomas in 1950 


Anthony Limar, former sales man 
ager of Rodale Mfg. Co. Inc., Em 
maus, Pa., joined Circle F Mfg. Co., 
Irenton, on Oct. 1, as division sales 
manager-jobber sales. Also, Arthur E. 


Sound Business Growth Claus, sales manager, is promoted to 


m the new position of general sales man 
Expansion of Sales iz Both men will handle sales of 
ircle F wiring devices and products 
Eastern Insulated Wire Corp., Wa! 


Seasonal Inventories 
Modernizing Equipment Clarence W. Higbee is assistant 


veneral maunavel and Gillette N. 
Houck is sales manager of the new 
Electrical Conductor div., Kaiser Alu- 
minum & Chemical Corp. Highbe: 


Use alcotl joined the Compan earlier this year 


he was manaver of the Wire and Cable 


Flexible Pinancmeg Plans lept. of the United States Rubber Co. 


aept, 


Thousands of firms have grown and earned more for their 
Don P. Caverly, lighting authorit 


owners through use of Talcott Financing Services These 
and widely known author-lecturer in 


lans are personalized flexible made to order 
pr are f the electrical-electronik field ha 
joined Harvey Hubbell, Inc., Bridge 


port, as director of engineering and 
saving and profitable assistance, when you talk to Talcott | 


fo suit the spe ial problems ot your industry 
Whatever your working capital need is, you w ll get time 


‘velopment, a new post. Caverly has 
been associated with Sylvania Electric 


P Products Inc. for the past 2 
Lalcott’s Special Vinancing .. . H 


yeurs 
is well known for engineering 
e Accounts Receivable (Non-Notification) ¢ Inventories vork in incandescent and fluorescent 


¢ Machinery & Equipment ¢ Installment & Lease Sales lighting 


M. J. St. John has been promoted 
to manager-distributor products dept 
it the Newark div. of Federal Pacific 


J. ‘T, LCOTT INC. Electric Co. Reporting to him are 
185. C. G. Landeck, in charge of switch and 

fusible equipment, and R. L. Slee- 
CHICAGO wee DETROIT man, recently appointed StABreake: 


yt 
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ADVERTISEMENT 


HOW LEVITON BRINGS 
YOU BETTER PRODUCTS, 
SAVES YOU MONEY 


There are many good reasons why 
you are assured finer quality electri 
cal wiring devices when you specify 
Leviton 


World’s most complete line— One 
of the largest manufacturers of elec 

trical wiring devices, Leviton main 
tains four plants staffed by over 
5,000 speci ilists, manufacturing 
10,000 different items. Give you 


one source for all your wiring needs 


including all specification grades 


Complete 


129 ¢ 


quality 
control 
from 
material to 
finished EASILY THE BEST! 
product 
, y sas soon — Quick and easy installations are done best with 
cerry stage ol hows NENW LEVITON © 
uniformly superior quality hetter 


wroducts 
ans spring type, screwless terminal switches and receptacles. 


Leviton’s large, ultra-modern 
Testing Labora- 
. QUICK 


, or because there are no wire loops to make, no screws to loosen and tighten. 
ory you 


keep pace with fu EASY — because you simply strip the wire and push it into hole. BEST — because Leviton’s 
ture developments exclusive heavy coil spring connector holds the wire in place firmly, making permanent 
Also, existing prod contact. To release, simply insert a screwdriver into the release hole 


ucts are constanth 

tested and im (! You save time, money, labor costs when you use QUICKWIRE spring lock switches and 
proved, Leviton . . receptacles. Simple, easy-to-read instructions are molded into the Bakelite on each device. 
continues to de Deeply recessed wire wells prevent exposure of bare wire. Fully enclosed housing, plaster 


velop new or 
for ears, and handy strip gauge marking on each device 


esses which maintain 
quality while keeping prices at the QUICKWIRE receptacles are available in brown or ivory phenolic. Switches have either 
lowest possible level brown or ivory toggles and the same famous Leviton switch mechanism — known for 
Leviton — a name backed by nearly service and dependability the world over. And both devices meet UL, CSA and Federal 


half a century of experienc Specifications, of course. 


t Leviton device ul 
odie of any o Your heal jobs are with. LEWITON 


manufacturer Jiscover Levito 
uperiorit fo ourself. Product ze 


nple ar wailable on quest For full information write 


Writ toda Leviton Manufactur LEVITON MANUFACTURING COMPANY + BROOKLYN 22, N. Y. 


Brooklyn 22. N. Y Chicago © Los Angeles © Leviton (Coneda) Limited, Montreal 
Soil For Best Results Use Wire By AMERICAN INSULATED WIRE CORPORATION 


ing ompany 


November, 1957—ELECTRICAL WHOLESALING 


‘ond 

= 
1 
131 


are saving 


industry MONEY ! 


This is the 


Manarch 


Renewable 
knife blade type 


fuse QUALITY 
CONSTRUCTION 


provides rigid blade alignment 
with machine threaded 
brass inserts —easier 


to renew 


A complete line of knife blade 
and ferrule type renewable and 
one-time fuses; plug fuses and 


spring clips. 


Because Manarch FuséS ore made 


from raw material to final inspection under 
our own QUALITY CONTROL we are able to 
make strong claims and GUARANTEE long 


‘Specify Manarch Fuses 
fot 


JOHN R 


ard amir 


BARTIZAL cnairmar 


RAS 
Vit g 


Robert E. Bailey, managing director 
and secretary of The Thomas & Betts 
Co.’s Canadian operations has been 
appointed vice president of Thomas 
& Betts Ltd., Montre il Bailey jomed 
1&B in 1936 as a salesman for the 
New York office he moved to Mon 
treal in 1943 to organize T&B activi 
ti in Canada. He ts pre ident of the 
Canadian Flectrical Council, president 
and chairman of the Canadian Ade 
quate Wiring Bureau and a director 
of the Canadian Electrical Manutac 
ture! Assn 


William W. Smith has been named 
to the new post of manager-distrib 
tor sal for the Circuit Protective 
Devices dept. of General Electric Co., 
Plainville, Conn. Smith, who joined 
GE in 1951, was appointed manage 

ice entrance equipment sales in 
Ihe appomtment announced 
( Hanna, manager-marketing 
omeident with formation of two 
new product sak subsections (dis 
tributor ile ind OEM sales) and a 
division of sale esponsibility within 
the service entrance equipment prod 
uct line. Also at Plainville, Charles 
P. Haves has been ippointed general 
manager of the Circuit Protective 
Devices dept. He Vas serving as ven 
eral manage of GE's Ballast dept 
Danville 


kK. G. Ryman this week assumes the 
duties of vic ident and general 
manager of the Carey, Ohio, low volt 
liv. of Porcelain Products, Inc., 
ubsidiary of A. B. Chance Co., 
Ryman has been 

regional sales man 

t three years He 
1934. Dwight FE. 
Argo, southwest regional sales man 
wer, Dallas, moved to San Francisco 
replacing Ryman. Albert B. Goodall, 
Levittown, Pa., district manager, will 


head the southwestern region 
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For maintained lighting levels ...low-cost group replacement 
CATERPILLAR counts on Sylvania Fluorescent Lamps 


Caterpillar 
program | 
of calling 
burned-out 
hecau 


maintamed 


placement to 
iniformity Sylvania Fluorescent Lar Colors and special lamps 
Engineered for top efficiency for every type of job 
throughout lamp life 
Over the years, ! lamp ouy 


form periormance have beet 


SYLVANIA fastest growing name in sight! 


LIGHTING + RADIO + ELECTRONICS + TELEVISION + METALS & CHEMICALS 
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nr its i i. Toda | ‘ 
rou imp replacement . sles ene at 
the old method Sylvania Fluoresce 
| {tar more ett ent develoy ent al eplacement \ 
ind coating durabilit na 
h livwhting levels trom re tant details that add up to / COST, MRT (a tonla a 
‘ 


Here's another RAWL 


protit maker for you 


THE RAWL DRILL-HAMMER 


QUICKLY CONVERTS A ‘4° ELECTRIC DRILL TO A 


FAST POWER HAMMER 


FOR DRILLING ANCHOR HOLES IN MASONRY. 


Ideal for anchoring to brick or other hard masonry. 
Weight—only 234 pounds. 


Weight of blow—adijustable to ‘'light," ''medium,"’ or 
“heavy.” 

Construction—only three moving parts, all of hardened 
steel. 


Designed to withstand the most severe treatment. 
Handle—rubber covered for effective grip. 

Folds flat along the hammer barrel when $3900 
not in use. list 


ss RAWLDRILLS AVAILABLE IN ALL SIZES. 
RAWL RAWL HAMMER-SETS RAWLPLUGS 
CALK-INS 


RAWL-DRIVES 


RAWL DRILL-HAMMER 


™e RAWLPLUG Co., Inc. 


202 Petersville Road 
New Rochelle, New York 


RAWL 
CARBIDE 
DRILLS 


SPRING. WINGS 


DY 


RAWL MULTI-CALKS RAWL LAG-SHIELDS 


RAWL SCRU-LEADS 
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Millard has been 
named president-sales 
at American Steel & Wire and 
Howard B. Maguire succeeds Millard 
as the new general manager of sales. 
Myron E. Capouch has been ad- 
vanced to assistant general manager 
of sales. The U.S. Steel Corp. division 
has headquarters in Cleveland 


Maxwell D. 


assistant vice 


Clarence J. Piemeisl, appointed 
sales manager of Hamilton Beach Co., 
Racine, Wis., succeeds Ralph L. Zen- 


ner, a 38-year veteran, who resigned 


due to illness. Piemeisl has been as- 
sociated with the company, a division ( 


of Scoville Mfg. Co., for 29 years. 


Daniel M. Raleigh is sales manager, 
consumer products (including electri- 
cal) at Boston Woven Hose & Rubber 
Co., Boston. The company is a divi- 
American Biltrite Rubber Co. 


sion of 


John B. Munson replaces Clyde W. 
Foster as sales manager of wiring de- 
vices for the Bryant Electric Co., 
Bridgeport, a subsidiary of Westing- 
house Electric Corp. Foster, at his 
own request, has transferred to Chi 


cago as regional manager 


Szymanski, named man 
supply, lighting and house 
wares div. at Commercial Electric 
Co., Loledo, Ohio, has been with the 
dept. for 14 years. James Douglas, 

manager of the appliance 
started in the 


Leonard 


aver of the 


named sale 


und television div 


order dept. nine years ago 


James M. Ketch, widely known 
illuminating engineer and lighting 
authority, retired Sept. 30 from the 
application engineering staff of Gen- 
eral Electric Co.'s Large 
at Nela Park, Cleveland 
spent most of his 40 years with Gli 
His “three 


is credited with a major contribution 


Lamp dept 


where he 


second selling” approach 


to improved commercial lighting 


Provost, Jr. has been 
elected president of Doubleday-Hill 
Electric Co., Pittsburgh. He succeeds 
his father, the late George W. Pro 


vost. The new chief executive joined 


George W. 


the distributing firm in 1948 and most 


recently was executive vice president 


J. A. Madden, sales manager of 
Tab Electric Supply Co., Inc., Tren 
ton, has been elected president of 
Central Jersey Electrical League. 
Elected treasurer of the league, 
Robert Nelson, WESCO branch man 
ager-supplies, at Trenton 


Edwin Schnoll, of Standard Elec- 
tric Supply Co., Milwaukee, was 
fourth prize 
IES lighting design contest 


winner in the annual 
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Minding The Store 


. ..in the magazine publishing business, it’s 


The Audit Bureau of Circulations (ABC) is a cooperative organization that 
sets standards of good business conduct for its publisher members. Twice each 
year ABC auditors carefully serutinize the entire circulation structure and 
operation of every member magazine. In a very real sense, therefore, they are 
“minding the stere” — making sure that no false or misleading claims are made 


regarding the size or composition of a magazine's audience. 


McGraw-Hill is a charter member of ABC and has Accurate Figures about you are the heart of 
supported its aims continuously for over 40 years. ABC's job. ABC does a candid, unbiased, certified 
We believe this membership serves you by providing audit of all subseription figures of member maga- 
full assurance that every subseriber to McGraw-Hill zines — and of the subscribers’ jobs, functions, and 
magazines displaying the ABC symbol is paying to locations. These audits help editors to tailor the con- 
receive his copies. tents of their magaziné to your specific job interests. 


You’re the boss when you pay money for any maga- You, the subscriber, win when you buy business 


zine. Your vote of confidence and your renewals of magazines that hold membership in the Audit 
subscriptions are dominant in the thinking of editors Bureau of Circulations. The ABC symbol signifies 
and publishers. Advertisers are vitally interested, that the publication to which you subscribe makes 
too, and their support helps earn the dollars needed every effort to provide you with the type of informa- 
to do a stronger, more useful editorial job for you. tin you need to do a better, more effective job. 


It also indicates that the publisher maintains the 
highest standards of business ethics. 


McGRAW-HILL PUBLICATIONS 


McGRAW-HILL PUBLISHING COMPANY, INC. 


330 WEST 42NO STREET, NEW YORK 36, N. Y. 
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George bk. Goodrich | 
Frank Electric Corp., York, Pa 
f 


ufacture! ol il controls for 


dent iles. 


Offers the Latest 
Development in a 


QUICK 


Connecting and Disconnecting 
om 


fustrial sales man 
f the Atlant region apparatu 
| Westinghouse Electric Corp. 


n Bala-C vawvd Pa 


Wesley J. Kiley, marketing manage! 
Blackhawk Mig. Co., Milwaukee 
named mat of the firm 


FOR INDUSTRIAL REFLECTORS 
David J. taylor has joined Lappin 


Klectric Co. Milwaukes iS central 


. Swedenborg w clected vice 
Benjamin Electric 
ne Il, His long 
began the 
nts in production, 
After representing 
Michigan for 14 
ly becume cen 
stant 


ral 


IT’S THE 


VAD 


EASY TACH 


G. M. Gim) Daly joined A. B. 
Cance Co. as manager-product di: 
tribution with responsibility for im 

ina scrvice to 

i formerly vice 

president-marketing for Oliver Elec- 
tric Mfy. Co., Battle Creek, Mich 


. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 


Dan Miller has been named western 
div. manager of Square D Co, A 22 
OW the complete line of QUAD REFLEC ear veteran with the company 
TORS can be equipped with EASY TACH, 1 oman operations — at 
» socket with simplicity of design that makes San Francis 
juick connecting and disconnecting of lamped 


reflectors very easy 


Any size or style of QUAD socket type re 

flector with hex hole may be converted to the L. ©. Crabtree, president of Union 

Supply Co., Inc.,  Lallahassee, was 

elected president of the South- 
eastern Electrical Wholesalers Assn. 

2 inch me il two-da meeting in Charleston 


quick connecting and disconnecting type by 
substituting the new EASY TACH socket for 


the regular one-piece | 


dium or mogul socket . led | bout 50 members 
ite Other of are 

B. Carson, president, Kingsport Elec- 

proved to be a great adventage in trie Co.. lac.. Kingsport. Tenn.. Vi 


} 


This new socket feature has 


making reflector sales move at a president: M. L. (Tiny) Vice, Atlanta 
executive vice president, and Fred H. 

Dendy, Sr., of Electrical Wholesalers, 
Write for complete descriptive Inc.. Atlanta. tre 


faster pace 


literature 


Cummings ww manag 


QUADRANGLE MFG. CO. 
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SALES REPRESENTATIVES 


BIG NEWS ABOUT 


Cx iS Sa B t 


(R) 


Luminous Ceilings, Ine.., 
lists the tollowing new rey 


W. J. Childe Dall 


Stewart Industries, Inc., 


lis, has announced appointm tl 
following sales represent | 
the Kitchen-Aire nd Stewart-Au 
line of ventilator funs and | vl 

Minnesota South Dakota ind 
North Dakota J W | her ¢ 
Minneapol 

Wisconsin-——Marvin b. Be 


Ihiensville, W 


Louisiana. J. Gilbert, Jr., New DROP LIGHT 


Orleans 


Arkansas und Mi ny REELS 


1. Olson, Jackson, Mi 


Nn; C,core. mad tol en 
Alabama, Georg! ' rer Perfect portable industrial light- 
m ( W Lehner Athanta 


ing—ideal for warehouses, load 


ing docks, construction jobs and 


Hamilton Beach div. of Scovill Here's your opportunity for 
Mtg. Co., Racine, W1 n named in 20’, 30’ and 40’ cord lengths the same high unit profits and 
John W. Adzick of St. Louis, territ easy sales that have made the 
rial representative for southern Hl Cordomatic line popular with 
and southwest automotive jobbers for years 

Now, Cordomatic has developed 


a new line of products which is a 


ELECTRIC “natural” for the industrial and 


Ihe Ruby-Philite Corp., | 
land ity y ha mpoint 1 ine 


new sales representat LA NCE electrical fields...and they're 

Bill English Asso 1) BA being pre-sold to all of your 
Colorado, Wyoming, Ni M REEL customers in the trade books they 
Utah, Montana, western Net . So read most. The products are uni- 

wn | r 

Charles FE. Prutsman, Tu UkKia formly high in quality... fully UL 

( 0 fe began hi 

sith elden lectr suppl ( 

Pt c olicie e e 
joplin, Mo. in 1920; he h TOOLS Cordomatic’s policies, are priced 
to sell! 
purchasing avent le 
for distributors including Clark I Eliminates costly . 
1s ‘ 1 7 “waste motion” on W arehouse stock available in all 

trica uppl oO inal | 
' 6 “ , | production lines! principal cities in U.S. and Canada 
il } y ‘ i 

y Mart ( Completely elec Write today for free illustrated 

Mo Ark outhert Whit brochure and price sheets 
. Ansa with separate bal 


eastern Misse ance wire cables 


the Edwin F. Guth | CORDOMATIC DEPT. 

iINnNoOUNnCcE appointment of | nt | 17th & Indiana Ave | 

Associates Ltd Montre 1 Philadelphia 32, Pa | 

anadiar repre ntatl ! Cyutl 
lighting fixture Omer ! 

dent, plans nation-wid | | 
through maior Canad lacs 17th & Indiana Ave. addre 

¢ 
ture and supply firms. Cruth ht Philadelphia 32, Pa | | 
were former! list ited City Zone State | 
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Harvey Hubbell, Inc., Bridgeport, 


Your Nearest Distributor has appointed Avnet Interlock Sales 


Corp., Los Angeles, as exclusive na 


tional representative for products of 
Hubbell’s Interlock electronic con 
nector dept. Avnet Corp., headed by 


is your best 
stockroom 


By always having Arro f 
Anchoring and Drilling Devices 
on hand, your nearest industrial “gl 


supplier, wholesale hardware, or 

electrical supply house can enable 
you to keep production up, while 
keeping your inventory costs down 


Lester Avnet, maintains East Coast 
offices in New York City 


John C. Virden Co., Cleveland, 
lists Vernon ] Wrvye as Middle 
Atlantic States representative with 


headquarters in Philadelphia 


OBITUARIES 


William L. Zima 


William L.. Zima, 4 
COMPLETE LINE und manager of Zimco Electric Supply 


| ANCHORING AND DRILLING DEVICES Co., Arcadia, Calif., died Oct. 9. He 
FOR ALL MASONRY via 1 co-founder with his’ father 


Ludwig A. Zima, of the distributing 


firm, organized in 1945 and incor 


vice president 


porated in 1955. Zima was a reserve 
officer in the U. S. Air Force with the 
rank of captain. He served with dis 
tinction in WWII. The Zimco firm ts 
an NAED member 


G. Stewart Crane 
Gs. Stewart Crane, 69, Chairman of 
the board of Cutler-Hammer, Inc 
Milwaukee, died there Sept. 28. Crane 
joined the electrical firm as a student 


engineer in 1910. He worked in mid 


western sale returning to Milwaukee 


as manager of the controller div. in 


1921. He served as general sales man 


ager, vice president-sales and engi 


neering before being elected president 


in 1945. He was elected chairman of 


the board and of the newly created 


Mans committee in 1955, ¢ rane Was 


associated with many industrial, civic 


und charitable organizations He be 
longed to NEMA and was a former 

| chairman of the Milwaukee Commu 
nity Welfare Council 


George R. Warren 


George R. Warren president and 


founder of Warren” Electric Co 


| Houston, died Sept. 11 at his summer 


| home in Okoboji, lowa. He was 67 


veal old. He operated a branch of 
| the Houston firm in Beaumont. Tex 


| as well as a wholesale establishment 
in Sioux Cit lowa. All are NAFD 
member firm 


DOUBLE EXPANSION SHIELD i LITTLE MAJOR TURNBUCKLE 
George S. Steiner 


DISTRIBUTORS: 

Advertisement Appears in Lending | George Steiner. chairman 

ARRO EXPANSION BOLT COMPANY tong tine member of NAED, sino 


charter member the Chicago Elec 
1440 Boone Ave, Marion, Ohio trical Wholesalers Assn 
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ASSOCIATION NEWS 


held Oct in Hall 
ELECTRIC 


VW 


| 


JAR" 


lighting 


distributor firm in 


isiny 


LANSING, MICH. A m 
tion. the Central Mich n Elects 


4 


Assn Vu organized Septen 
ber with more than 40 charter mem 
hers. H. Gy. Mitchell, manager of the 
Lansing, was elected president. Th 
group will function as a local arm of 


the National Wiring Bureau nal vill cea Exclusive Design 
ertit wiring in home Features 


four central Michigan counts 


Complete Line 
WASHINGTON, D.C. The HERE S 


Institute of Washinet onductin 


wha ills the hard hatter 
d sellin program titut WHY !. Motor Tags, Highlighting 


National Advertising 


Free Motor Selector Guide 


1} lent ile an tell ustomer 


peech 


NEW YORK \ 


Ir Mmnounce 


Use This Convenient Coupon To Order 
Your Free Motor Selector Guide Today 


nd the Christma nch 
tled tor 1h it’ the m il 


ONTARIO th 


THE EMERSON ELECTRIC MFG CO, Dept m.145 
$T. LOUIS 21, MO 


home nmume mut 7 Send me ao MOTOR SELECTOR GUIDE at no 
ind it 14 Ontarn lit 
t nd that | ) rt E cost to me 
mmediate effect or Jan. 1, 1958 « 
. 
emen Electric NAME 
DENVER Ih fall of rene i 
Rocky Mountain Elect 
otel. 
H STREET 
‘ 
ikers. many with “fut t of St. Lou/s Since 1890 -- CITY ZONE STATE 
«th h Det 


= 
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PHILADELPHIA Sth Elect 
net ina toured \ 
ponsored by th hon ts tall — 
lighting campaign which off ish ——— 
prize to distributo ina 
* 
ings during Oct nad Ne 
mber are designated “4 Knights of Co ae 
fog 
tude ind tw the ww 
‘ 
sellin vide 
fo timulate tomer to bu The 
th i EMERSON most cflect motor sale sid ever devised 
Nov. 14 at the Sheraton-Astor Hotel multi 
n moto 
+ league of Ontari port that i \ } 
é 
= 


to sell 
you've 


R. L. Anderson is president of Anderson 
Electric Service, Inc., of Indianapolis. Of 
EI. C. & M., he says, find the magazine 
extremely helpful in keeping abreast of 


new labor saving ideas, new electrical 
equipment coming on the market, and 
general trends in the electrical industry." 


The plant electrical engineer 


Hugh E. Muller, chief electrical engineer 
of Velda Corporation, Miami, says, ‘‘To- 
day's competition requires one to keep 
in close touch with modern methods and 
materials. Your outstanding articles on 
equipment and technical development 


in the electrical field are most helpful." 


Gem The consulting electrical engineer 


Way Chinn, consulting electrical engi 
neer with Western Machinery Company, 
San Francisco, says, “Your magazine 
keeps me informed on various types of 
electrical installations, good engineering 
and design. It shows problems and solu- 
tions that others face. It helps me in 
terpret the electrical code, informs me 
about new electrical products." 
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ELECTRICAL products... 
got to sell ELECTRICAL men: 


Three men not one are responsible for selecting and buying the 
equipment and supplies used in electrical construction and maintenance 
work. They are... 


THE CONSULTING ELECTRICAL ENGINEER 


Men like our subscriber, Way Chinn, who designs electrical 
systems. 


THE ELECTRICAL CONTRACTOR 


Men like our subscriber, R. L. Anderson, who installs electrical 
systems. 


THE PLANT ELECTRICAL ENGINEER 


Men like our subscriber, Hugh E. Muller, who maintains electrical 
systems. 


Each packs equal buying authority. In all important electrical construction 
and modernization work, the selection of products is the combined best 


judgment of all three. 


ELECTRICAL CONSTRUCTION AND MAINTENANCE is the only publica 
tion that combines the three essential buying groups in its readership. 


More than 34,500 of these men, in all sections of the country, are paid 
subscribers to ELECTRICAL CONSTRUCTION AND MAINTENANCE. At left, 
three of them describe how the magazine helps them keep on top of 


their jobs. They rely on your advertisements to help guide their selection of 


electrical equipment and supplies 


ELECTRICAL 
CONSTRUCTION 
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NEW PRODUCTS 


Continued 


from 


page 


Plug-in Busway 
Co 
ni Pla 7) 


General tr Distribution 


embli Conn 


|00-amp n busway, designed 
for use where plug-in outlets over a 

vide are ‘ ed known 
tot lype DH. Company re ommends it 
ountet for industrial and commercial in talla 
hon lso man training shops and 

lal Simpl it onstruction re 

maker talk 


hitting 


Oven Ventilator 


This new display makes it easy i. Trade Wind Motor Far Tine 
for you to sell popular LYNN ee Paramount Blvd., Rivera, Cal 
PAKS (100 terminals to the | 

pak). Profit-wise it’s a real 2 Intended for ith built-in elects 
sweetheart, too, becouse not om en iilator iS eneimecred 
only does your volume increase >> _™ to remove heat blast and odors vyhen 
but your profit also c oven door is opened cording to 

FREE SAMPLE CARD — [erminal display card - > manufacturer. Pre-wired with built 
mailed promptly without charge if requested on ~ OlT-on itch, the ventilator has 
your letterhead in automatic thermostat which also 
| activate the blower! hould oven 
VACO PRODUCTS COMPANY | become over-heated. With built-in 
East Ontario Street, Chicago $1, Ilinois back-draft damper, unit has 300-ctm 

In Canada: Atlas Radio Corp., Toronto 10 twin centrifugal blowers in cabinet 

otter hoice of hood styl 


i 
L 
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r, 


the quality machined construction that make Pierce Portable Heatm« Model AD-10 
Balanced Lag Renewable Fuses so popular with con com in ck itor colors with 
tractors, users and distributors! hrome and aluminum trim. Featured 
i! n adjustable thermostat, signal 
MAIL COUPON TODAY | 
IERCE RENEWABLE FUSES, INC., Leicester, N.Y "1 ind cord rack which provides wrap 
Gentlemen { around storage tk §-ft cord and plug 
Please send details on the Pierce active stock plan { Infrared heat radiates from ceramic 
Include a sample tuse for comparison with any other panel of unit beamed at floor level 
make Heatmor h hy weighs 11-lt 
Name me ure SX n Rated il 
| lable OO and 
ompany 
Address Vattages) ds no pecial 
City Rous i in Intended tor office and comme! 
ate 


Chime-Clock 


YOU CAN REST) 
Chim Time mbination door 
hime and clock nds two notes tor 
tront door ther entran 
Equipped th selt-starting Telecron 
timepiece, 9 in diameter unit has , 
vhite or k Vinanulacturer sug 


FOR THE CUSTOMER 


with PIERCE ruses 


Every plant wants fuses that give 
that DON'T cut into production with 
blows under Ss Alt 


tuses 6 to & times 


ranstorme! 


positive protection 


to equipment 
talse 
last ordinary 
able in SECONDS wath only 
you to mspect the strong tubular bridge 


alarm overload that out 


Portable Heater 
Heatmore 


with links replace 
We 
the 
the foolproof clip contact and alignment 


59 


a screwdriver invite 


screen Brookivn 
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| Sell More Terminals... The Easy Woy! 
\ 
pr 
ow 
vat nom \= y= 
LY NN are and wide varicty of and ac 
4 = get 16" * 
— most job requirement 
Terminal No. 1500 
| 
use in kitchen, den, oF Tamily room 
HoT Designed tor rec Nall 
Aik . 
opel ites directl from chime 
| 
3 


Portable Heater 

Thermador Electrical Mf Co 
5119 District Blvd., Los Angeles 22 
Cal 


DEPENDABLE LIGHTING 
ALWAYS 


‘Longfella” infra red heater has long 
slim shape, measuring 28-in high and 
using less than 9-sq in of floor space 
It is lightweight, carried by fingertip 
handle. Operates on 1250-w, 1 


Splicing Compound 
Tape dis Plymouth Rubber Co 
Inc., Canton, Mass 


Slipknot Brown Splicing Compound 
is Companion item to Slipknot Brown 


RLM HIGH BAY 


RLM REFLECTORS REFLECTORS 
Friction Tape. Characteristics exceed 
ASTM electrical specifications, maker 
states. UL approved. Packaged in 25 
tt rolls =wide with rolls 


wrapped and boxed for individual 


sales. It is also available in shop dis 


CEILING MOUNTED 


penser cans of 10 rolls 


FIXTURES 
Focusing Utility Lantern 
Burgess Battery Co., Freeport, Ill CATALOG LITERATURE 


TODAY 


New sportsman’s utility and home 
lantern, called the first to be designed 


with a focusing lighthead, uses a 


double-powered dry battery which ts 


its own battery case. Company laims 


change of focus trom spothght with ~ ELECTRIC MFG. INC, 
84223 WESTLAKE STREET CHICAGO 24, 


light possible 


MOUNTING 
HANGERS 
ON I-BEAMS 


FAST! FLEXIBLE! 


SIMPLE! 


Mounts Mineralioc hangers No 0 to No 6 on | Beams 
sotely without necessity of drilling hols. Mode of 
heavy gouge zinc ploted steel with deep drawn 
ribs to give needed strength, these durable, light 
weight beam clamps have ‘4 20 tapped holes 
will fit beam flanges up to % inch thick. Furnished 
with cose-hordened set Low cost. 
Order From Your Electrical Wholesaler 
SEND FOR LITERATURE 


MINERALLAC ELECTRIC COMPANY 
25 North Peoria Si. Chicago 7, 


MINERALLAC 
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Write today for new catalog and prices! 


THE HUENEFELD CO. 


2703 Spring Grove Ave Cincinnati 25, Ohio 


November, 143 


| 
: 
.) af. 
APORPROOF FIXTURES 
[ | 
| 4 
MINERALLAC AZ © | 
4 LAY-IN WIREWAY a 
AND FITTINGS | 
ou can ‘ bile ‘ vire ov tive 
risk of damaging 4 
Wire wa i i 4 ote ine of 
distribution i torn oF 
fl 
cover layin 


NEW LITERATURE 


Amazingly 


COOL | 


HEAT 
FOSTORIA 


FINEST OF ALL 
LOCAL LIGHTING UNITS 
Wire, Cable & Conduit lechnical 


RC he general 

) and for most 

$93". marvetous New 
SEEING TOOL rms ll Rome ible trad 
Frictional arm and collar i bulletin contains 30 

Ghec joints give Hexthiliey photo ph Punched booklet 

nserted in notebook 


to direct light exactly as 
rom technical Bulletin 


wanted Rugged con 
truction with heavy duty INNER SHIELD d Rome ¢ orp., Rome, N. ¥ 
ACCESSORY 


for extreme 


industrial socket, Levolier 


witch and universal base 
coolness when 


using LOO Current Limiting Fuses — &-page 
WATT lamps bulletin GEA-6319B describe 
ration and typi 


ila hi dimensions 


THE FOSTORIA PRESSED STEEL 
CORPORATION, FOSTORIA, OHIO 
Localites are available through ‘ 


wholesalers everywhere 


he wards lading maker of push butions, 


FEATURES “TWIST-OUT”’ 

FOR SURFACE WIRING 
provides tor replacement 
of old style open 
rminal bells burzers 


* Essential for Electrical Men 


Another FIRST FOR THIEL IN THE NEW HUMP DRIVE 
NAIL .IT STRAP THE HUMP HAS A STURDY HEAD 
TO INSURE EASY. DRIVE WITHOUT BENDING OR 
PULLING OUT MADE OF =8 HEAVY WIRE. ZINC 
PLATING PREVENTS RUST 

PRPER Plate MBER S USE AVAILABLE 


wo. 192 THIEL TOOL & ENGINEERING CO.,INC, 
Trine Manufacturing Corporation, 1430 Ferns Place. New York 61, $1. LOUIS 6. mo 
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blectric Heat) Rey i | 


Pitt i } 


High Hrequency Lighting A 


from Hluminating Engin 
tneory en tion 
tor of } { 
it huore tivht on 
ection ny 
gquipment desiyvned tort ot 
th type of hehtin \ tre 
Ihe Wakefield Co., Vermilion, O| 
Lighting Busway Bulletin Gl A-6170 
deserihe lighting-typ t 
ted O-amy OO-vol 
designed for u iS power supply ft 
hting fixture ina power im 
nin Also incluck ak 
thor ! new | ofl n 
tallin bu Mia Dtammed 
from Distribution A mil 


3-WIRE ‘U’ TYPE 


Weatherproof Receptacles 


Au. 


Available with 
SCREW-CAP or SELF-CLOSING COVERS 


Designed for outdoor Residential and In 


dustrial installations or Intero where ex 
cessive moisture is present, these profitable 
products by Perfect Lin available in 
5-Amp 125 Volt of 20-Amp, 2 Volt 
models) Heavy Bakelit ptacies St ty 


back or side wiring 


TYPE WR-78 Aluminum finished Bra plat 


mplete with hinged if closing elf 
ng Cover, Stainless st hing pring and rut 
ber mat for mounting under plate Individually 
packaged. Screws included 


WR-79 Alen num finish 


d Br plate « plete w 

weath ted cy 
ver, polished bead cha Inds 

vidually packaged Screw n 


For further information and prices write Dept EW 


CIRCLESHEATH 


Type RR cable 


CIRCOZONE 


rubbe ind designed for hi 


1, 2, or 3 
Conductor 
trom 600 n ungrounded syste 
up to 15,000 


grounded and yether with te fill a tape cover ay 
ungrounded and a neoprene sheath overall 

systems CIRPRENE i Net ene 

Size 14 to acket with hich resistance 
2,000,000 C.M. icids, alkalies and heat, Sp a 


NEW WIRING fF / 
CALCULATOR — REE: 

Send today for this handy, useful 
wiring aid Gives conduit sizes 


amperage Capacities, and helptul 
motor running data 


L 
Con 
PLANTS: Maspeth and Hicksville, N. ¥. SALES OFFICES: In all principal cities 


Maspeth Ay Maspeth, N 


HICKS Pay A 
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DID. MACY'S 
TELL GIMBELS 


We tk 
hot the ally f 

M j Mark of ( ty tr ‘ 
GUARANTE t { 
' 
y 


MARCUS 


TRANSFORMER CO., inc. 
RAHWAY, NEW JERSEY a 


COMPLETE LINE OF DRY TYPE AND LIQUID Fl LLED TRANS FORMERS THRU 5000 KVA 
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a O-page ted wok let 
| i ont | Cut | 
mans lat tr \W 
inghouse Elect Cor; > oO. 
| 
| 3 
i 
ove 
q 
> he 
| \ | 
» 
5 
\ 
po t 
\ 
fat 
Mark af Quality” © 
A 


BUILD REPEAT SALES WITH 


TRADE MARE BEG 


FASTENERS 


“Hi” PLASTIC ANCHORS 
The Modern 
Anchor for 
Screws and 


Nails! 


@ Contractors 

maintenance 
like easy to 
’ use tremendous 


| q holding power 


and 
crews 


on— 


im- 
es pervious to weather 
cut 


© costs up to 70%, 


anc horing 


“Use in any material 


you can drill’ —con- 


block 


mortar, 


cinder 
brick 


| crete 
| 
| metal. etc 
| 
| 


tile 


@ Sizes for No. 4 screw 
up to '/)" lag screw 
Put this Hi-Profit 
fastener to work for 


a sure-fire com 


you 
bination of quality 


and price 
©| AVAILABLE IN CARTONS 
OR HANDY PLASTIC KITS 
THAT SELL ON SIGHT! 


MILLIONS IN USE! 


"Hi" LEAD EXPANSION ANCHORS 
for MACHINE SCREWS 


Designed for use in all 
hard 


Insert is made of copper 


masonry materials 


coated steel Stronger 


hold 


ing power than die-cast 


and gives greater 


inserts used in ordinary 
Spring ac 
tion setting fool assures 


lead ane hors 


perfect anchor setting 


prevents thread damage 
keeps lead off 
threads. Sizes: 6-32 te 
10 
SPRING ACTION SETTING TOOL C7 
FREE IN EACH CARTON! oon 
MAIL COUPON FOR | 
1957 "Hi" CATALOG 
NAME 
TITLE 
FIRM 
Srrecr 
city STATE 
450 ELM ST. - SYCAMORE, ILL. 
146 


BOOKLETS & REPRINTS 


“The Impact of Automation” Thi 
| 3-page special report marks the ninth 
anniversary Of publication of the word 
automation,” and looks at the process 
Reprints the 
which the 


available trom 


first 


today 


published 


magazine 


word, American Machinist, 330 W 
42nd St.. New York 36, N. ¥ 

“Reduce Waste—Increase Profit” ©! 
interest to shipping department super 
VISOT ales manager ind others in 


charge of personnel. Explains common 


forms of waste often overlooked, out 
lines corrective program 

“Definition of Small Business”— 
Describes what is officially regarded 
is small busine for procurement 
purpo 


“Pricing and Profits in Small Stores” 


Discusses essential features of price 
volume-profit’ relationships, one-price 
policy, markup problem, price lining 
and price competition. All three of 
thes booklet are available trom 
Small Business Administration, Wash 
invion 25, D. ¢ 
“Values and Uses of Distribution 
Costs Analysis” Statement by AMA 
Committee acquainting marketing and 
veneral management executives and 
accountants with techniques of dis 
tribution cost analysi Reprint: trom 
Journal of Marketing, available fos 


from American Marketing Asso 
Monroe St 


ciation Chicago 3 


City 
temper 
Monthly 
Temperatures, Precipitation, 
Normals for each 


“Link Warmer Climate’ to 
Growth” Discusses 
uture trends tn | S 
Normal 
and Degree Days” 


climats 


of 400 UU. So weather stations. Both 
hooklets are suggested a helptul lo 
ur-conditioner distributors The first 


Mitchell, Js 
S. Weather 


is free trom J. Murray 
Othee of ¢ limatology 


Bureau, Washington 25, D. ¢ For 
the second send 25¢ to your local 
S post office 


“Everybody Talks About the Weather 


Now Look What You Can Do 
About It” Question and answer form 
booklet issued by the Room Atr-Con 
ditioner Section of ARI with aim of 


conditioners 


information 
Will event 
made available through deal 


providing uccurale 
on room ait 
ually be 


ers and distributors of products manu 


factured by ARI members. Single 
copies, at 1O¢, are available trom Au 
Conditioning and Refrigeration Insti- 
tut 1346 Connecticut Ave NW, 


Washington 6, D. ¢ 


ett 


: ONE LINE... ; 
: ONE CATALOG : 
answers every 
time switch; 
need! : 


TIME SWITCHES 


63 Job engineered models 
for every type of 
automatic on-off control 
choices of standard, 
flush mount cases 
125 or 


daily 


With 
raintight, 2 in |, or 
wired-in or plug-in models 
250 volt operation—I to 288 


operations 


NEW T-RATED INTERMATICS 
GIVE 4 TIMES MORE 
SWITCHING POWER! 


Tungsten-rated to carry in-rush surges of 
more than 8 times their normal 35 or 55 
“Alloy-T 

Beam blades for 
dependable action on the toughest jobs! 


optional 


ampere rating Non-welding 


contacts and rigid t 


NEW COMPLETE 


COLOR 
CATALOG 
FOR YOU 

AND YOUR 

CUSTOMERS 
With illustrations and specifications of all 
model ivailable with separate distributor 
and dealer price sheet Write for Bulletin 
117-Qt 


Switch to the T-SWITCH 


by g 


INTERNATIONAL REGISTER CO. 


2620 W. Washington Blvd. Chicago 12. 
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“Depreciation in Our Present Econ- 


omy”—This bulletin, prepared trom U-IOEW “PULFLEX” 


in address before the Economic Re 


search Roundtable of New York City GALVANIZED 
by A. B. Hossack, president of the 
American Appraisal Co discusses 


the many ramifications of the subject 
ot depreciation It explains the dis 
tinction between the accounting 


concept of depreciation ind the eng 


neering or economic concept of it 
Other facets of the subject covered 


are establishing depreciation for gen 


eral accounting and income tax pul 


poses for cost accounting and tor Extra flexible « ynstruction Con pre ible Larger 
the measureme ) ‘preciation as 
€ measurement of dey wianeratats ' bore facilitates easier wire pulling INSERTED 


factor in the valuation of properties , 
It is bull i bl PULL-WIRE SPEEDS WIRE INSTALLATION ror 
morin elec ce min or cor | devices on 
American Appraisal Co., Milwaukec trical wiring 
| Wis appliance ‘ ond industrial mact ery and applica 
tions where small bends are requ red 


“Safety Slogans ... From Everywhere, 


For Everyone”—Here are more than “PULFLEX” “EXTRAFLEX’’, and ‘‘TWIST-LOC”’ 


1,000 safety slogans to fit most any flexible conduits are described in Catalog EPB-3 
sufety situation, no matter what asy l 
of accident prevention you want to —write for your copy, no obligation 
put across. Suggested for use wher Fg 
employees pass ind gather or in com 3 1S Ye 
\ ) ons - iw a" 
pany publications. A flyer telling how YS Quality... ALL METAL FLEXIBLE HOSE PRODUCTS 


to order booklet in quantit may he 
obtained from the National Satet 


Council, 425 N. Michigan Ave., Chi UNIVERSAL METAL HOSE CO. 


cago Il. Singk rit ire 


2107 South Kedirie Avenue, Chicago 23. 


POWERCRAFT 
Stocks for immediate shipment bells from 
PRIMARY BUS SUPPORTS 


The finest bells are engi- 
neered and manufac- 
tured by WHEELOCK. 
‘Indoor and outdoor 
'types are available 


the 


smallest 


in sizes from the 


new 2'/2 midget 


a-c contactless 
vibrating bell to 
the large 20" 
Contorm to NEMA tandards Available for mode! [2 


indoor G outdoor service, for cable tubing G 


bus bar in single or double contiguration, for 2 8 10” 207) 


any type of mounting, and all standard volt 
ages, “inquiries for special bus supports Write for Catalog 5A-5 


invited 


OTHER POWERCRAFT PRODUCTS 


indoor G outdoor type disconnect ng switches 
bus clamps, power connectors, pipe frame 


Send for new catalog 
Powercraft Corporation the underdome bell 
2215 De Kalb St, St. Louis 4, Mo 


Phone PRospect 6-4532-——-Since 1932 SOLD THROUGH 
ELECTRICAL WHOLESALERS 
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FILMS AVAILABLE 


FoR WALL BRACKETS 


“You and Labor Law” 
sO-min sound shidefilm 
the history, purpo ind prin 
underlying our ent labor 
nes ire the effects of the 
ift-Harth iw on employes un 
empl ind the publ I he 


film is che ned to stimulate discussion 


ind 4 illed the only film treatment 

of th ubjyect avathable for general 

tribution. For ile through Em 

Relations Information 

“Dielux”’ $3 48th New 
DIECAST CONSTRUCTION York | 

THROUGHOUT 


“Opening the Sale” [hi 
training movie ts 
Thermal 
help salesm« over the hump at the 
hock and 


vibration tart of the ile Interview It offer 


HERE'S WHY... 


proof five pale-opening te hnique tuke 

the ile ou the haphazard 
the alesman how to 

Beautiful 

hand blown 

4 ma ws No 

eamless 150W 

white opal WALL Ira featuring the team 

enclosing globes BRACKET t Borden d Bu 


the the 


vhose humo 
Wide selection of styles to choose from Hd to “put juice into dry fact 

Palm os bla ind white, runs 30-min 
Prescolite diecast wall bracket Rental or 4 hase prints ar 


fixtures of rust-proof aluminum ible trom e Dartnell Corp 
have set new, high standards ’ vood ‘ Ch 
for the lighting industry They 


are suitable for either interior 


or exterior installation 


Save work with a 


HYKON 


— CABLE 


WALL BRACKEY REELIFT 


WH 24 100W 
WALL BRACKET 


wh WALL 
BRACKET WITH 
SCREW EOIN 
ENCLOSING GLOBE 


Wh?! 150Ww 
WALL BRACKET 
1 Man 


handles up to 
1000 Ib. reels 


Use thi sy way to load, transport, pay out 
cable from hard to-handi reel No ks 
tugging rolling. Reelift ha lip 
sxlic tO permit simple, fast loading of any 
reels up to 48 diameter. Two models RL25 

r, RL3) fore 53 x 


WRITE FOR YOUR COPY OF OUR 


CATALOG ON THE COMPLETE LINE OF 
PRESCOLITE LIGHTING FIXTURES 


PRESCOLITE MANUFACTURING CORP. MANUFACTURING CO 
2229 4th St, Berkeley 10, Calif. HYKON Box 923, Mt. Union 
Easton Road, Neshaminy, Penna. Ohio 


n use by leading whole 


utilituc 


Write for latest catalog 


See us Booth, 160, NECA Exposition 


Alliance 


atrobe 
Electrical 


Products 


Tops in Design 


“Latrobe” Floor Boxes and Wir- 
ing Specialties are designed to 
do their job ecasily and surely 
with no excess parts. This same 
compactness of design makes for 
fast, easy installation. 


Adjustable 


Floor Box 


Designed for tele 
phone outlet or 
where permane nt 
connections are 
made or as a junc 


tion box 


‘Ty, Non-Adjustable 
Watertight 


Floor Box 


Unique. practical design 
cuts installation time 

safer job and 
leaves more wire space 
inside box Cover Plate 
is diameter 


LATROBE 
PIPE OR 
CONDUIT 


This new malleable won clamp with a double 
safety bite of case hardened tool steel ts 
cadmium plated to prevent rust 

Two models—Right Angle and Parallel sup 
port. Each in 10 sizes to handle pipe or 
conduit |; thru 4 


Latrobe Products 
Non-Adjustable Floor Boxes 
Adjustable Floor Boxes 
Gang Boxes Cover Plates 
Junction Boxes Nozzles 
Pipe or Conduit Hangers 
Insulator Supports 
Cable Supports Fish Wire 
Staple and Cable Clips 


Write for new catalog 


Sales Representatives in all principal cities 


Manufacturing 


ais JEFFERSON STR 
LATROBE. PA. 
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NEW PRODUCTS YOU CAN USE 


Electric Fork Truck 


Lewis-Shepard Product Ine Z 
Walnut St 


Watertow? Va 


claims its line of electri 


Company 
fork lift trucks can transport and high 
stack even such fragile non-palletized 


goods as fluorescent lamps use of 


ascade ( lamp side-shifter ind 
manual pressure relief valve. Clamp 
ing arms are sponge rubber lined 
adjustable for various width loads 
clamping pressure easily control 
lable by pre-setting. Clamy ittach 
ment 1s said to save space and expense 


of pallets, reduce handling tim 


Pocket-size Calculator 


Silver Bells. Ltd 1637 Del Monte 
Bl ad Seaside alif 


Controller is a calculator 4-in in 
diameter aid to perform like 
lich ruk Aluminum construction 


makes device lightweight, rustproot 
Handy tor estimating, figuring «di 
ounts margins fuel consumption 
mterest urrencs alculation In 


tructions included, C ase in carr. 


idvertising message 


Four new distributors have been 
appointed by Waste-King Corp., Lo 
Anveles 

Allied Electric Supply Co., Pitt 
burgh 

Electra Supply Co., Poughkeepsi 
N. 

Twin State Electrical Supply Co., 
White River Junction, Vt 

Graybar Electric Co., Ine., 
Any le 

Stusser Electric Co., Seattle. ha 
heen appointed distributor of Uni 
ersal cleaner ind floor polisher 
manufactured by Lander brat & 
Clark, New Britain, Contr 

blectrical Distributing, Port 
land, Ore. has been appointed distribu 
tor of Norge home appliance 

Graybar Electric Co., Inc., | an 
M h ha heen 
Philco produ 

Graybar Electric Co., Inc... Mil 
ukee. Wi has been named 
distributor tor Fasy Home Laur 


aimed distributor 


produ 
Graybar Electric Co., Inc., | 


named 


a distributor for e-Set 
hammer-powered tool 


Ramset 


November, 


MFRS.’ APPOINTMENTS 
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Here is the 


DUPLEX 


GREATER PROFIT 
FOR YOU 


GREATER VARIETY 
FOR YOUR CUSTOMERS 


INA 


LINEMASTER 


AMERICA’S 
FOOTSWITCH 
LEADER FOR 
OVER 20 YEARS 


LINEMASTER SWITCH CORPORATION, 


M&W 
MAST KITS 


SPEED YOUR SERVICE 
ENTRANCE INSTALLATIONS 


They're thrifty! M&W Kits contain every 
needed fitting for a quick, reliable wiring 


job. No lost time, no costly 
lhey're fast! Modern, ume-saving lip 


iti entory 
fittings are used throughout. With no 
thread-cutting, you reduce installation 
time to fractions. Complete range of size 
and fittings available to meet all local 


codes and conditions 


NEW CATALOG 57 wives full detadl 
pri mitallation data on Mast hat 
Llectrical Litt Cahle Rach 


Specsaltue Write for your copy today 


long * 3° 


wide * 2° high * tbs 


Write TODAY tor complete r 

Linemaster Catalog: more | MA } 

than BO footswitches 
je 


a model for every need 


438 WOODSTOCK TERRACE 
WOODSTOCK, CONN 


| 
| Neat treamlined 
| black crackle finish cast 
| slur ’ fiat > 
ontact with pr ‘ t > 
| t Each switch can be wired 
| to of ingle p rnatiy og 
| 6 normally closed or double throw 
| 
| 
' 
| te nat all 
| 
| 
We 
| 
| 
— 

4 
° 
ay 
deat 
heen 
(¢ 
Mathieson Chem | Corp. It le 77 
than 130 offices ind waren 
149 
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Non-sparking cast aluminum, 


cast 


strong and rustless. Availabk 


in a wide range of standard 


and special sizes 


Send for Bulletin f 


aluminum 


Lightweight, easily mounts 
onto equipment. Drilled and 
tapped to specifications. Made 
to Underwriters and Military 
Specifications 


THE Adalet MANUFACTURING COMPANY 


14300 LORAIN AVENUE 


You'll be happy 
selling 


KNOPP 


Voltage Testers 


Patented Prod-Mount 


More user-valve at Less Cost-— 
means more turnover tor you at geod 
protit margins 
@ five Safety Feotures 
Knopp Voltage Testers sell themselves 
@ Ruagaed, Retiable 
build goodwill and repeat sales for you 
Tell if circuit is open of closed; magnitude 
of voltage between 110 and 600 a-« of d-« 
pure or rectified; 25 of 60 cycles 
Two models. Free Sales Aids 
Write today for full details 


KNOPP INC. 


Founded in 1928 by Otfo A. Knopp under the 
nome of Electrical Facilities Inc 


Dept. A-12 1307 66th St, Oakland 6, Calif 
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CLEVELAND 1), OHIO 


IDENT A 
OAY KEEPS THE 


DOCTOR® Away 


GETS - LITE GUARD and 
GUIDE Offers Quick, Easy 
Profits in New, Untouched 


Market 


Simply slip GETS-A-LITE GUARD 
AND GUIDE over the fixture, as illus 
trated 


Made of indestructible spring steel 
wire Nothing to break get out of 
order or replace, Will last indefinitely 


Once installed, GETS-A-LITE GUARD 
AND GUIDE is NEVER removed 


Nothing to unlock, fuss with or lock 
when changing lamps 


GETS-A-LITE GUARD AND GUIDE 
actually steers lamp into socket, en 
abling maintenance man to change 
lamp in 10 seconds! 


Available for 40 watt and 100 watt 
fluorescent lamps 


GETS-A-LITE Company, Dept EW-117 
3865 N. Milwaukee Ave, Chicago 41, Iii 


SALES AIDS 


felechron dept., Geacral Electric Co., 


Ashland Ma Seven d splays have 
heen developed by company to facili 
t | locks. Snooze-Alarm 
lispla how two Snooze-Alarm 
iddels mounted beneath a picture of 
1 whe through use of lighting 
hnigu ontinually awakening 

nd f isleep. Roundabout di 
pl mounts eight medium sized wall 
k nd six ¢ even alarm clocks 

the Jatt on revolving platform 
( displa kitchen and alarm 
ock or rotating irousel Addi 
onall four eparate counter ¢ ird 
omot hildres lock Snooz-Alarm 
nd illun yated-dial lock All avail 

ble to deal through distributors 


Westinghouse Electric Corp., Man 


field. Ohio—Natural wood merchan 

ompany electric bed 

lin Called the Slumber 

Cent xhibit ten of bed 

ncluding n electri sheet 

Merchand 10) in wick 
high cc] tree to deal 
th { rd from distributor 


Portable Electric Tools, Inc., 320 W 
rd St wo 20, Il Banner 


nd black, easily hung 


tical inti 


n Shopmate port 
VC tool Fach tool 


in the line | ts own bannel 


Champion De Arment Tool Co., 
Meadvill ( hannellock plier 
display in thi color sccommodat 

iny th Channellock pliers. It may 
hn t up on counter or hung on wall 


Cummins Portable Tool div., John 


()ster N Lydell 
Ave., Milwaukee, W1 Company an 
noun ile provram called 
Operation -Lask For It feature 
four d | 


(455 SPRING GARDEN AVE 
PITTSBURGH 12, PA. 
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Standard Handbook for 
Electrical Engineers 

(Ninth Edition) 

Archer E. Knowlton, Editor-in-Chief 
McGraw-Hill Book Co. 

New York, N. Y 

I his is a tundard ret n Vor 


the 


cle 


defining theor 


electric Conductor tabl ecast 


i of new ASTM standard 


magnetic ampiih in moto ontro 


2.230 pages 


Today’s Fight for Design 
Protection 

Sylvan Gothal 

Aaron Fuchs & Co 

New York, N. Y 


In a brief book that upd 
1} 
mprovement iW PON 
pr find h 
till chow not ! ivl 
33 pages 


SODERING 
WELDING 
BRAZING 


9301 W. BERENICE ST 


BOX 96) SCHILLER PARK, ILL 
METROPOLITAN CHICAGO AREA 


From Chicago you can get immediate 
delivery on 


PVC BUS-DROP 


which ‘ ne of th many tr ' 
arried st Chicag Warchou tock 
A tye Pow Cc ght 
3 and ¢ tion at 
t pply y bed ju 


UNIVERSAL WIRE & CABLE CO 
2915 WN. Paulina St, Chicago 13, 


Branches in Houston, Los Angeles 
and San Francisco 


November, 


BOOK REVIEWS 


— 


L. B. ALLEN & CO. Inc. 
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ADVERTISING 


5 ELLING OPPOR TUNI TIES 


POSITION VACANT 


bastablished manufacturers repre 


SELLING OPPORTUNTES WANTED 


Do You Need t,o0d ale Kepresentation In bast 


Manufacturer Ke 


LEGAL NOTICE 


SELLING OPPORTUNITIES OFFERED 


Pull time representative wanted im € bie 


Manufacturers Representatives wanted 


Business OPPORTUNITIES 


e enef ty vance 


ule 


6370 Electrical Wholesaling 


EXCEPTIONAL 
OPPORTUNITY 


established New England manuta 
eady to mtroduce complete new 


conduit ftittenes Needs young ag 


gressive Sales Manager to diuvect this opera 
Must have background of sales to 
wholesale electrical supply houses and must 


capable of developing national coverage 


must 


ough Manutacturers Representatives 
osition will require travel, and applicant 
be willing to reside in Boston area 


P6468 Electrical Wholesaling 


Adv O Bor 1 Y 


MANUFACTURERS REPRESENTATIVES 


WANTED TO COVER WHOLESALERS 


and Nortt alifor 


WANTED TO BUT 


Auely 
80-6297, Electrical Wholesaling 


520 N. Michigan Ave Chicago V1, tt 


Two GOODWILL WINNERS 


meprioted with 


GERSON CO. 


it 
Mctrical engineering field. Be FIELD SALES MANAGER | 
cause it is Organized on the basis of 
theast Atlant 
then showing vidua activitie 
th ipphicat ons a \ i a 
th n Salesman oung, for Lewis area. Trave 
on ape 
of many pe ists clect Cl keting Age betwee 
‘ sa hiy re ble ti where 
rial ncluded th tor on | 
transistors—nuclear power— lighting 
tat 
| — 
ind 
A 
mv | 
turer 
% 
f Tat 
hor be 
( 
- - 
- 
Distributer-( tility products wanted: Able ag 
A ostern Per yive Virginie 
‘ i f hie 
4; Upper New York Stat 
elling plas neulated wire end 
} ‘ M f wy 
nat ‘ Hw FLECTRICA wh ESALING 
| | 
j 
| | 
e Buye has main se and branet peratior 
KA-O414, nidweet thern hail of ed States pre 
e 
+ 
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CONDUIT & 
FITTINGS 
corp 


It is also our business to keep 
daily pace with the contrac- 
tor's complex wiring prob- 
lems. The result is our 
modern line, geared to your 
current needs. For example: 


Arrow TILE COVERS 


for Tile, 


ond 


Partitions 
iy For 4” and 

Cat. No, 4-SC51 Sq. Boxes 


In modern building meth 


od Arrow Pile Cover 
are ideal for brick, tile 
and cinder block con 


truecetion They are 
widely regarded as the 
most practical and eco 
nomical device for elec 
trical installation 


Available in standard 
1! and 2” raised sizes 
for 1 and 2 device Also 
raised sizes from 1,” to 
1h, 


Depend on all Arrow prod- 
ucts for premium quality; for 
greater time and cost econ- 
omies. Specify “Arrow Con- 
duit’ in your next job order. 


WALL CHART tox 


FREE! 
' 


puide for maximum 

number of conduc 


ASK FOR NEW CATALOG, TOO 
WRITE FOR BOTH, TODAY! 


“ARROW CONDUIT & 


“FITTINGS CORP. 


129 30th STREET, BROOKLYN 32, N. Y. 


Sales Representatives & *Warchouse Stocks 
BALTIMORE, MD. * CHARLOTTE, WC. * *CHICAGO, 
HL, * *CINCINWATI, OHIO DENVER, COLO. 
DALLAS, TEX. *LOS ANGELES, CALIF. “MIAMI, 
FLA. * NEW YORK, WY. * NEWION CENTRE, 
MASS. * "PHILADELPHIA, PA. * ROCHESTER, WY. 


Accurate Mig. Co. 
Adalet Mig. The 
Adam Electric Frank 20. 


Advance Transformer Co. 


ADVERTISERS’ INDEX 


125 
150 
2! 


Second Cover 


All-Steel Equipment, Ine. 


American Brass The 


ae 


American Metal Hose Branch 60, 61 


Amplesx Corp. 
Amprobe, A Div.. of Peramid 
Instrument Corp. 


Anaconda Wire & Cable Co 


Appleton Eleetrie Co. 16, 


Arro Expansion Bolt Co. 
Arrow Conduit & bittings Corp. 
Arrow Hart & Hegeman Co., 

The 108, 
Atlantic Conduit & bittings Co. 
Athas Electric Products Co, 

Audit Bureau of Circulation. 


Benjamin Eleetrie Mig. Co. 

Blackburn Corp... Jasper 

Blackhawk [ndustrie- 

Boston Woven Hose & Rubber 
Co. 

Briegel Method Tool Co. 


Bryant bleetrie Co., The 


BullDog Electrie Products Co. 
Bussmann Mig. Co. 


Carol Cable Div.. of the 
Crescent Co... Ine, 

Certified Ballast Migr. 
hampion DeArment Tool Co. 


hase-Shawmut The $8, 


irele Mig. Co. 


Chase & Sons Ine. 

Circle Wire & Cable a Subsidiary 


Cerro de Pasco Corp. 12 
Clark Controller Co. 
Conduit Nipple Mig. Co., Div... of 


Pittsburgh Nipple Works, Ine. 
onduit Pipe Products Co. 
ontinental Wire Corp. 
ordomatic Corp. 

ornish Wire Ine. 

rescent Insulated Wire & Cable 

Cutler-Hamoer Ine. 


Diamond Wire & Cable Co, 
Duteh Brand Dis... 
orp. 


beagle klectrie Mig. Co., Ine. 

bheonomy Fuse & Mig. Co. 

lo 

Llectrical Construction & Main- 
140, 

Electric Mig. The 


basco industries, Ine. 

bostoria Pressed Steel Cor 
Mig. Co. 

burnas bleetrie Co, 


General Cable Corp. 

General klectrie Co, 
Apparatus Sales Div. 1. 
Lamp Dis 

GetsA-Lite Co, 

Guth The Edwin 


Henderson Hazel Corp. 
Heinemann Electrie Co. 
Holub lodustries, Ine. 
Hubbell Tne. Harvey 
rele ld The 
Iivxkon Mig. Co. 


Ideal Industries, Ine. 
Ideal Simplet, Ine. 
Ilsco Corp 

International Register Co. 
Cireuit Breaker Co 


$2 
91 
17 
13% 
152 


109 


73 


bourth Cover 


97 
115 
94 
49 
119 
BS 
of 
145 
1% 


150 
98 
137 
25 
10% 


65 


76 


tea 


Jenkins Brothers 99 
Knopp Ine 150 
Kreauter & Co., Ine. 114 
Leviton Mig. Co. 131 
Linemaster Switch Corp. 149 
W Electric Mig. Ine. i49 
Mareus Transformer Co., Ine. 145 
Midwest Electric Mig. Co. 8 
Minerallae Eleetrie Co. 143 
Monarch Electric Corp. 132 
Multi Electric Mig. Ine. 143 
National Eleetrie Products 68 
National Price Service 7 
Neve Tool Co 122 
Okonite Co... The 95 
Paine Co., The 124 


Paranite Wire & Cable Div., Essex 
Wire Corp. 


Pass & Seymour, Ine. 107 
Perfect-Line Mig. Corp. 145 
Phelps Dodge Copper Products 
Corp. 29 
Pierce Renewable Fuses, Ine. 142 
Miymouth Rubber Co. Ine. Third Cover 
Porcelain Products, Ine. 118 


Powereraft’ Corp. 


i4 
Preseolite Mig. Cor 148 


Pyle-National Co., The I 
Ouadrangle Mig. Co. 136 
Ouaker Rubber Div., Porter 

Ine. 
Rawlplug €o., The 134 
Kenn A Div. of ramid In- 

strument Corp. 
Republic Steel Corp. 85 
Revere Mig. Co. 2% 
Ridge lool The 126 
Rome Cable Corp. 129 
Roval Electrie Corp. 53 
Slater Electric & Mig. Co.. Ine. 19 
Sola Eleetrie Co, #2 
Sperti Faraday Ine. ot 
Square D Co, y 4 
Steber Mig. Co. 116 
Steel & Tubes Co. 85 
Sylvania Products, 

Ine. 55, 133 
Paleott Ine... James 130 
Thiel Tool & nginecring 

Ine. 144 
Thomas & Betts Co., The 15 


Doledo Pipe Threading Machine 

The %1 
Prade-Wind Motorfans, Ine. 14 
Iriangle Conduit & Cable 120, 121 
Trine Mfg. Corp. 144 


Union Insulating Co. 112 
Universal Metal Hose Co. 147 
Universal Wire & Cable Co. 151 
Vaco Products Co. 142 
Walker Brothers 89 
Weaver Co.. J. A. 17 
Western Insulated Wire Co. 100, 101 
Wheelock Signals Ine. 147 
Whitney Blake Co. 105 
Youngstown Sheet & Tube Co., 
The 26 
I ED AVERT N¢ 
i erle, Business Mg 
I LIN¢ OPPORT NITIFE 

WV A NTI D 
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MASS., 
CANTON, MASS., U.S. 


PLYMOUTH RUBBER COMPARY, Inc. 


COMPANY, 


found in all the best splices... 


together! 


SOLD OWLY 
THRU 
RECOGMIZED 
WHOLESALERS 


PLYMOUTH RUBBER COMPANY, INC. 


CANTON MA ACHUSET I 


aes 
My 
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How put fuse business 
ona non-skid” basis 


Holding business on ordinary “staples” is slippery 
business. You quote right and it’s your a penny ott 
and it’s gone. You get it today—tomorrow your com 


petitor walks off with it 


But you can get and HOLD fuse business 


Show buyers that fuses are not a “staple that fuse 
are not just fuse some are a lot better than others 
Then show buyers the OUTSTANDING ADVAN 
TAGES Fusetron dual-element fuses have over all 
other fuses 

When a user sees for himself how he can stop waste 
and loss of time with this modern tuse—how he can 
keep his motors whirling, machines running and men 
working better than ever before—it's not going to take 
him long to make up his mind to standardize on 
Fusetron dual-element fuses. 

A sales presentation in your hands 

You already have a briefed up sales presentation right 
in your binder—it is the bulletin on Fusetron fuse 
Sharpen up your sales talk on fuses by glancing through 
it just before you call on your next fuse prospect 
Doing this will help you tie up fuse busine on a 
‘non-skid” basis 


BUSSMANN MFG. DIVISION 
McGraw-Edison Co 
St. Louis 7, Mo 


Sell Fusetron fuses for 
installation throughout the 
entire electrical system 
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